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Gain 30% as ‘Big 3’ Goes Up Only 4% 


Independents Set Pace 


Bs ly sear deegyrtegyted car makers, go- 

< ing into the last quarter of 1948, 
_ have increased their combined out- 

put 29.83 percent over that of the 

same period of 1947, an AUTOMOTIVE 

News analysis shows. 

In comparison, the “Big Three” 
managed to hike its combined 
output by only 4.29 percent. 

By contrast, in the truck field, 
the big makers are gaining while 


Sparks 


VOTE!! 
‘2 » 


This is the month for Pedes- 
trian Safety. 
- 


Who wouldn’t rather be bright 
than president of a Soviet puppet 
state? 


* + * 


Exports Drop 


Total U. S. exports of goods and 
services in the second quarter of 
1948 amounted to $4.2 billion, a 
slight decline from the revised first 
quarter total of $44 billion, ac- 
cording to the Department of Com- 
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. 
Dividends Up 19 Pct. 


Pyblicly reported cash dividend 
payments by U.S. corporations in 
September, 1948, totaled $679,300,000, 
or 19 percent more than the $573,- 
200,000 paid during September, 1947, 
the Department of Commerce re- 
ports 

+ 


- 
Henry Ford Tax 

Taxes totaling $23,108,160, of which 
$21,600,000 represented federal lev- 
ies, have been paid out of the 
Henry Ford estate of $31,451,909, 
according to the first annual ac- 
counting by the widow, Clara J. 
Ford, executrix. 

Ford’s stock in Ford Motor Co., 
the value of which has not been 
appraised, was not included in the 
estate valuation. Mrs. Ford’s at- 
torneys said that to their knowl- 
edge all wae have —_ paid. 


Kettering Cited 


Charles Franklin Kettering, Gen- 
eral Motors research consultant, 
has been awarded the 1948 Ameri- 
can Petroleum  Institute’s Gold 
Medal of Distinguished Achieve- 
ment. 

Institute President William R. 
Boyd jr. said the award will be 
made to Kettering in person at the 
API's annual meeting next week in 
Chicago. Kettering retired recently 
as a vice-president of General Mo- 
tors and general manager of its 
Research Laboratories division. 


Production 


Automotive News. Estimates 
U. S. Cars, Trucks 


117,412 
7 99,867 


Last Prev. 
Week Week 
For complete production totals 
by makes, see table, page 37. 


the smaller makers are declining, 
a previous analysis showed (AvuTto- 
Motive News, Oct. 25, 1948). 

During the first nine months of 
1948, total U. S. car output ran 8.53 
percent ahead of the 1947 pace. 
However, but for production in- 
creases by the independents, 1948 
output would have been slightly 
below that of. last year. 


E are several factors which 

seem to indicate a trend away 

from the prewar days when inde- 

pendents were able to account for 

less than 10 percent of total car 
production. 

Thus far in 1948, independent 
makers are accounting for 19.82 
percent of total U. S. car output, 
even better than the 16.56 they 
were getting during 1947. 

Then, too, Kaiser-Frazer has pro- 
vided a new face in the industry 
which is responsible for 4.98 percent 
of all 1948 U. S. car production. 
Output of Frazer cars is down 
12.29 percent from 1947, but more 
than offsetting this is an increase 


Dealers to Fete 
100-Millionth 


Across Country 


At LEAST 21 state and local 
dealer associations are planning 
celebrations this month to com- 
memorate the auto industry’s 100,- 
000,000th vehicle. 
Automobile Manufacturers 


r to 

Tasenie two state associations, 
North Dakota and Tennessee, have 
paid tribute to the industry’s mile- 
stone. Other affairs are slated by 
associations in Chicago, Dallas, De- 
troit, Flint, Indiana, Iowa, Ken- 
tucky, Newark, Northfield, Vt., Ohio, 
Pennsylvania, San Francisco, Reno, 
Spartanburg, S.C., Texas, :Torring- 
ton, Conn., Virginia, Washington, 
and Saginaw, Mich. 


ETAILS ALREADY have been 
worked out by the Washington 
(D.C.) dealers. The affair, to be 
held this Wednesday (Nov. 3), will 
be addressed by A. vanderZee, vice- 
president of Chrysler Corp. 
The Capital dinner will be held 
in the Mayflower hotel at 8 p.m., 
with a broadcast scheduled for 9 
p.m. Tom K. Wheeler is chair- 
man of the Washington event. 
Others on the committee are J. 
Henry Bailey, Weldon F. Benson, 
James W. Bonbrest, Edward F. 
Cave, H. Carlton Hoskinson, M. 
Marshall Marston, James W. Orme 
jr.. Joseph B. Paul, Tom K. Ran- 
dall, A. I. Smith and Fred L. Trew. 
7 * 


Most OF THE auto companies 
have sent posters to their deal- 
ers. These carry a special shield 
developed by the AMA and carry 
the message: “100 Million Motor 
Vehicles, 1896-1948—Serving the 
Nation, Yesterday, Today and To- 
morrow.” 

The shields or posters are for 
dealer showroom windows or use in 
advertisements Nov. 3 to 17. 

Besides banquets, featuring 
prominent speakers, other proj- 
ects suggested to dealers include 
parades of current and antique 
vehicles, essay contests on “What 


tab 
A highlight of AMA’s offerings 
(See DINNERS, Page 30, Col. 4) 
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of 120.51 percent in the production 
of Kaisers. 
* . * 


AISER-FRAZER’S contribution 
to the cause of the indepen- 
dents is even more significant 
when it is considered that the 
company is without a prewar his- 
tory as a steel user. 
Packard, a steel victim 
preset 1947, also has in- 
creased remarkably its produc- 
tion of cars in 1948. Packard’s 
current output is up 74.13 per- 
cent over last year. 

Despite being closed for several 
weeks this summer by supplier tie- 
ups, Hudson has managed to in- 
crease output 3.83 percent over 
1947. The purchage of a steel pro- 
cessing plant is considered a large 
factor in Hudson’s successful post- 


war production history. 
* * * 

A MODEL changeover resulted in 

the production of only about 
3,000 cars at Nash during August 
and September, but Nash output 
still stayed 6.85 percent ahead of 
1947. 

Like K-F, Crosley also has no 
prewar steel history. But in 1948 
Crosley has increased its passenger 
car output 83.61 percent over last 


which con- 


Mis produc at Chrysler Corp., 
1948 production of cars is up 
bare .92 percent over last year. 
This slight increase probably can 
be accounted for by the fact that 
one of Chrysler’s volume products, 
the Dodge, shows an output de- 
cline of 4.27 percent this year. 
At Ford, total car production is 
(See GAINS, Page 31, Col. 1) 
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Total Cars, U. S. Only.. 
Station wagons and Jeepsters. 


Week’s Output 


. 2,788,665 


100.00 2,569,517 


Off to 110,809; 


Ford Loses Two Days 


By Bernie Thomas 
Associate Editor 

RODUCTION of cars and trucks 

in U.S. plants for October fell 
about 1,800 units short of hitting 
a new postwar high, as inventory 
and model changeover shutdowns 
held last week’s assemblies to 87,797 
cars and 23,012 trucks—a total of 
110,809 vehicles, according to AuTo- 
MOTIVE News estimates. 

Down all week for inventory were 
the truck plants of International- 
Harvester. Ford operations in the 
Detroit area, except for Lincoln as- 
sembly, closed down Wednesday 
night for the same reason, 

Buick assembled the last of its 
current models in outstate plants, 
while Cadillac closed down Wed- 


LEAD NEW JERSEY DEALERS—New officers of the New Jersey Automotive Trade Assn. 


installed at the 30th annual convention in Atlantic City. 


Seated, left to right: William L. 


Mallon, secretary, Newark (re-elected); Harry D. Doerr, Vineland, first vice-president; Court- 


ney S. Whitman jr., 
Standing, 


Newark, president; A. Gordon Swan, 
left to right: Walter F. Conover, 
Newark, business manager, and J. Ray DeRidder, 


Dover, second vice-president. 
Princeton, treasurer; Otto P. Henneberger, 
Red Bank, third vice-president. 


Ask Better Factory Relations 


ATLANTIC CITY, N. J.—New 
Jersey dealers expressed the belief 
last week that there are “many im- 
provements” that could be effected 
in factory-dealer relations. 

In a resolution adopted at its an- 
nual convention here, the New Jer- 
sey Automotive Trade Assn. also 
praised the work of the NADA In- 
dustry Relations committee. 

“The problem of factory-dealer 
relations is ever uppermost in the 


minds of dealers,” the resolution 
said, 


The association, in another reso- show 


lution, called on New Jersey Gov. 
Alfred E. Driscoll to continue his 
opposition to the diversion of user 
tax funds for non-highway purposes. 

Ben T. Wright, NADA president, 
told the convention that speedier 
delivery of new cars depends on the 
allocation of a “good percentage” 

(Continued on Page 10, Col. 3) 


nesday night to complete its 
changeover program. 

Instead of a new postwar record, 
U.S. plants had to settle for the 
second best car and truck output 
month since the end of the war. 
Output last week was nearly 7,000 
units lower than that of the pre- 
vious week, when U.S. plants built 
90,654 cars and 26,758 trucks—a to- 
tal of 117,412 units. - 


ACORDING to preliminary tabu- 
lations, U.S. plants have ac- 
(Continued on Page 37, Col. 1) 


Attendance Up 
As British Open 
33rd Auto Show 


By George M. Slocum 
Publisher, Automotive News 

ONDON.—(Cable)—The 33rd In- 

ternational Motor exhibition 
was formally opened here Wednes- 
day by the Duke of Gloucester, 
with 17,468 paying $2 each for ad- 
mission compared with 8,602 who 
paid $1 at the last show in 1938. 

British manufacturers claim 
export sales of $40,000,000 on the 
first day, mostly from Argentina, 
Portugal and the British empire 
overseas. 

This show gives promise of 
doubling the top attendance of 
315,000 set just after World War I. 

Admission price opening day was 
$2; other days $1 except 50 cents 
after 5 p.m. 

+ + * 

EITHER New York, Detroit or 

Chicago has an exposition hall 
to match Earl’s Court, in which 
two shows just prior to the war 
were held. It was designed, inci- 
dently, by Howard Crane, Detroit 
architect. 

In a preview visit Tuesday, I was 
greatly impressed by the lavish 
|use of flowering plants around all 
|exhibits—a really glamorous and 
| unique decorating scheme worth 
jemulating at our next national 


Exhibitors total more than 500, 
which includes car section, 48; 


body builders, 21; accesso 
(See SLOCUM, Page 34, Col. 4) 
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ral 
r rable 
at two years.” 
me. statement in press 
re while on a tour of 
i in _S in Louisville and 
¥ ne 3. addressed over 300 
Y Lad fiefs in Louisville. 
ve eo -year-old executive also 
ai ”@ *.as no plans for bring- 
» sevolutionary low-priced 


ons 


io 
’ “Other highlights of his answers 
to reporters’ questions: 

Ford has cancelled 22 dealer fran- 
chises for “gray market” activities. 

Orders for Ford-made vehicles 
total 2,000,000, including 1,400,000 
for Ford cars. 

Immediate delivery of new cars is 
“at least” a year-and-a-half away. 

Company policy calls for em- 
phasis on plant decentralization, 
but Ford postwar expansion plans 
are “just about finished.” 

There is “a definite probability” 
that return of the buyer’s market 
will find Ford sales outstripping 
Chevrolet and back in the No. 1 


Asked if he thought a Republican 


GM Profit Soars 
To $327,155,222 
For New Record 


DETROIT. — With unit sales of 
cars and trucks up substantially 
over last year and aggregate sales 
of automobile replacement parts 
and non-automotive products con- 
tinuing at high levels, net sales of 
General Motors products for the 
third quarter of 1948 totaled $1,201,- 
626,065 and net income amounted to 
$120,391,550, Alfred P. Sloan jr., 
chairman, and C. E. Wilson, presi- 
dent, reported Thursday to more 
than 433,000 stockholders. 

In no previous year of the cor- 
poration’s history have the earn- 
ings for the full 12-month period 
exceeded those reported for the 
nine months just ended, according 
to the GM treasurer’s office. 

Net income available for the com- 
mon stock amounted to $117,159,471, 
equivalent to $2.67 per share on the 
average number of common shares 
outstanding, after deducting regu- 
lar dividends of $3,232,079 on the 
preferred stocks. 

Net sales for the first nine 
months of 1948 totaled $3,436,331,992 
and net income amounted to $327,- 
155,222. Net income available for 
the common stock amounted to 
$317,458,987, equivalent to $7.22 per 
share, after deducting regular divi- 
dends of $9,696,235 on the preferred 
stocks. 

These earnings include $8,382,636, 
equivalent to $0.17 per share, repre- 

(Continued on Page 31, Col. 2) 
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presidential victory would spur pro- | the customers they sell to.” 


duction, Ford said: 

“I don’t see how production could 
increase any more unless the auto- 
motive industry can get more steel.” 

Citing the backlog of orders for 
Ford vehicles, the executive laughed 
and said, “Our sales department 
hasn’t done a lick of work since 
1941.” 

Ford revealed his company “has 
no military contracts and isn’t 
working on any.” Decentralization 
of Ford operations, he added, is 
not due to any “war scare” but to 
economic reasons, 

He said Ford's fight against auto 
“gray markets” has resulted in 
dealers “getting more careful about 


Auto Newsreel.. . 


FIRST HALF-MILLION SINCE V-J DAY—Studebaker's 500,000th vehicle reached the end|dent of Dayton Rubber; 
of the final assembly line in the South Bend plant last week as P. O. Peterson, right, vice- 
president in charge of manufacturing, and George E. Westphal, left, plant superintendent, 
put in an appearance to mark the occasion. At the current rate of 5,000 passenger cars and 
trucks per week, Studebaker is on its way to a new production record for 1948. The com- 
pany's best year was in 1947 when 191,451 units were produced. Behind the wheel of the 
500,000th vehicle is Dallas Brewer, assistant — 


ee - ———_- © 


Platfoot Heads Up 
Packard in East 


DETROIT. — Ernest J. Platfoot 
has been promoted to eastern re- 
gional manager of Packard Motor 
Car Co., it was an- 
nounced last week 
by Karl M. Grei- 
ner, vice-president 
and general sales 


zone manager, 
goes to New York 
to assume his new 
duties this week. 
He succeeds Roy 
Abernethy, who 
will establish a Packard dealership 
in Hartford, Conn., continuing an 
affiliation with Packard which be- 
gan in 1925. 





E. J. Platfoot 


“We can minimize the used-car 
lot worry,” he said, “but we aren’t 
so naive as to think we can 
change human nature.” 


The main reason for the 22 Ford 
dealer cancellations was sale of new 
cars directly to independent used- 


car ‘dealers, Ford said. 


Ford praised the Taft-Hartley 
law as “good for labor and good 


for industry.” 


“We're going to have unions from 
now on and we're going to have 
to be able to work out our problems 
with unions across the table,” he 


said 


you can.” 





Cadillac Sights Alltime Peaks in Output 


By Bob Finlay 
Managing Editor 


WHILE most makers have not 

been able to attain prewar pro- 
duction rates in the postwar period, 
Cadillac will make more cars this 
year than it has ever made and 
hopes to top that by 10 percent in 
1949. 

John F.. Gordon, general manager 
of Cadillac, predicted at a Detroit 
press conference during showing of 
the 1949 cars Oct. 22 that Cadil- 
lac would make 66,000 cars in 1948 
and said the goal for 1949 is 75,000. 

Cadillac has plenty of orders 
ahead, but isn’t resting on them. 
All 120,000 of them are cancellable 
at any time, Gordon said. 

D. E. Ahrens, general sales man- 





Austin Dealer Enlister 


Returns to England 


NEW YORK.—George H. Strong, 
who came to the U. 8S. to establish 
a dealer organization for the Aus- 
tin Motor Co., Ltd., of England, 
announced last week that he had 
ended his mission and was return- 
ing home. Strong traveled 22,000 
miles while enlisting dealers in this 





S 


Iman, Washington correspon- 
UTOMOTIVE NEWS mneere 


ager, also pointed out that while 
he believes 1949 and 1950 will be 
good years, nobody knows for sure 
what will happen. 
* = * 
HRENS also asserted that Cadil- 
lac may have to add dealers to 
have a representation of 25 percent 
among the dealers of its price class. 
It now has 14 percent of such deal- 
ers, he said. 

After complimenting dealers for 
the good they have done, Ahrens 
cited some of the things on the 
negative side. 

Efficiency of Cadillac dealer 
shops on an average is down to 
a point where service now covers 
only 84 percent of the overhead, 
while last year it covered 95 per- 
cent. 

To bring service up, Cadillac is 
starting a diagnosis program, the 
first of its kind in the industry, 
called Thoro-Check, Dealers are be- 
ing urged to round out their 
analysis equipment so that they can 
take the “guess” out of service. 

A program of _ twice-a-year 
checks among customers will be 
launched, with the scheduling 
such that dealers can keep shops 
busy with Thoro-Check appoint- 
ments in slack periods. 

Dealers also were urged to im- 
prove and add to personnel and 
supervision, to provide for storage 


space and to improve their parts 
departments. 
. + + 


ADILLAC officials traced the de- 
velopment of high-compression 
engines, revealing that Cadillac has 
had running for thousands of miles 
an engine with 10 to 1 compression 
ratio. 
This, Cadillac men asserted, is a 
Cadillac development of years’ 
standing, and is not related to the 
so-called Kettering engine. 

E. R. Cole, Cadillac’s chief en- 
gineer, said that Cadillac’s pres- 
ent engine is designed to go to 
10 to 1 compression ratio without 
major change. 

The next step from the '49’s 7.5 
to 1 will be 8 to 1, and will involve 
lengthening the pistons. Such an 
engine would require fuel of 91-93 
octane rating. 

e a o 
[us schedule for stepping up the 
compression ratio depends on 
the availability of such gasoline on 
a widespread basis. 

This Cadillac development is pro- 
viding greater efficiency with less 
weight, Cadillac engineers said. 

The new Cadillac engine is 
more powerful, more efficient and 
weighs 200 pounds less than the 


old. 

Cadillac spent $3,000,000 for some 
200 new machines for the '49 jobs 
and another $3,000,000 for tooling 
up. 


“If you have the will to get along, 





LEADERS ELECTED BY ATA—Named at the annual convention of the American Trucking 
Assn. in Washington recently were (left to right): D. 
president, and Ted V. Rodgers, permanent honorary chairman. 

LL 


Rubber Assn., 8 Producers 
Fined $50,000 as ‘Trust’ 


NEW YORK.—Fines totaling $50,-; LL. A. McQueen, vice-president o° 
000 were assessed last week against | General Tire; J. J. Newman, vice- 
the Rubber Manufacturers Assn.,| president of Goodrich, and R. S. 


two of its officers and eight of its Wilson, vice-president of Goodyea:. 


corporate members for alleged anti- 

trust law violations, 
Fisher to Set Up 
Two New Plants 


Charged with conspiring to 
agree on prices, discounts, allow- 
At Pittsburgh 
“DETROIT. — Plans for two new 


ances, bonuses and other related 
practices for the purpose of elimi- 
nating competition in the sale 
and distribution of tires, the de- 
fendants entered nolo contendere 
plants in the Pittsburgh area were 
announced last week by the Fisher 
Body division of General Motors. 
J. J. Cronin, general manager of 
Fisher Body, disclosed that a war 


pleas. 
Trial on the charges was to have 
begun early next year. 
In response to a query from AuTo- 
motive News, A. L. Viles, RMA 
surplus plant at Ambridge, Pa., has 
been leased from the Navy for one 
unit, while a site for construction 
of a new stamping plant has been 
acquired southeast of Pittsburgh in 


president, wired back: “No com- 
ment respecting this matter.” 

Mifflin township on Camden Hill 
road. 


Federal Judge John C. Knox 
levied a fine of $5,000 on the asso- 

The Ambridge installation will be 
what is known as a “blanking” 


ciation and $2,500 each on Viles and’ 

George Flint, RMA assistant secre- 

tary. 
plant—for cutting sheet or coiled 
steel to approximate size required 


Assessed $5,000 each were the 
Dayton Rubber Co.; Lee Rubber 
for subsequent stamping operations. 
The new stamping plant will fabri- 


& Tire Corp.; U.S. Rubber Co.; 
Firestone Tire & Rubber Co.; 
General Tire & Rubber Co.; B. F. 
Goodrich Co.; Goodyear Tire & 
Rubber Co., and Seiberling Rub- 
cate body parts for shipment to 
various Fisher assembly units 
throughout the country. 
Cronin said that Pittsburgh was 
selected as the site for the new 


ber Co. 

J. Francis Hayden, special assist- 
plants because it is well situated 
geographically for inbound as well 


ant attorney general in charge of 

the New York office, said the gov- 
as outbound shipments. The steel 
to be used in these plants will be 


ernment had dropped charges 

against the following individuals: 
obtained in the Pittsburgh area and 
the fabricated body parts and sub- 


J.L. Cochrun, vice-president of 
Seiberling; I. Eisbrouch, vice-presi- 

assemblies from the new stamping 
plants will be shipped to the 18 


a. 
Garthwaite, president of Lee Rub- 
ber; H. N. Hawkes, assistant gen- 
car assembly plants strategically 
located to best serve the automo- 
bile market. 


eral manager of U.S. Rubber; Lee 
R. Jackson, president of Firestone; 

“We always have obtained a con- 
siderable portion of our steel for 


Fisher Body production from the 
Pittsburgh area,” Cronin said. “So 
we believe it will be to the mutual 
advantage of ourselves and the 
steel companies to have a blanking 
and stamping plant situated at 
Pittsburgh. The location will ac- 
celerate delivery of steel and also 
the return of scrap to the mills.” 
GM this year has opened three 
new assembly plants of the Buick- 
Oldsmobile-Pontiac Assembly divi- 
sion along the eastern seaboard, 
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large markets. 


Harvey Motors, Inc. 


Harvey Motors, Inc., Rock Hill, 
S. C., has been organized with cap- 
ital stock of $100,000 to deal in 
automobiles. H. W. Maners is pres- 
ident. 





Buhner, chairman; H. Horton, 
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oop wit rare. 
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SPEED WITH ECONOMY—Frank Hocevar, Gary, Ind., and the stock model Austin which 
he drove from New York to San Francisco in 64 hours and from Los Angeles to New York 
in 57 hours, 27 minutes. On the latter run he averaged 53.3 m.p.h. and 30.6 miles per 
gallon, the Austin company said. 


Imports Soar 
16,046 Cars Already Sent | 
Into U. S. This Year 


for consumption into the United 
States during the first eight 
months of 1948. 


Imports during the calendar 


| than trucks and buses, imported 


WASHINGTON.—Imports of | year 1947 amounted to 1,453 
automobiles are increasing in automobiles, while the total 
the postwar period, especially number imported during the 


during the current year, accord- | 
ing to figures compiled by the 
Bureau of the Census. 

Statistics show that there 
were 16,046 new automobiles 
(complete or chassis), other 


calendar year 1939 was only 298. 
A total of 15,321 of the 16,046 
automobiles imported during the 
first eight months of 1948 were 
produced in the United King- 
dom. 


each of them being located near 
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eS I made a spot check 
of used-car operations in some 
county:seat towns of Indiana. It is 
such towns, rather than our larger 
metropolitan cities, that are the 
backbone of America. They have 
been the backbone of the automo- 
bile industry. Their economy is 
nicely divided between agriculture 
and industry, and they are not sub- 
ject to the violent ups and downs 
as are large communities, 

I find that even in the smaller 
towns there are five times as many 
independent used-car operators as 
there are new-car dealers. This is 
just the reverse of the situation as 
it existed before the war. The total 
sales of used cars now is no greater 
than before the war. The shifting 
of sales has been caused by new- 
car dealers wholesaling their used 
cars when retailing used cars was 
their previous practice. 

In most dealers’ opinion, includ- 
ing franchised dealers and inde- 
pendent used-car operators, this 
switch in sales outlet is but tem- 
porary. More and more new-car 
dealers are resuming used-car op- 
erations, thus lessening the sup- 
ply of vehicles to the independent 
outlets. This trend will accelerate 
even though new cars do not be- 
come more plentiful immediately. 

As an observer in this field for 40 
years, and reinforced by this recent 
investigation, I certainly urge all 
dealers who are not already in the 
used-car business to consider care- 
fully the advantage of reviving the 
department. I make this recom- 
mendation not in any way to be in- 


jurious to the used-car dealer. 
> * * 


Speculators Will Soon 


Leave the Scene 


I THINK the change will benefit 

the used-car dealer. A good, ex- 
perienced used-car operator is in a 
better situation if his competition 
for used-car sales are new-car deal- 
ers rather than a crop of indepen- 
dent speculators who have come 
into this business since the war. 
These dealers have no large stake 
in the field. No interest in the in- 
dustry. And as soon as the cream 
is skimmed, they will retire. 

No new-car dealer should re- 
engage in the used-car business 
simply because this column or his 
factory may be urging him to do 
so. A large number of dealers 
were in the used-car business in 
the past simply because they had 
to be. They didn’t like the busi- 
ness. Hence, gave it little consid- 
eration and poor management. 
The department represented a 
loss. Therefore, they are reluctant 
to enter into the field now before 
they are actually forced to. 

Such dealers say that they don’t 
want to have anything to do with 
used cars while the prices are so 
high. They don’t want to face cus- 
tomers who trade in a used car 
they have bought from him at a 
high price. Such arguments are not 
valid. 


It is true that used cars are high 
now — 1941 cars in most markets 
bring their original f.o.b. price. This 
is not surprising because the prices 
of all cars have gone up. New cars 
are listing for 60 and 70 percent 
more than 1941 prices. Prices are 
never going back to the 1941 level. 
As long as our government owes as 
much money as it does, any admin- 
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istration will remain committed to 
We are using the 
wrong basis for determining the 


high prices. 


value of cars if we use 1941 f.o.b. 
* * * 


Big Volume Held 
Not a Necessity 


1 SECOND most prevalent 


argument for not entering into 
the business is that the dealer does 
not take in enough cars to justify 
a new lot and reconditioning de- 
partment. This is true in a great 
many cases. But any dealer can 
enter in the used-car business irre- 
spective of volume. If he takes in 
only a few used cars a month, he 
can used his new-car salesroom for 
display. He can use his customer 
service department for recondition- 
ing. Thus he doesn’t add to his 
overhead. He increases his volume, 
and at the same time he takes care 
of a few of his friends who criti- 
cally need cars but aren’t yet due 
for a new-car delivery. 


When competition comes, a dealer 


who doesn’t have a well-organized 
used-car department is going to 
suffer. Why shouldn’t a franchised 
dealer be in the used-car business? 
Three times as many people bought 
used cars in the past as have 
bought new cars. The percentage 
will not lessen in the future. 

In the mean , @ new-car 
dealer should consider the record 
of the past. A new-car dealer who 
is a good used-car operator al- 
ways had a better chance to 
make a profit on new cars. He 
always had a chance to sell new 
cars in a volume satisfactory to 
his factory and still make a profit. 
Such dealers always considered 
used cars an opportunity rather 
than a drawback. 

It increased their contact with 
the public, developed more new-car 
prospects, added volume to their 
maintenance department, as well as 
their parts and accessory sales. It 
is an independent business. It is 
under their exclusive management 
and control. It is an anchor to the 


windward. 
* * . 


Dealers Must Change 


Their Attitude 

UT TO REVIVE the used-car 

department simply because 
someone urges you to would be a 
mistake. To be successful you must 
change your attitude. You must 
first see its possibilities. You must 
become an enthusiast. Handling 
used cars must become almost a 
“cause” or crusade with you. You 
must see in it a means of develop- 
ing a larger following. When you 
feel that used cars are the “peo- 
ples’ car,” then you'll not want to 
brush it aside any longer. Then 
you’ll want to get into the business 
with both feet. Then you'll be suc- 
cessful with it. 

Manpower and markets are the 
lifeblood of any dealership. Now, 
while profits are large and taxes 
are high, we sometimes forget this 
fundamental. With the shortage of 
cars, dealers are apt to forget the 
need for developing markets, of 
getting more people favorably in- 
clined to do business with them. 
At the same time the trade is find- 
ing it difficult to recruit and train 
manpower. The shortage of men 
will get worse instead of better. 
Dealers need to expand manpower 
if they are to grasp opportunities 
to serve more and more people. 

When cars become plentiful 
again, dealers will need an ex- 
panded market for their protec- 
tion under competitive conditions. 

Handling more used cars now will 
aid both the manpower and the 

market problem. Dealers can use 
their present tax advantage to 

develop a used-car department. 

They can train men now to sell 
and recondition used cars while 

there is still time. 

If dealers wait, they will lose 
both the manpower and markets 
that they will so critically need 
later on. It will be vastly more 
costly to enter the field when you 
find both your market and man- 
power in the hands of competition. 



















SUN VALLEY SCENE—Ben Wright 


of the Ida Automobile Dealers Assn. 


Distribution Problems Cited 


NADA president 
Valley, Ida., to William Showalter (ri ht), 





By Quinn at N. D. Parley 


MINOT, N. D.—Each dealer 
wants distribution figured by the 
give him the 
greatest number of units, the an- 
nual convention of the North Da- 
kota Automobile Dealers Assn. was 
told last week by Ed C. Quinn, 
general sales manager of Dodge. 


method that will 


About 300 dealers attended. 


Proposed bases of determining 


dealer allotments, Quinn said, in- 
clude car registrations, bank de- 
posits, population, wealth per 
capita and population increases. 

This distribution problem will 
be solved by more production 
and the return of competition, he 
added. 

R. M. Fatland (DeSoto), Oakes, 
was elected association president, 
succeeding Oscar W. Fode, James- 
town. Edgar Berg (Ford), Grand 
Forks, was named vice-president, 
and the following were chosen di- 
rectors: 

Elvin Larson (Studebaker), Wil- 
liston; William Davis (Chevrolet), 
Bismarck; Carl Anderson (Dodge), 
Devils Lake; Al Grove (Plymouth), 
Minot; Ward Johnson (Ford), 
Dickinson; Cliff Hunstad (GMC), 
Carrington; H. Krell (Buick), Far- 
go, and I. E. Stenson (Studebak- 
er), Grafton. 

George Dixon, Fargo, is manager 
of the association. 

J. A. Erickson, Minneapolis deal- 


N. M. Dealers 
Elect Galles 
As President 


ALBUQUERQUE, N. M.—H. L. 
Galles was elected president of the 
New Mexico Auto Dealers Assn, at 
the group’s annual convention here. 

Featured speakers at the parley 
were: Ben Wright, president of 
NADA, and State Rep. John F. 
Sims. 

The association also elected C. C. 
Cagle as vice-president and George 
K. Converse as secretary and treas- 
urer. Knox Converse was retained 
as manager of the group. 

Elected directors were: John 
Hall, N. S. Clifton, W. M. Snyder, 
Ed Black, James Williams, Perry 
Smoak, O. C. MacAllister, Thomas 
Closson, Dean Wait, Bert Thomp- 
son, J. A. Wikoff, Leo Valdez, R. E. 
Youree, Roy Walker and Don Beers. 


Dealers Now Total 
517 in Chicago 


CHICAGO. — The previous high 
for Cook county new-car dealer 
outlets was bettered by two’ during 
the third quarter of this year, with 
a total of 517 on Oct. 1 as com- 
pared with 515 on July 1, a Chicago 
Automobile Trade Assn. survey re- 
vealed last week. 

Chicago accounted for 339 of the 
517 outlets and the balance of the 
county for 178. 

The report showed that during 
the quarter ending Sept. 30, there 
were five dealer appointments, 
which more than offset the three 
dealerships going out of the new- 
car business. 








er, told the convention that the 
“honeymoon is about over; farmers 
insurance 
companies report cancellation of 23 
percent of life insurance policies 
and increasing redemption of gov- 


are buying cautiously; 


ernment bonds; dealers are operat- 
ing in the red and people in gen- 
eral have moved from the cocktail 
lounge to the saloon.” 

“Dealer security,” said John J. 
Jewell, Montana association man- 
ager, “means employer - employe 
and dealer-factory relations. Too 
much money is wasted in time 
consumed in inefficient shops. Have 
parts and needed accessories at 
hand and eliminate time spent in 
crossing a large shop, lighting a 
cigaret, stopping to pass remarks 
with a fellow worker and drinking 
a cup of coffee. 

Other speakers were George 
Ziesmer, NADA first vice-president; 
Ray Chamberlain, NADA exhibi- 
tion chairman; W. C. Wright, of 
Goodyear public relations, and J. 
L. Buckland, trade editor. 

Quinn warned the dealers that 
they should be concerned about the 
unfavorable opinion some persons 
have about the automobile busi- 
ness. This opinion may have been 
formed by some personal experi- 
ence they have had or by some- 
thing they have heard, he said. 

He expressed the opinion that 
most dealers are honest business- 
men, but that one bad deal could 
cause the business to get more 
notice than most other busi- 
nesses. He said the automobile 
business makes headlines easily 
because it is the American peo- 
ple’s business. 

“They created it—they use it to 
improve their living standards— 
they enjoy it every day,” Quinn 
said in pointing out that the public 
will decide the future of the auto- 
mobile business. 


NADA Arranging 
More Space for 
"49 Exhibition 


WASHINGTON.—Ray Chamber- 
lain, NADA exhibition manager, re- 
ports that more space is being ar- 
ranged for the display at the San 
Francisco convention in January. 

Equipment and products manu- 
facturers have already contracted 
for more than 80 percent of the 160 
booths originally made available for 
the exhibition, Chamberlain said. 

The convention, as well as the ex- 
hibition, will be held in the San 
Francisco civic auditorium, where 
the Polk and Larkin halls provide 
ample space for expanding the 
show. At the Chicago exhibition 
this year, 120 booths were occupied 
by 85 exhibitors. 


Kuneman Joins Walden 
Charles E. Kuneman has become 
a service salesman for Walden 
Chevrolet Co., Plant City, Fla., ac- 
cording to Don Walden, president 
of the dealership. 






points out some of the sights at Sun 

Nampa, and William S. Hill (left), Pocatello, both 
Wright was principal speaker at the mid-year 
meeting of the organization at the Idaho resort. 







Employe Survey 
Rates Security 
As Top Goal 


Wages Only Fourth, 
Miss. Parley Warned 
By NADA Consultant 


BILOXI, Miss. — Security, fair 
treatment and opportunity are 
more important to employes than 
pay, in the opinion of Guy B. Ar- 
thur jr., personnel consultant for 
the National Automobile Dealers 
Assn. 

As one of the speakers at the 
annual convention of the Missis- 
sippi Automobile Dealers Assn. 
here, Arthur said his remarks 
were not based upon theory but 
on opinion surveys. 

“For years employers have been 
trying to buy off their employes,” 
Arthur declared. “Higher and high- 
er wages, vacations with pay, over- 
time pay, insurance, pensions, pay 
for holidays not worked, etc., but 
this has not solved the problem 
because employes have not had the 
basic satisfaction in their job.” 

The NADA personnel consultant 
urged dealers to publish a set of 
personnel policies “that will provide 
the basic satisfactions your people 
desire.” 

The Mississippi group elected 
Ransom Cross of Meridian, presi- 
dent, and named the following 
vice-presidents: M, H. Dees, Bi- 
loxi; V. M. Box, Corinth, and Max 
McLaurin, Jackson. S, E, Koss- 
man of Cleveland, Miss., was 
elected secretary-treasurer. 

W. G. Schick, GM Acceptance 
Corp. dealer relations manager, 
told the convention that bank 
financing of car sales is a threat 
to dealer profits. 

Schick said that in 1941, 42 per- 
cent of new cars were purchased 
through financing, while today the 
figure is 18 percent. In used cars, 
tne figures changed from 56 to 43 
percent for the same dates. 

He urged a trained organiza- 
tion in time sales management 
and said that only in this way 
could dealers get back profits be- 
ing lost through outside financ- 


ing. 
William C. Herbert of Atlanta, 
editor of Southern Automotive 


Journal, reported that a survey of 


several auto manufacturers reveals 
that steel demand will continue far 
ahead of production next year and 
that it will be 1951 at least before 
all orders are 

The following comments were 
made in Herbert’s survey: 

C. E. Wilson, GM president, be- 
lieves that assembly lines next year 
will turn out 10 percent more units 
than this year. 

Ford Motor Co. officials think 
that the company’s assembly 
lines will produce at about the 
same rate in ’49 as in ’48. 

K. T. Keller, Chrysler president, 
sees only a slim chance of in- 
creased production next year be- 
cause of the continuing scarcity of 
materials. 

Harold S. Vance, Studebaker 
president, believes that not only 
will the steel situation continue as 
a headache for automobile dealers 
but that it is entirely possible that 
government stockpiles of other 
necessary materials will make the 
auto production picture even more 
blurred. 

George T. Christopher, Packard 
president, thinks the outlook for 
the industry seems excellent but 
the outlook for the customer is 
that he will “have to wait until 
1950 or 1951 before he can walk 
into a dealer’s showroom and get 
the exact model and color he 
wishes without delay.” 

A. E. Barit, Hudson president, 
reports that generally the produc- 
tion outlook is not improved as 
steel remains the big problem. 





NADA Sounds Warning 


On Worker Voting Time 
WASHINGTON. — NADA 
last week warned its members 
that many states require em- 
ployers to give employes time off 
to vote, generally with pay. Other 
states, NADA added, prohibit 
employers from interfering with 
their employes’ voting but do not 
force them to give time off. 
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AUTOMOTIVE OUR PLATFORM: |. Fair and equitable contracts between manufacturers 

and dealers in motor vehicles, perts and accessories. 4 2. A fair profit to 
® ™ the dealer on every used vehicle accepted in partial payment for a new 
& A car or truck. 4 3. Every doliar of gasoline tax collected by state or federal 
a governments applied to the building and maintenance of highways. § 4. The 
. eg elimination of governmental and bureaucratic controls over this industry. 
R R 4 5. A return to the precepts of independence and the rewards of applied 

energy and ability, which made America and gave more of her citizens 


News more of the better things of life than anywhere else in the world. 


When the Time Comes 
To Ring Doorbells 


i THE benefit of new dealers who haven’t had too inti- 
mate a contact with the auto business during the days 
when it is necessary to ring doorbells, or those who have 
forgotten, we’d like to record the opinion of an old-time 
dealer sales executive on the subject. 


“The trouble is,” he said, “that when you have to ring 
doorbells to get business, you often find that nobody is 
home.” 


He meant that, in the figurative sense, the folks weren’t 
having any. He recounted the time when he and other sales- 
men canvassed every house in a dealer’s territory. They 
made one sale out of thousands of calls. 


We are not reiterating this thought because we think 
the buyer’s ‘market is going to come tomorrow. But we 
do think the things that dealers must do to make sure 
that it doesn’t floor them, take time. 


In periods when selling is an art, it is difficult to say just 
where a sale is born. But it is known for sure that people 
like to buy from those they know and trust. 


* * * 


That is why it is fallacious for a dealer to operate on the 
theory that every sale he chases away from his place of 
biisiness will be offset by a sale chased to him by some 
other dealer. 


Today there are sales to chase back and forth. Many 
dealers say, ‘‘Well, the people will have to buy some place.” 


That really isn’t so. People don’t have to buy at all. Sales 
depend on desires, and while desire is full blown today, it 
can wither away to nothing. 


Then the sale will have to be cultivated tenderly from 
the dry roots upward. 


The roots of sales are scattered throughout a dealer’s 
territory. To reach them and yurture them in their scat- 
tered state is a deficit-breeding task. 


A dealer must gather them around his place of business 
by making the soil fertile there. 

* +. * 

People who get good service at a dealership are always 
good prospects. People who come to buy a used car often 
can be shown they can afford a new car. People who have 
made one good new-car deal at a dealership are likely to 
make another there. 


And the reverse is also true. 


The dealer who today looks on customers as suckers may 
live to be tomorrow’s sucker. 





George M. Slocum, who is attend- 
ing auto shows in Italy, France 
and England, his.column is being 
conducted by sales leaders in the 
auto industry. 


‘a wordin edgewise’ |? “£—“YOGGIE LOOKS at 
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By Karl M. Greiner 
General Sales Manager, Packard 


IF THE NATION’S automobile 
dealers sell themselves to their com- 
munities now through public rel&- 
tions programs, then product selling 


easier. 

We are in a pe- 
riod when the 
public relations 
tool should be in 


every dealer. And 
it should be used! 





activities within 
Kari M. Greiner the dealer’s busi- 
ness scope certainly is not new! 
George Slocum has seen fit to talk 
about it from time to time in this 
same column. However, it is a sub- 
ject upon which too much cannot 
be said. 


The automobile dealer, who is 
prominent in civic activities, usu- 
ally is farther along the road of 
success than his lesser-known 
competitors. This is true simply 
because a large segment of the 
public has a natural urge to do 
business with a leader. 

Consequently, any local public re- 
lations program that builds up the 
prominence and leadership of a 
dealer, the product he sells and the 
abilities of his various employes, 
qualifies as an instrument for in- 
creasing the dealer’s business. 

> * = 


HOW TO DO the job? No large- 
scale public relations program need 
be developed. Actually, a relatively 
simple plan can be followed. 

For intance, right now the Red 
Feather Community Chest drive is 
getting underway throughout the 
country. It goes without saying 
that every dealer and his personnel 
should donate to this worthwhile 
cause. However, the alert dealer 
can go beyond this point. 

With better facilities at hand 
than dealers in other commodi- 
ties, the automobile dealer could 
well afford to turn over part of 
his salesroom to the local Com- 
munity Chést for use as a head- 





pub- 
lic the civic-mindedness of that 
dealer and his organization. It 
can also result in highly favorable 
publicity, which is a part of the 
public relations tool. 

This tool can be used in any num- 
ber of ways. But, in turn, it makes 
demands on the dealer who wisely 
puts it to use—he must be a leader! 

For example, a dealer’s commu- 
nity may start a drive against juve- 
nile delinquency. Here the dealer 
may develop some plan which will 
help keep the youngsters off the 
streets at night. He could furnish 
sports equipment, sponsor athletic 
teams, or even let the boys and girls 
use some part of his facilities for a 
clubroom. 

> > om 

ARE CITY authorities beginning 
a safety campaign? This offers the 
dealer still another logical place to 
put his talents to work! Before 
luncheon clubs and other civic or- 
ganizations, the dealer could make 
short speeches on safety, while his 
service..manager might similarly 
talk before trade and high school 
students. I know of one dealer who 
assisted his local police — always 
promoting traffic safety—in a unique 
way. Through the cooperation of 
the dealer and police, a “mental 
wizard” was engaged to drive a car 
blindfolded through business dis- 
trict traffic to emphasize to motor- 
ists the dangers of driving with a 
“blindfold of carelessness.” 


It is obvious that dealers can en- 
hance their public relations by en- 
gaging in fraternal activities and 
belonging to luncheon clubs. In 
club work the dealer will find that 
there are many extra-curricular du- 
ties he can undertake to advance 
his position in the comunity. 


And lastly, no dealer can afford 
to miss opportunities to make the 
proper public relations use of his 
product—seeing that charity and 
other worthy groups have the use 
of an automobile when needed, 


and that proper transportation is 


—when the time 
comes— will be 


the hands of 


The need for 
public relations 





























‘For the Record ..... ’ 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


Steering Gear 


“FOB Factory” I read religious- 
ly as an original subscriber to 
AUTOMOTIVE News, and it was in- 
teresting to read on page 10 of the 
Oct. 11 issue telling about recir- 
culating ball and worm type of 
steering gear evolved some years 
ago before the war by the Saginaw 
Steering Gear, GMC, etc., etc. 

Let it be known that the writer 
is the one who brought this from 
the Coast from the inventor whose 
name will be found on the patent 
papers, one Schmidt, a man quite 
prolific along these lines whom I 
met with through a very interest- 
ing and old friend, B. G. Lorraine, 
and I sent him to the Patent de- 
partment in the General Motors 
building to the GMC. 

I asked no fee, I did this as a 
“boy scout deed” and I am glad 
to see that this has worked out so 
well. Mr. Schmidt satisfied his re- 


quirements with them. They were 7 


reasonably fair with him and it is 
interesting to see your words of 
comment about this at the present 
time. 

It is interesting to see the article 
about the Turin show, as given by 
George M. Slocum, and shall look 
for more of this. 

Incidentally, the Europeans are 
doing a right good job on the new 


furnished to notables who might 
visit in the dealer’s city. 

We have reviewed briefly just a 
few of the salient points of dealer 
public relations. The discussion 
could go much deeper, but it would 
still add up to one thing: 

Chances are that those dé<alers, 
who spend more time selling them- 
selves now, will spend less time sell- 
ing their cars later! 

8 2 7 

Next Weex: Fred R. Cooper, 
vice-president in charge of sales, 
Kaiser-Frazer. 





equipment they are building and, 
although to some extent the new 
big expensive cars have been 
played up, that is not the one that 
is going to take its mark over 
there. It is the light small car, 
high speed engine which they have 
done an especially good job in de- 
veloping and which are in my 
opinion better suited for their work 
for hills, narrow roads, etc., etc.— 
F. M. Young, president, Young Ra- 
diator Co., Racine, Wis. 


Sorry 


In your Oct. 11 issue, page 3, 
column 3, under “Move Forward, 
Wright Advises Alabama Parley,” 
there is an error. 


You have listed in the board of 
directors, Blanchard Brown (Ford), 
Sylacauga. This should read Blan- 
chard Brown (Chevrolet), Syla- 
cauga. We are not Ford dealers.— 
T. B. Brown 3r., president, Syla- 
—_ Motor Car Co., Sylacauga, 

a. 


Coming Events 


OCTOBER 
Oct. 27 - Nov. 3—London Auto Show. 
NOVEMBER 


oO 
Nov. 9—New York (Hotel Roosevelt). Ninth 
annual meeting and lunch. Automobile 
Old Timers, 
Nov. 10-11—Oklahoma City. Annual meet- 
7 of Oklahoma Automobile Dealers 


n. 

Nov. 14-16—Cleveland. Annual! convention, 
Ohio Automobile Dealers Assn. 

Nov, 15-17—-Richmond (John Marshall ho- 
tel). Automotive Trade Assn. of Virginia 
convention. 

Nov. 21-23—-White Sulphur Springs, W. Va. 
(Hotel Greenbrier). Annual convention, 
Automobile Dealers Assn. of West Vir- 


DECEMBER 
Dec, 3-4—Missoula, Mont. Annual conclave 
of Montana Automobile Dealers Assn. 
Dec. 6-7 — Wichita, Kans, (Hotel Broad- 
view). Annual convention, Kansas Motor 
Car Dealers Assn. 
Dec, 6-7—Boise. Idaho Auto Dealers Assn. 


annual meeting. 
Dec. 6-10 — Ohicago (Navy Pier). ASI 
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Genuine Ford Piston Rings 





for Longer Life | : 


14 STABILIZING 





POINTS WHEN 










INSTALLED 
~ 
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1. Inner Ring 


or Expander 
(a Ford Exclusive) 


2. Steel Section 
3. Cast Iron Oil Ring 
4. Steel Section 











Want more Ford service business? Always use 
Genuine Ford Parts—the ones that Ford owners like 
best... the ones that are best for Fords. They're 
made right to fit right and last longer. Stock Genuine 


G ° d | . . : Ford Parts for more business—call your Ford Dealer or Ford 
enuine Ford Steel Section Piston Rings Parts Distributor today for prompt, dependable delivery. 


Exclusive... Patented... Made Right... Priced Right 


Only cast iron ring section contacts cylinder wall during 
break-in period, eliminates scoring danger. After breaking 
in, steel ring sections absorb wearing forces. The inner ring 
has fourteen contact points which stabilize and control the 
ring and piston. Result—Genuine Ford Steel Section Piston 
Rings give reduced piston vibration . . . longer piston and 


ring life... better oil control... more power and economy. 


This sign of good business 

, . Ke RB tells the town that you carry 

(Senuine ORD arts eee a stock of Genuine Ford 

Parts. It can bring in more service business for you. Get in 

Right for FORDS! touch with your Ford Dealer or Ford Parts Distributor soon 

-.. get all the details about how you can. qualify to put 

this business-building sign to work for you—a sign that’s 
known and trusted from coast to coast. 
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Stainless-Steel 
Firms Barred 


In Price Fixing 


18 Companies Reach 
Pact With U. S. on 
Restraints of Trade 


WASHINGTON.—In a judgment 
described as a successful close to 
an important anti-trust case, 18 
leading stainless-steel companies 
have reached an agreement with 
the government under which they 
are enjoined from price-fixing and 
other restraints of trade. 

The final judgment, entered Ba 


was announced here by Attorney- 
General Tom Clark. 

The defendants, representing 90 
percent of the stainless-steel indus- 
try, consented to the judgment, 
Clark said. 

The decree also provides for the 
discontinuance of such practices as 
exchanging “advance information,” 
which had been used to arrange 
uniform bidding on government 
contracts. 

In addition to enjoining the 


to any applicant offering reason- 


royalties, 

In praising the judgment, Her- 
bert A. Bergson assistant attorney- 
general in charge of the anti-trust 
division, said: “The public interest 
requires that this relatively new in- 
dustry be allowed to develop on an 
unrestricted and competitive basis.” 

The companies affected are: 

Allegheny Ludlum Steel Co. 
Breckenridge, Pa.; Carnegie-Illinois 
Steel Corp., Pittsburgh; Carpenter 
Steel Co., Reading, Pa.; Crucible 
Steel Co. of America, New York; 
Republic Steel Corp., Cleveland. 

Eastern Stainless Steel Corp. 
and Rustless Iron & Steel Corp., 
Baltimore, now a_ division of 

Steel American 


Bethlehem Steel Co., Bethlehem, 
Pa.; Sharon Steel Corp., Sharon, 


Pa. 

Firth Sterling Steel Co., McKees- 
port, Pa.; Jessop Steel Co., Wash- 
ington, Pa.; Latrobe Electric Steel 
Co., Latrobe, Pa.; Midvale Co., 
Philadelphia; Pittsburgh Steel Co., 
Pittsburgh; Superior Steel Corp., 
Carnegie, Pa.; Timken Roller Bear- 
ing Co., Canton, O., and Universal- 
Cyclops Steel Corp., Bridgeville, Pa. 


Chevrolet Dealers Draw 


Praise From Keating 

DETROIT.—More Chevrolet deal- 
ers have participated in a fall good- 
will campaign than in any previous 
similar program in Chevrolet his- 
tory, T. H. Keating, general sales 
manager, said last week. 

The campaign urged dealers and 
their employes to give customers 
“S. A.—Satisfaction All-Ways.” 
More than 93 percent of all Chev- 
rolet dealers took part in the drive. 


Top Cars 


New car registrations for 


eight months, plus 31 states for 
September: 


1947 Pos. 
449,301— 1 


126,669— 7 
69,787—11 
71,291— 9 
74,179— 8 
30,815—16 
71,069-—10 
64,616—12 
49,396—13 
31,421—15 
29,215—17 
37,054—14 
10,812—20 
16,639—18 
16,406—19 
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Crowds See Airflyte . 


GREETING THE NEW NASH-—Typical of the reception 


the scene (upper ) at the 
Miss America of 


literature. 












12 Million View the ’49 Nash 
In 3 Days, Mason Says 


Son)—“Hollywood 
about nation’s newest car.” 
Oak Park, Ill. (Barrow Brothers, 


DETROIT. — George W. Mason, 
president and chairman of Nash- 
Kelvinator Corp., reported last 
week that more than 12,000,000 
persons viewed the new 1949 Nash 
Airflyte cars in dealer showrooms 
throughout the nation within 72 
hours of their public introduction. 


“After investing five years of 


of people are showing for it,” 
Mason said. 

More than 1,000 telegrams from 
dealers have poured into adminis- 
trative headquarters of Nash Mo- 
tors here in the last week, Mason 
said. Typical of their enthusiasm 
are these excerpts: 

Union City, N. J. (Fuller Motor 
Co.)— “Admirers have actually 
worn the paint off our salesroom 
floor.” 

Los Angeles (J. F. O’Connor & 


GM Dealers Get 
Appeal to Aid 
Cancer Fund 


CHICAGO.—With the mailing of 
letters and other information ex- 
plaining the project, the campaign 
of the General Motors Dealers 
Sloan Cancer Fund was launched 
formally last week. 

Heading the association, com- 
posed of 16 GM dealers throughout 
the United States, are David E. 
Castles (Buick), of St. Louis, chair- 
man; W. J. Rasmussen (Chevrolet), 
also of St. Louis, vice-chairman, and 
William C, Stanlik (Pontiac), of 
Chicago, secretary. 

These three officers, in behalf of 
the organization, made it clear that 
all contributions to the cause from 
General Motors dealers are to be 
on a voluntary basis; that the in- 
formation furnished to them is the 
opposite of a high-pressure drive, 
and that the objective is “apprecia- 
tion of the contribution made by 
Alfred P. Sloan jr., as chief execu- 
tive officer of the General Motors 
Corp., to the improvement of the 
relationship of the corporation to 
its dealers.” 

Stanlik forecast in behalf of the 
organization directing the cam- 
paign that General Motors dealers 


“will enthusiastically support efforts | 


in cancer research in which Sloan 
is so vitally interested.” 

No quota has been set so far as 
individual dealers or the total to be 
raised are concerned, Stanlik' said. 


really excited 


Inc.)—“Never saw anything like 
this in our 25 years in the busi- 
ness.” 

Norwalk, Conn. (Olson Nash Co.) 
—“Visitors at our preshowing al- 
most stopped traffic on the Post 
Road.” 

South Bend (Goes Motors, Inc.) 
aa of Nash Airflyte ter- 

ic.” 

Louisville (Thurston Cooke Motor 
Co.)—“This car has had better pub- 
lic acceptance than any new model 
introduced in my 15 years of auto- 
motive experience.” 

Shreveport, La. (Bledsoe Nash 
Motor Co.)—“Crowds waiting at 
7:30 a.m. for showroom to open.” 

Fall River, Mass. (J. Mossoff & 
Sons)—“Principal request — ‘When 
can I get one?’” 

Endicott, N. Y. (Endicott Nash 


Corp.) — “Over 8000 had gone 
through our showrooms by 9:30 
this evening.” 


Franklin, Pa. (Cauvel Bros.)— 
“Public tried to crash showroom 
doors at midnight before opening.” 

Portland, Ore. (Propst & Doel- 
lefeld)—“Help! help! Showroom 
too small to accommodate 

” 


¢ 
Nashville (King Nash Motors)— 


“5,000 people have seen it since 
preview night.” 
Corpus Christi, Tex. (Kilgore 


Nash Co.)—“Crowds so thick we 
could stir them with a paddle.” 





iven the 1949 Nash Airflyte was 
‘estern Motor Corp. (Nash), Denver. (Below) Bebe Shopp, 
948, greeted visitors at the Minneapolis Nash Co. and autographed sales 


Mass Picketi 





Barred ... 








NLRB Cracks Down 
On Strike Coercion 


By Mac Gordon 
Associate Editor 


ABOR UNIONS that coerce indi- 
vidual workers to become mem- 
bers or join in strikes got their 
come-uppance last week from a 
surprising source—the National La- 


bor Relations Board. 


In an unprecedented ruling, the 
board labeled both an international 
and a local union as responsible for 
threats to non-strikers and for 


mass picketing. 

Two firsts were marked by the 
decision. Never before had the 
board ruled on strike activities 
under the Taft-Hartley law, and 
never before had the board 
banned certain of those activities 
under any federal law. 

In deciding the case, which in- 
volved a CIO Longshoremen’s union 


dispute with a California plant, the 
five-man board voted unanimously 


to halt coercive activities and mass 
picketing. The vote to hold the in- 
ternational union equally liable with 


the local was by a three-to-two 


margin. 
* * * 


THERWISE, the labor front was 


quiet last week as the major 


unions wound up their feverish 
campaigning in behalf of those can- 


didates who they hope would, if 
elected, strive to gain repeal of the 


Taft-Hartley law. 


As Election day approached, most 
political experts doubted that the 
makeup of the House of Represen- 
tatives would be altered much from 
the body which passed the Taft- 
Hartley law by such a wide margin 


in 1947. 

The possibility existed that the 
Democrats would win control of 
the Senate, but the upper cham- 
ber will still retain nearly all the 
Southern Democrats who voted 
for the Taft-Hartley law. 

In contrast to President Truman, 
who has called for repeal of the 
law, Gov. Dewey has advocated un- 
specified revisions designed to make 
the statute more equitable. 

Proposed new labor laws will also 
be on the ballot in several states 
tomorrow (Nov. 2). 

+ 


SCORE of labor issues will be 

facing the U.S. Supreme court 
when it resumes hearings next 
week. Among the prominent mat- 
ters will be state laws prohibiting 
closed and union shops and the dis- 
pute over the line of jurisdiction 
between federal and state labor 
laws. 

Labor appeals against state 
union-shop bans involve legal points 
arising from the U.S. constitution 
and the Taft-Hartley law. The lat- 
ter permits states to enact laws 
more stringent than its own closed- 
shop ban. Thus, North Carolina, 
Nebraska and Arizona have out- 
lawed all forms of union security, 
including the union shop and main- 
tenance of membership. 

These three states will contend 
before the high tribunal that their 
laws guarantee the individual the 
right to work, regardless of 
whether he is or is not a union 
member. The AFL and CIO will 
claim that the right to refuse to 


work with non-union employes is 
as basic - right to union or- 


Auto dealers, who have been ruled 
subject to federal labor laws by the 
NLRB, will be watching for the 
court’s ruling on federal-state juris- 
diction. The federal laws are gen- 
erally more favorable to union or- 
ganizing drives than most state 
statutes. 

Michigan dealers have protested 
to the NLRB that they cannot be 
included with other U.S. dealers 
under board jurisdiction. The Michi- 
ganders, with the exception of 
Studebaker and Nash dealers, hold 
that, since their cars are delivered 
from plants within the state, they 
are not “in interstate commerce.” 


N THE NLRB decision on union 

coercion of non-striking work- 

ers, the specific acts which the 
board found illegal included: 

1. A group of pickets in a number 
of cars trailing a car in which non- 
strikers were driving home. 

2. Blocking of the driveway to 
the plant parking lot with a line of 
pickets and a union official calling 
upon the pickets to “pull out” the 
non-strikers from their vehicles. 

3. Pursuing a non-striker by 
car and then threatening him 
with physical violence. 

4. Approximately 200 or 300 pick- 
ets blocking entrances to the plant. 

The board declared that “it is im- 
material that this conduct failed to 
deter the non-striking employes 
from returning to work. It was rea- 
sonably calculated to accomplish 
that end, and its inefficiency in this 
particular instance is no defense to 
the charge that it was violative of 
the act.” 

The mass picketing “patently in- 
volved restraint and coercion of 
employes attempting to go to 
work,” the board stated. 


W.Va. Dealer 
Wins Court Test 
Of Resale Pact 


CHARLESTON, W. Va. — The 
campaign of West Virginia auto- 
mobile dealers against consumer 
speculation in new cars was given 
another boost by a decision handed 
down in Boche county circuit court 
awarding Hugh Stewart Motors, 
Inc., of Charleston, full damages 
against a customer who violated 
the repurchase agreement signed at 
the time of delivery. 

Testimony revealed that T. L 
Bingham had purchased a Buick 
automobile from the dealer and 
prior to the expiration of the re- 
purchase agreement had resold the 
car to another individual. 

Attorney for the dealer, Edwin 
O. Thornhill of Charleston, claimed 
a breach of agreement and asked 
for full damages of $300, which was 
awarded by Judge Ben H. Ash- 
worth. 

The agreement signed by the de- 
fendant was the standard repur- 
chase agreement prepared by the 
Automobile Dealers Assn. of West 
Virginia. 





DeSOTO-PLYMOUTH DEALERS OF ALLEGHENY COUNTY, PA.—They were fashions guests of Plymouth executives recently after a tour 


? the Plymouth plant. 


Standing: R. 


of Plymouth; George P. McKee, H. F. Fene 
Weisenberg, Lioyd 
John Marmo, Harry $. Rewding and 


Left to right, kneeling: John Shanta, Earl Dickinson, G. 


Schw. Lo: B. Nathan, Joseph Loughney, Robert C. li, Joseph M. Neidhart, Dominic Querio, Paul Jones and Louis 
on SO. Sonne seasedien Gaale F "Th. B. Heberling freer), ences ood sales manager of Plymouth; H. N 


S. Owen, Plymouth executive assistant; Paul Belli, 
ogoff, 


Ferderber, W. T. LaRue (rear), M. R. Bretsnyder, Robert Seiavitch, N. J. 
So’ C. A. Klingensmith, N. R. Comley, J. R. Furlong, John 


eisman, John Querio jr., 


uslick, 


Linton of the Plymouth distribution department; Albert 


D. Simon 


A. B. Dowd (rear), merchandising manager 
L. Nehus (rear), Milton 


of DeSoto, 
E. O. Wilson, R. R. Fisher, John L. Nehus jr., Henry T. Birnesser. Standing at right rear are 
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Thenew DOUBLE EAGLE ° 


ERE’s the tire that will make an im- 
mediate sensation among your best 
customers—and bring you the largest 
tire change-over profits ever! 
It’s Goodyear’s new Double Eagle— 
the safest, most luxurious tire ever built. 


It is the only automobile tire whose 
body is made exclusively of nylon cord. 
It has six plies of nylon cords—which 
actually weigh less than four plies of con- 
ventional cords. Yet this silken fabric is 
so strong it makes the tire body two and a 
half times as strong as the best standard tire. 


Af pf 


O/ 


Why 
RS Se 
ot 


Like Goodyear’s sensationally success- 
ful Super-Cushion, the Double Eagle runs 
on 24 pounds of air! 

It features the toughest tread Good- 
year ever designed for a passenger tire! 

Sell the new Double Eagle now to those 
car prospects who want ... and can 
afford . . . the tire masterpiece of them all. 


Sell the Double Eagle-LifeGuard team! 


Your Double Eagle customer wants the 
greatest possible safety. And the new 
Double Eagle—in combination with 


ow... get great new profits on new car sales ii: 
THE WORLD’S 


FINEST, ATONE MEE TIRE 


Sele Ao, 
YL l) 


SuperScustion 


Goodyear’s matchless LifeGuard Safety 
Tube—is without question today’s final 
word in motoring safety. 

So sell Double Eagles and LifeGuard 
Safety Tubes together in the same change- 
over! 


They’re a natural, convincing combi- 
nation because they give the finest pro- 
tection against blowout accidents. 

Like Double Eagles, LifeGuards add 
a sizable stack of extra cash to your car 
profit. Get two big profits instead of one 
on your change-over sales. 














Double Eagle T. M.—The Goodyear Tire 


& Rubber Co, 


The new Double Eagle. Only passenger tire built 
with all-nylon cord body. Big, handsome—and lux- 
uriously soft-riding because it’s a Super-Cushion, 
too. Mileage? It rolls on and on—safely, smoothly 
—long after other tires would have to be replaced! 


GOODJ YEAR 


ALWAYS FIRST WITH ADVANCED PRODUCTS YOUR CUSTOMERS WANT! 





LifeGuard Safety Tube. Makes blowouts harmless! 
Blowouts can cause serious accidents, even at a 
moderate speed. But driver and passengers are 
perfectly safe against blowout dangers when the 
car is equipped with LifeGuards. The inner safety 
chamber in every LifeGuard rides the car to a 
straight, smooth, safe stop! 





Super-Cushion T. M.—The Goodyear Tire & Rubber Ga, 
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A Reminder from FLORIDA to the 


DODGE DEALER 
of AMERICA 





Last year, we were happy to We'll not only take care of your cus- 
be of service to your many good cus- _tomer’s car but we’ll help him to enjoy 
tomers who vacationed in Florida. his vacation any way we can. You can 


. : : ; be sure that we'll send every visitor back 
And now, winter vacation time is * a tes . 
again rolling ’round. Again, thousands of oe ee ee 


Florida-bound Dodge and Plymouth own- 
ers will make the round trip in their cars. 


a strong booster for Dodge-Plymouth 


service. 


So check the map and follow our sug- 





Before they leave, they’ll bring their 


cars to you for a thorough mechanical gestion in the panel on the opposite page. 
check-up and conditioning. This is the Don’t miss this splendid opportunity to 
time to gain their additional good will show your customers that no matter 
by referring them to a brother Dodge where they travel, dependable Dodge- 


Dealer in Florida . . . right along their Plymouth service is always available. 





route or at their destination. 


From the DODGE DEALERS of FLORIDA 


PLEASE KEEP THIS AD FOR FUTURE REFERENCE 


(Listed Alphabetically by Cities) 
DRAKE MOTOR COMPANY TUTAN MOTORS, INC. THE HENRY CO. MASSEY MOTORS, INC. 
14 S. Monroe Ave., Arcadia, Fla. 216 Minorca Ave., Coral Gables, Fla. 1123-25 Main St., Ft. Myers, Fla. 830 Main St., Jacksonville, Fla. 
WELLS MOTOR COMPANY STEELE MOTOR COMPANY O’QUINN MOTOR CO. SOUTHSIDE MOTORS, INC. 
106 W. Main St., Avon Park, Fla. 402 Main St., Crestview, Fla. 301-5 No. 4th St., Ft. Pierce, Fla. 1524 San Marco Blvd., Jacksonville, Fla. 
BROOKING MOTOR CO., INC. 
ROBERTSON MOTORS G & W MOTOR CO. ‘ nip rage SANDLIN MOTOR CO. 
Wilson & Summerlin, Bartow, Fla. 5th & Pasco Sts., Dade City, Fla. 231 East Union, Gainesville, Fla. 130 So. Railroad Ave., Jasper, Fla. 
GLEN ST. MARY GARAGE NAVARRO, INC 
JOHN DAVIS MOTOR CO. BRADFORD MOTORS Lake City Hwy., Glen St. Mary, Fla. 601 D | » West, Fi 
Main St., Blountstown, Fla. 117 Orange Ave., Daytona Beach, Fla. uval St., Key West, Fla. | 
JIM LAND MOTORS MARSHALL MOTORS Green Cove Springs, Fla. Raeaten th Cities 26. Cidiinee Ma | 
8th Ave. & 9th St., Bradenton, Fla. 200 Baldwin St., De Funiak Springs, Fla. HAVANA EQUIPMENT CO., INC. 7 aa | 
. ° A D as ° : 
DUDEN MOTORS J. F. NAHM CORPORATION ee en "SOPaT an tater, aw Cay Re 
Highway 500, Bronson, Fla. 138 W. New York Ave., De Land, Fla. WESTMORELAND MOTORS : | 
GARAGE LAKE MOTORS Ist Ave. So. & Church St., High Springs, Fla. DUEY MOTORS 
GENERAL KNIPPENBERG MOTORS 302 W. Lemon St., Lakeland, Fla. 
20 W. Broad St., Brooksville, Fla. 122 aay Street, Eustis, Fla. 1941 Tyler St., Hollywood, Fla. WHITFIELD MOTORS | 
THAYER MOTOR co., INC. MAY MOTORS, INC. DONOVAN MOTORS, INC. Scenic Highway & Central Ave. j 


28 N. Garden, Clearwater, Fla. 2000 So. Federal, Ft. Lauderdale, Fla. No. Flagler & 5th St., Homestead, Fla. Lake Wales, Fla. 
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—— MARIA 
190) 





DE FUNIAK SPRINGS 


BLOUNTSTOWN 


my 


PANAMA 





e DV) 


Suggestion! 


Tus MAP quickly spots for you the loca- 
tion of every Dodge-Plymouth dealer in Flor- 
ida. Our names and addresses are also listed 
below alphabetically by cities and towns. 

Why not refer your customers to this map 
and tell them where to find us? Also write 
us a letter giving their names and addresses 
here. We'll be happy to look them up and 
greet them. 

You can be sure we plan to do the same 
whenever our own customers visit in your 


neighborhood. 


BE SURE YOUR SERVICE MANAGER 
HAS A COPY OF THIS ADVERTISEMENT 













WALTER JUNGMEYER, INC. 
503 Madison St., Tampa, Fla. 


ORLANDO MOTORS, INC. 
26 W. Colonial Dr., Orlando, Fla. 


LAKE SHORE MOTOR CO., INC. 
Main St., Pahokee, Fla. 


HARRISON HICKENLOOPER 
714 Lemon St., Palatka, Fla. 


W & W MOTORS INC. 
998 Harrison Ave., Panama City, Fla. 


LESTER-MUNROE MOTORS, INC. 
Jefferson St., Quincy, Fla. 
HOLLINGSWORTH-HOWELL 
MOTORS 
330 San Marco Ave., St. Augustine, Fla. 


RUEBEL & SMITH MOTOR CO. 
940 9th St., No., St. Petersburg, Fla. 


SEMINOLE COUNTY MOTORS 
109 Palmetto Ave., Sanford, Fla. 


HINGSON’S GARAGE 
East Howard St., Live Oak, Fla. 


LIVINGSTON MOTOR CO. 
Base & Washington Sts., Madison, Fla. 


JENKINS MOTOR COMPANY 
203 S. Jefferson St., Marianna, Fla. 


FELTON MOTORS 
So. Dixie Highway, Melbourne, Fla. 


SLAGLE MOTOR CO. 
201 Eagle Street, Tarpon Springs, Fla. 


LEE ROBERTS MOTORS 


Main Street, Trenton, Fla. 


INDIAN RIVER MOTORS 
2370 U. S. Highway 1 at 24th St., 


JOHN JONES, INC. 
2050 N. Miami Ave., Miami, Fla. 


READ MOTORS & MACHINE CO. 


(Dodge Only) 


206 N. Orange, New Smyrna Beach, Fla. 
MARION MOTOR COMPANY, INC. 


112-20 N. Magnolia St., Ocala, Fla. 


O. K. GARAGE & MACHINE SHOP 
So. Park Street, Okeechobee, Fla. 


GUY E. YASTE & SON 
216 W. Garden St., Pensacola, Fla. 


E. R. LINTON MOTORS 
Green St. & Road 19, Perry, Fla. 


WINTER MOTOR CO., INC. 
Palmer & Drane, Plant City, Fla. 


McGOWIN MOTOR COMPANY 
4th St. & Wetzell, Port St. Joe, Fla. 


FENNE-HOWARD MOTORS LTD. 
607 S. Osprey Ave., Sarasota, Fla. 


J. P. ROBERTS MOTORS 
600 Temple Avenue, Starke, Fla. 

RALPH ULMER MOTOR CO. 
400 Old Dixie, Stuart, Fla. 


DRAKE MOTORS 


1401-3 N. Monroe St., Tallahassee, Fla. 


Vero Beach, Fla. 


SLAUGHTER MOTOR SALES 
East Main Street, Wauchula, Fla. 


JOE BLANK MOTOR COMPANY 
2602 So. Dixie, West Palm Beach, Fla. 


ROBERTS-LOWE MOTORS 
221 Sixth St., S. W., Winter Haven, Fla. 
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COOPER CALLS ON DIXIE DEALER—Erwin Jones (left), head of Erwin Jones Motor Co. 


(Kaiser-Frazer), Charlotte, N.C., 
on @ trip through the Southeast. 


greets Fred Cooper, K-F v’ce-president in charge of sales, 





Strout to Manage 
Ford Parts Sales 


DEARBORN.—Promotion of 
Henry M. Strout to manager of the 
Ford Parts and Accessories Sales 
department has been announced by 
J. R. Davis, vice-president heading 
sales and advertising. 


The major responsibility of Strout 


in the sale of Ford parts and acces- 
sories under Davis. Strout has been 
district sales manager of the Somer- 
ville (Mass.) area covering Maine, 
New Hampshire, Vermont, Rhode 
Island, Massachusetts and part of 
Connecticut. 


Pankow Seeks Office 
Steven Pankow, owner of Pankow 
Motors, Buffalo, is Democratic can- 
didate for county clerk of Erie 


will be to direct the field sales force | county. 
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New Jersey Dealers Cite Problems. . . 
Improved Factory Relations Urged 


declared, because of the threat of |time comes, he pointed out, non- 


(Continued from Page 1) 
of the scrap steel now available in 
Germany to the automobile industry. 

Wright said that the shortage of 
sheet steel, for which the scrap is 
needed, and a scarcity of skilled 
workers are the two main obstacles 
to increased production. He noted 
that the United States and Great 
Britain recently completed an 
agreement to take 500,000 tons of 
scrap steel out of Germany. 

“Dealers are keenly interested 
in what percentage of that scrap 
will reach the United States, and 
what portion of that will be al- 
lotted to the automobile indus- 
try,” he said. “If we get a good 
percentage, deliveries will be 
speeded. 

“However, if the threat of war 
causes the allocation of the scrap to 
the production of war goods, the 
time that a customer can expect de- 
livery within a reasonable period 
will definitely have been postponed. 

Wright noted that an NADA sur- 
vey last June showed 7,400,000 un- 
filled orders. That figure would 
probably “stand up well” today, he 


war and the motorists’ memories of 
“staggering along with their old 
jalopies” during World War II. 

The NADA chief warned New Jer- 
sey dealers to cultivate customer re- 
lations “before it is too late.” He 
warned them not to overcharge, and 
not to deal in the black market. 

“Black market money or under- 
the-table deals may be all right if 
you don’t have long to live,” he 
told the dealers bluntly, “but if 
you want to sleep nights without 
worrying about a call from the 
federal men, don’t burn your fin- 
gers on hot money.” 

On the positive side, he urged the 
700 dealers in attendance to in- 
crease their participation in civic 
affairs. In this manner, he said, 
they would improve their standing 
in their communities and gain the 
confidence of their fellow towns- 
people. 

The increase of competition in the 
foreseeable future, Wright declared, 
will require strong associations to 
deal with new problems. When that 





Still time to get those 





EXTRA PROFITS 





in G-E’s great fall auto lamp campaign! 


General Electric’s Fall Auto Lamp cam- 


paign is now in full 


those extra sales for G-E auto lamp deal- 
ers everywhere! In the Saturday Evening 
Post and Collier’s, General Electric auto 
lamp advertising is urging your custom- 
ers to have their car lights checked. And 
° we're telling ’em again on G-E’s network 
“What’s My Name?”. 
when motorists drive in for winter change- 


radio show, 





HAVE YOUR LIGHTS CHECKED 


» maxt thie you leave 
your car for service 


swing—piling up 


So 


over, they'll be pre-sold on light checking. 


a Put these sales clinchers to work! 





Your G-E dealer display package is crammed with 
sure-fire point of sale material—streamers, displays, 
memo cards, and sales hints. And your distributor 
can supply you with an aiming screen, Lighting 
Service Manual, price card, and lamp guide. Put em 
all to work today to boost lamp profits to a new high! 


Stock 


j DIRT AND MOISTURE CAN'T GET IN 


tats why CE Md. LASS sealed bes 


















* GE LAMPS 
sine QD useree 









The whole campaign ties in 
with checking lights. One car 
out of six needs some essen- 
tial lamp, so a few minutes’ 
check- 
profits. There’s a G-E lamp 
for every socket in every car. 


up means a lot of extra 


up and tie in to make 


this your biggest lamp yearever! 


G-E LAMPS 


GENERAL &@ 


ELECTRIC 





paid officers will not have as much 
time to devote to association affairs, 
and it will be necessary to hire 
capable men. 

“Your association would be justi- 
fied if it doubled your dues now,” he 
stated, in warning that association 
treasuries must be prepared to 
stand the strain. 

Turning to the question of deal- 
er franchises, he said he believes 
“there is much room for improve- 
ment” in the factory-dealer agree- 
ments. Many dealers, he declared, 
don’t even know what the fran- 
chise provisions are, and he urged 
that each study the document, 

“The dealer should have more 
time before he signs the franchise,” 
he declared. “Sometimes he doesn’t 
even have time to read it, and sign- 
ing something you haven’t read is 
just bad business.” 


Commenting on the NADA high- 
way safety program, he noted that 
less than 15 percent of the nation’s 
high school students receive driver 
training. 


“This activity will be expanded by 
the NADA,” Wright promised. 
“Dealers are being urged to contact 
the superintendents of high schools 
and give them a program of co- 
operation such as furnishing an au- 
tomobile, properly equipped, which 
will be placed in service for teach- 
ing the students. 

“Many automobile factories are 
lending their support to this pro- 
gram and will see that the dealer 
receives an extra car for this pur- 
pose.” 

Wright reported that Ford has 
already promised to supply extra 
cars to dealers cooperating in the 
campaign in this manner. 

William L. Mallon, secretary of 
the New Jersey association and 
NADA director from the state, was 
commended in a resolution which 
urged him, for the sake of his 
health, to “spare himself in his 
state association activities and con- 
centrate his efforts insofar as his 
health will permit in the very im- 
portant national association activi- 
ties he is conducting in behalf of 
the dealers of New Jersey and the 
country.” 

Manufacturers were congratu- 
lated on the production of the hun- 
dred millionth motor _ vehicle. 
Copies of this resolution were sent 
to each manufacturer. 

Other convention speakers in- 
cluded Henry J. Taylor, radio com- 
mentator; Thomas R. Reid, vice- 
president in charge of human rela- 
tions for McCormick Co.; T. H. 
Johnson, secretary of Aetna Life 
Insurance Co.; Ray Chamberlain, 
NADA convention manager, and 
Neil G. Adair, editor of Motor 





magazine. 


Morrison Heads 


Aro Sales Setup 


BRYAN, O. — Appointment of 
Ralph W. Morrison as general sales 
manager of Aro Equipment Corp. 
is announced here 
by W. C. Leitch, 
vice-president and 
general manager 
of the corpora- 
tion. Morrison 
joined Aro in 1940 
as Detroit divi- 
sion manager. 

Other Aro ap- 
pointments re- 
ported by Leitch 
were: E. W. Iman 
as sales manager 
of the Lubricating 
Equipment division; E. L. Jackson 
as sales manager of the Industrial 
Tool division; M. J. Anderson as 
manager of the Fittings division, 
land G. S. King as advertising man- 
| ager. 


$150,000 Fire Destroys 


Florida Chevrolet Firm 

TALLAHASSEE, Fla.—Fire gut- 
ted the Alford Chevrolet Co.’s 
downtown showroom and garage 
building, causing damage estimated 
at $150,000. 

Three automobiles in the garage 
for repairs were lost. An official of 
the automotive firm estimated its 
loss at approximately $100,000. 
Frank D. Moor, part owner of the 
building, set its value at $50,000. 





R. W. Morrison 
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with Rural Dealers 
0, In a nationwide survey by R. L. Polk & Co. Automotive 
Dealers gave Country Gentleman @ 171% lead over 
the next magazine when voting for the farm magazine 


**most effective in helping sell rural customers.”’ 






kly maga 





leading w°° 


with Advertisers 


0. Automotive advertisers invest more advertising dollars 


a. A . ‘ : 
in Country Gentleman thanin any other farm magazine. 











NASH CONQUERS PEAK IN SHORT TIME—Driving a 1948 600 with the new 1949 Uniflo- 


Cannon Ball) Baker, ‘veteran auto racer, last week climbed to the 
N. H., in 16 minutes and, 15 seconds. This per- 


formance, in the hp. 600, required only 47!/; seconds more than fhe all-time record for 
the mountain, 15 minutes and 27% seconds, set by Baker last year in a stock (112 hp.) 
Nash Ambassador, the company states. The 6,288-foot Mount Washington auto road, where 


the final test was conducted, is known as the steepest mountain road in the United States. 
Its 12 percent average grade is nearly twice as steep as the 7!/, percent average grade 
of the road up Pike's Peak. The boulder-studded 8.2-mile run, consisting of torturous curves 
and grades as steep as 20 percent, was made in second and low gears. 


& Equipment Co. as Lake Wales 
Ridge Gets Cadillac (Fla.) dealer for Cadillac is an- 
Appointment of the Ridge Truck | nounced by Sam Laird. 


Jet carburetor, E. G. ( 
summit of precipitous Mount Washington, 






“... NEVER RECEIVED better 

service from any tire,”” says H. 

L. Smith, Unicori, Tenn. His 
B.F.G. tires have gone 30,593 miles, 
half of it over rocky roads. 


43,275 MILES on this B. F. 

Goodrich tire, reports. H. D. 

Anderson of Seattle, Wash. And 

over surfaces “ranging from . . . 

° desert roads to mountain trails.” 





, 3 


WRITES E. B. PALMER of Den- 
ver: “I drive... at compara- 
tively high speeds. This B. F 
Goodrich tire has been driven 36,664 
miles. It still has a good tread.” 





“THESE TIRES had gone 49,723 

miles when the picture was 

taken and I believe are good 

for another 10,000," writes P. U. 
Alexander, Goose Creek, Texas. 
7 
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\ 
WITH THE OPENING of 
the world’s finest rubber 
research center, you can 
look to B.F.G. now, more than ever, 
for the newest and best in tires. 


RIDING TESTS prove B.F.G. 
tires ride smoother than other 
regular tires. The stronger cord 

body, wider road-hugging tread, 

give you greater safety too. 


Let your B. F. Goodrich salesman tell you how 
you can profit by handling B. F. Goodrich tires! 


FOB FACTORY 
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Hydraulic Tappets Quiet 
Motors, But Up Costs 


(The opinions expressed herein are those of Columnist Allien and are not 
necessarily those of Automotive News.) 


By A. H. Allen 


1 ey ager OF HYDRAULIC tappets or valve lifters 
to the automobile engine is a fairly recent development 
and one which will be used more widely in the future as 
more automatic transmissions make their appearance. Hy- 


draulic control greatly min-?———— 


imizes engine noise arising 
from actuation of valves and 
thereby reduces what the engineers 
call “engine sensation” in driving 
a car with automatic transmission. 
The new Olds V-8 will have hy- 
draulic lifters and they are being 
incorporated in Buick engines in 
cars with Dynaflow transmission. 
The hydraulic tappet and push- 
rod assembly is a precision ma- 
chining job requiring almost watch- 
making accuracy and complete ex- 





sign actually is 
assembled under 
oil, the liquid be- 
ing treated chem- 
ically to prevent 
irritation of the 
hands of girl as- 
semblers. 
Obviously the 
use of hydraulic 
tappets will boost 
° the cost of build- 
ing an engine ap- 
preciably. How- 





A. H, Allen 


clusion of dust and dirt. One de-!ever, the added premium is con- 


Thats why users get move miles 
with BE Goodwch tires / 
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B. F.G. DEFIANCE 
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sidered well worth the price be- 
cause it contributes so much to 
engine quietness. 

* + 


Tax Lament 
AMES D. MOONEY, president of 
Willys-Overland, hits solidly at a 

major current problem in business 

when he says: “Industrial manage- 
ment is now faced with a tough 
dilemma, because of federal tax 
rates that are too damned high. 
A moderate recession will put you 
into extraordinary difficulties be- 
cause of high cash break-even 
points; a continuing boom will 
cause you painful headaches 
searching for cash in the form of 
bank loans to sustain your expand- 
ed volume.” 
* 


* * 


Dashboard Problems 


ECESSING of instruments on 

some of the newer passenger 
car models was required because 
of reflection at night off curved 
windshields which interferred with 
the driver’s vision. It was a case 
of a new style idea being dictated 
by necessity and not because 
someone thought it looked good 
that way. 

Maintenance of uniform curva- 
ture in windshield and rear win- 
dow glass has been a tough one 
for the glass manufacturers to 
lick, but reports indicate the prob- 
lem is not nearly as great as when 
curved panes first were introduced. 

On the question of instrument 
panels, it is interesting to note 
that Cadillac went back to the 
former type of dashboard mount- 
ing on its 1949 models, for the 
reason that daylight glare off the 
glass covering the airplane-type 
cluster used on 1948 models 
proved objectionable. 

It would still be interesting to 
see some manufacturer work out 
a grouping of essential instruments 
right in the center of the steering 
wheel on what used to be the 
horn button. Designer George 
Walker several years ago came up 
with sketches along this line, but 
engineers must have decided it 
was too tough. 

* * 


Steel Mill Trend? 


ISHER BODY’S establishment 

of a steel blanking plant at 
Ambridge, Pa., near the district’s 
sheet steel mills, is the first flower- 
ing of an idea which has been cir- 
culating through the master minds 
of automotive manufacturing for 
several years. 

They figured: Instead of ship- 
ping carloads and truckloads of 
steel coils and bundles to fabri- 
eating plants remote from mills 
and then having to ship the scrap 
from this material back to the 
mills, why not set up press 
plants near the mills which would 
“blank” out fenders, door panels 
and other large stampings which 
could then be shipped flat in 
stacks to the fabricating plants? 

The recent increases in freight 
rates, and the change by the steel 
industry to f.o.b. mill pricing, were 
the impulses which jarred the idea 
into reality, and it is logical to 
expect more blanking shops to be 
started up near steel mills. 

~ * + 


Small Business 


[x A NEW Committee for Eco- 
nomic Development research 
study, “Small Business: Its Place 
and Problems” (McGraw-Hill Book 
Co.), the author, A. H. D. Kaplan, 
sagely observes, “It is easy, of 
course, to grow too idyllic about 
small business, just as it is easy 
to shed unnecessary tears for it.” 

“The failures in small business 
ventures have not been so articu- 
late as the successes, and they 
have been much more numerous. 
The freedom of small business- 
men to run their own shows only 
to lose their savings or to sell 
out to the large competitors has 
in one sense meant the free- 
dom to widen the gap between 
losers and winners. 

“Even so, the right to enter the 
lists is widely cherished, although 
it may mean joining the ranks of 
the vanquished. How expensive a 
luxury that may be to the Ameri- 
can economy is an unanswered 
question.” 


Shepherdsville Motor 


Shepherdsville Motor Co., Shep- 
herdsville, Ky., has been organized 
and incorporated with capital stock 
of $25,000. Principals are Marvin E. 
Porter and E. A, and Mattie Gail- 
breath. 


. 
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“Sorry, Wrong Number” 


Repeats on “Suspense!” November 18 


HOLLYWOOD, CALIF.—On 
Thursday, November 18, Agnes 
Moorhead will repeat for the fifth 
time her original starring role in 


new line of Resistor Spark Plugs. 

“Sorry, Wrong Number” has 
been rated an outstanding exam- 
ple of radio writing and perform- 


ADVERTISEMENT 


the year 1945 voted Miss Moor- 
head the outstanding radio actress 
for her work in Miss Lucille 
Fletcher’s terror story. Reversing 
the usual procedure, this thrilling 
radio script was re-written and 
published in novel form. The 
Hollywood version, a Hal Wallis 
production starring Miss Barbara 


Lucille Fletcher’s memorable radio|ance by listeners and reviewers| Stanwyck, is now on the screen. 


classic, “Sorry, Wrong Number”.To|throughout the 


country. “Life”’|A further distinction came when 


be broadcast on “Suspense!” over|and “Time” magazines have cov-|the radio play was recorded for 
190 stations of the CBS and CBC | ered Miss Moorhead’s performance| the general public by Decca Rec- 
networks, the show will be sponsor-|in picture layouts. Southern Cali-|ords with Agnes Moorhead play- 
ed by Auto-Lite in behalf of their | fornia’s “Radio Life” magazine foriing the leading role. 





Snark plugs also look alike, but 


> AUTO-LITE @” SPARK PLUGS 


give you all these advantages | | 


T MAY be hard to pick the best spark plug 

from outside appearance just as it's difficult 
to choose the real Hedy Lamarr from the photo- 
graph above. But when you install a set of 
the sensational new Auto-Lite Resistor Spark 
Plugs you can tell the difference in your car. 

You'll experience immediately better 
gasoline economy, a smoother engine idle, 
suppressed spark plug radio interference, 
longer electrode life. No regular type spark 


Teronto, Ontario 





THE ELECTRIC AUTO-LITE COMPANY 


* Because of its low rate of electrode erosion, the new Auto-Lite Resistor Spark Plug permits wider initial gap settings and makes these advantages possible, 


Tune in the Auto-Lite Radio Show ‘‘Suspense,"’ Radio Adventure at its greatest. Thursdays 9:00 P.M., 


plug made will give you such performance. 

If you picked the girl at the right as the real 
Hedy Lamarr, star of United California's ‘Let's 
Live A Little” released by Eagle-Lion, score 
yourself 100%. Her “look-alike” at the left is 
Mrs. Desiree Weaver of New York City: You'll 
be 100% right, too, when you switch to the 
new Auto-Lite Resistor Spark Plug—the 
spark plug that gives you the finest in engine 
performance, the maximum in engine economy. 


Telede 1, Ohio 





bess 





The rest is radio history. Miss 
Moorhead, for whom the playlet 
was written, caused a full-scale 
listener sensation when she first 
went on the air with “Sorry, 
Wrong Number” during August of 
1943. Thousands of letters poured 
into CBS for repeat performances. 
To date, the actress has returned 
to the CBS “Suspense!” micro- 
phone four times to enact the tense 
story of invalided Mrs. Stevenson. 
The dates: August of 1943, No- 
vember of 1943, February of 1944 
and September of 1945. 


%& A SMOOTHER ENGINE IDLE 


WIDER SPARK GAP HELPS ELIMINATE 
OCCASIONAL MISSING. 


% IMPROVED GASOLINE ECONOMY 


PERMITS BURNING OF LEANER MIXTURES 


AND REDUCES MISFIRING. 


Ww INCREASED ELECTRODE LIFE 


UP TO 200% AND MORE. 


we IMPROVED RADIO RECEPTION 


REDUCES PLUG INTERFERENCE 
WITH RADIO, RADAR AND TELE- 
VISION WITHIN 35 MV/M FROM 
340 KC. TO 150 MC. AT 5O FT. 


Auto-Lite Spark Plugs—Patented U.S.A. 


E.S.T. on CBS 
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Featuring famous stars of stage 
and screen, the Auto-Lite “Sus- 
pense!” program is _ repeatedly 
ranked as one of the most widely 
listened to programs on the air. 
Guest stars to be featured in No- 
vember in addition to Miss Moor- 
head in “Sorry, Wrong Number” 
on November 18 are John Garfield 
in “Death Sentence” November 4, 
Ann Blyth and Edmund O’Brien 
in “Muddy Track” November 11 
and Margaret O’Brien in “The 
Screaming Woman” on Novem- 
ber 25. 





















Auto Use To Decline? 


Darlington Sounds Warning in Talks 
Before Indiana Dealer Parleys 
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INDIANAPOLIS.—Inadequate | NADA director, and Herman Schae- 


highways, 
space, unsafe old cars and bad driv- 
ing habits will cause an “inevitable” 
decline in the use of automobiles, 
according to M. R. Darlington of 
Washington, managing director of 
the Inter-Industry Highway Safety 
Committee. 

Darlington was one of the prin- 
cipal speakers at a series of five 
meetings held by the Automobile 
Dealers Assn. of Indiana at key 
points throughout the state. 

The meetings were held in co- 
operation with the Indiana Inter- 
Industry Highway Safety Commit- 
tee and were attended by nearly 600 
dealers, almost half of the state’s 
dealer population, ADAI officials 
said. 

Speakers who addressed the five 
meetings included, in addition to 
Darlington: Joseph E. O’Daniel, 
ADAI president; G. L. Schaus, 
chairman of the Indiana safety 
group; Frederick M. Sutter, Indiana 


insufficient parking | fer, ADAI executive secretary. 


William Brown, vice-president 
(South) ; Haywood M. Davis, vice- 
president (North), and William R. 
Krafft, secretary-treasurer of the 
ADAI, spoke on the part played 
by the association in improving 
public relations and called upon 
the members to solidify the or- 
ganization. 

Darlington urged dealers to pro- 
mote highway safety activities and 
covered in detail two methods 
which lend themselves particularly 
to dealer sponsorship. They are 
high school driver training and vol- 
untary inspection by dealers of all 
cars that come into their shops, 

O’Daniel urged dealers to fight 
diversion of motoring taxes and 
recommended that the members 
take active parts in civic affairs to 
enhance their standing in the com- 
munity. 

Sutter outlined NADA activities 

in the safety program and asked 





the cooperation of dealers in car- 
rying out the plan in their own 
communities. 

Schaefer explained the part of 
the local association in safety work 
and offered the continued support 
of the personnel of the ADAI in 
promoting this work. 

Chairmen of the meetings, which 
were held in the Indiana cities of 
Evansville, New Albany, Indianap- 
olis, LaPorte and Fort Wayne were, 
in that order: O’Daniel; Walter M. 
Coyle; Krafft; Marshall F. French, 
and Davis. 


One Crosley, Two K-F 


Dealers Join CATA 

CHICAGO.—Downtown Motor 
Sales (Crosley) and two Kaiser- 
Frazer dealers, Moline Auto Sales, 
Inc., and Perry & Sokolick Auto 
Sales, Inc., are announced by the 
Chicago Automobile Trade Assn. as 
the newest additions to member- 
ship, which is the largest in the 
history of the association. 





Thompkins Adds Space 
Thompkins Chevrolet Co., Blakely, 
Ga., has enlarged its service depart- 
ment. This firm is promoting “qual- 
ity service.” 
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THAT'S A LOT OF BRAKES—Twenty-five years of brake production in the Bendix Products 


division, Bendix Aviation 


Corp. plants at South Bend, were climaxed when Ray Boyer (left) 


delivered the 65-millionth automotive brake to George E. Stoll, general manager of the 


division. 


Bendix Records Progress 


On Silver Anniversary 


SOUTH BEND.—Started a quar-|then part of an old marsh, the 
ter of a century ago in a small| Bendix Products division of the 
building on the edge of what was| Bendix Aviation Corp. here has 


Antifreeze time points to 
winter grade oil! 


1. MAKE YOUR STATION “Winteriz- 
ing Headquarters” for the neighbor- 
hood with a complete radiator clean- 
ing and antifreeze service. 


check of the 


2, POINT UP service by suggesting 


hydrometer reading to tell present 
antifreeze protection. 


cooling system and 


3. THIS PROTECTIVE TYPE service 
makes sense to customers. . . 
automatically, you can suggest a 
change to winter grade oil. 


and, 


grown to where its plants now oc- 
cupy about 1,400,000 square feet of 
floor area. 

In the early 1920’s the automobile 
had made rapid strides in leaving 
the luxury class and had become an 
everyday necessity. Improvements 
had been made in body design, en- 
gine horsepower had been stepped 
up, but the brakes in use were still 
of the type requiring heavy pedal 
pressure and their braking action 
was unpredictable. 

Bendix then helped to bring the 
four-wheel-brake idea to Amer- 
ica. It improved the actuating 
mechanism and designed a brake 
that was to eventually find broad 
acceptance on the nation’s auto- 
mobiles, 

The principle of brake action in 
which momentum is utilized to re- 
duce pedal pressure in both me- 
chanical and hydraulic actuation, 
were Bendix projects which gave to 
the motoring public safe and effi- 
cient brakes. 

In 1912 the idea of vacuum power 
brakes for trucks was developed by 
Bragg-Kliesrath Co., and in 1931 
this company moved to South Bend 
to become a part of the Bendix 
organization. 

The first vacuum power brakes 
were of the piston and cylinder 
type, acting against the regular 
brake linkage. This method of 
applying the brakes utilizing the 
power of vacuum from the engine 
manifold was gradually improved 
and at the outbreak of World 
War II the first Hydrovac was 
introduced. 

This development, which com- 
bined all of the elements of the 
vacuum power brake into a vacuum- 
hydraulic, one-unit power braking 
system, was immediately adopted 
by military forces and all produc- 
tion was absorbed to meet military 
requirements. 

Postwar demands brought addi- 
tional refinements and now the Hy- 
drovac is manufactured as original 
or field installation equipment for 
commercial vehicles from the sta- 
tion wagon to the tandem axle 
freight liner. 

The first Stromberg aircraft car- 
buretors were introduced at the 





6. TO YOU — oil in cans means in- 
creased turnover .. . elimination of 
loss from breakage . . . a neater 
station all around. 


5, YOUR CUSTOMERS, old ones and 
new ones, trust oil in cans. It’s proof 
to them they’re getting the brand 
and grade of oil they asked for. 


outbreak of World War I and soon 
the majority of all airplanes in the 
United States were so equipped. 

A steady progression of im- 
| provements and new develop- 
ments has kept pace with the 
airplane and engine advances 
through the years. 

Many types of hydraulic and vac- 
uum power controls have been de- 
veloped, such as hydraulic power 
steering, automatic clutch controls, 
hydraulic throttle and clutch con- 
trols for rear-engine vehicles and 
two-speed axle controls. 

The Bendix organization believes 
it is unique in that research car- 
ried on in time of peace is invalu- 
able in time of war. The automo- 
tive products such as brakes, power 
brakes, carburetors and automatic 
controls make cars safer and easier 
to drive, taking away much of the 
physical work and relieving the 
mind of many distractions in driv- 
ing. 


4, HAVE PLENTY OF OIL in cans on 
display . . . ready for your winteriz- 
ing program. Have it near the drive- 
way where customers can see it. 
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QUICK, EASY WAY TO GIVE SERVICE 


1. Greet customer; take order 

2. Deliver gas; wipe rear window 
3. Clean windshield, passenger side 
4. Check oil and water 


5. Clean windshield, driver's side; 
collect 





CANNED OIL IS GRAND OIL FOR PROFITS 


Melody Motor Sales 


A business name has been filed 
in the Erie county clerk’s office for 
Melody Motor Sales, 2290 Bailey 
Ave., Buffalo, by Max Berk. 
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Base your sales approach in America’s 
3rd market on today’s facts and 
figures. Latest data shows that in. 
Philadelphia, THE INQUIRER is first 
in linage, first in productivity! 







IN FIRST 9 MONTHS OF 1948 
THE INQUIRER CARRIED 
23,370,000 LINES OF ADVERTISING ! 







This is the largest volume ever carried by 
a Philadelphia newspaper in a 9-month 
period and represents a gain of 3,660,000 
lines over 1947. 








THE INQuiRER’s lead over the second paper 
for this period—3,970,000 lines. 






* 
Both THE INQUIRER and the second newspaper publish seven days a 
week. All linage figures are seven day totals from Media Records. 
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NOW IN ITS 15TH CONSECUTIVE YEAR OF TOTAL ADVERTISING LEADERSHIP IN PHILADELPHIA 


Che Philadelphia Anguirer 


Exclusive Advertising Representatives 


T. W. LORD, Empire State Building, N.Y.C. ROBERT R. BECK, 20 North Wacker Drive, Chicago GEORGE S. DIX, Penobscot Building, Detroit 
Longacre 5-5232 Andover 3-6270 Cadillac 6005 


OME, PRE Ales a? 





West Coast Representatives: FITZPATRICK & CHAMBERLIN, 155 Montgomery St., San Francisco, Garfield 1-7946 * 448 S. Hill St., Los Angeles, Michigan 0578 
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Automotive Finance. . sor 


Car Sincks Exemplify 
Low Price-Net Ratio 


| shortage will be solved for many 

politicians but raises its ugly head 
for others, some analysts look 
for a sustained rise beyond 
Nov. 2. 

They grant that listed securities 
are subject to the technical grem- 
lins that so often confuse the lay- 
man with what to him are un- 


By George Deery 


Associate Editor | 


HE PERSISTENT rise cf the 

market for about a month, with 
two days of volume and gains that | 
were especially outstanding, is be- 
ing generally taken as a sign of 
a pre-election push upward, a 
change of opinion in that some 
spottiness in the economic picture 
ool be constructive and venewed ee ee eee in share 
realization that conditions do look P . - ‘ . 


favorable. RANTING that these technical 

While many observers are hold- sinking spells are a danger, 
ing their sights to a shorter term | probably a minor one, many of the| ever, that many _ representative 
outlook that goes only a little | analysts in this group stress that|stccks in an industry whose out- 
beyond the day when the housing | their recommendations are primar-! look is not clouded with uncertain- 


you 


ily for the investment rather than 
the speculative-minded. 


It might be pointed out, how- 









Here is streamlined 
beauty af its best! This 
Deluxe Twin Air Model 
with the new 11-segment 
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every heater, too! 













MADE BY E.A. 


Seamed ee ee 
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ACCESSORY FIELD 
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DEEP IN DIXIE—New home of Jolley Motors, Inc (Chrysler-Pi th. . 
S1., Savannah, Ga. A large, airy lounge, with comfortable seats for visitors, and offices on 
either side, divides the display room from the shop proper, the area of the entire main 
floor being 20,750 square feet. 





jouth-Reo), 122 E. Broad 


ty, can be included in the invest- 
ment bracket for some time to 
come. Factors that place so many 
issues in this category are the 
good returns on funds invested 
and, by historical standards, the 





NAME THE CAR... 


FURNISH THE 
RIGHT HEATER 


headquarters), you choose from a complete 
line of custom-built, easy-to-install heaters. 
You'll like E.A. big-dollar, top-performing 
value immediately . . . you'll like the high, 
wide and handsome profit that comes with 


f 


Whatever make or model car you sell, 

E.A. has the right heater for you. Buying from 

E.A. means being assured of the best possi- 

_. ~ ble service from the world’s largest inde- 

. pendent manufacturer of auto heaters. The 
heaters shown here are three leaders. 





E. A. LABORATORIES, Inc., Brooklyn 5, New York 


El Monte, California + Chicago, Illinois 


Made by E. A.—the leader since 1904 in the automotive accessory field. 


E. A. LABORATORIES, INC. 
Myrtle Ave. & Spencer St., Brooklyn 5. 


We are agents for ___ 
Name 


Gentlemen: We are interested in your proposition. Address 
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| low price-earnings ratio—now flir’- 


ing with the most deflated mark in 
about 20 years. 

In 1929 the ratio of price to 
earnings was 19.1 on the average 
price for common industrial is- 
sues. It dropped to 16.9 in 1937 
and between 15 and 16 times 
earnings in 1946. 

Automotive stocks provide a good 
example of what is going on in 
today’s comparisons of the price 
of a stock and what its estimated 
earnings are. Studebaker, selling at 
less than 30, may earn in the 
neighborhocd of $7 a share this 
year, according to some reports. 

+ * * 


£. THE prognosticators are cor- 
rect, there is also a wide dispar- 
ity between the ratio for General 
Motors and the old principle that 
a stock should sell 10 times earn- 
ings, much less the higher ratios 
noted above. Many quarters are 
predicting around $9 a share for 
GM this year. Other sources think 
Chrysler will make about $8 a 
share. 

Likewise, Nash joins the pro- 
cession. Its net profit for nine 
months was $3.57 a share. A cur- 
rent quotation for this and the 
above mentioned firms is shown 
in the Automotive News Auto 
Stocks Index on this page. 
According to the Dow theory, in- 

vestors will be watching for the 
Dow-Jones industrial average to 
break through 193.16 and the rail 
composite to better 64.95. 


Studebaker Net 
Hits $13,392,724 
For 9 Months 


Studebaker and its subsidiaries in 
the nine months ended Sept. 30 
earned a consolidated net income 
of $13,392,724 after all charges, in- 
cluding depreciation and provision 
for federal and Canadian income 
taxes, according to an interim re- 
port. 

This is equivalent to $5.68 a share 
on 2,355,465 shares of common stock 
outstanding. It compares with a 
net income for the nine months 
ended Sept. 30, 1947, of $5,152,043 
after all charges, or $2.18 a share. 

In the quarter ended Sept. 30, the 
company earned a consolidated net 
income of $5,266,170 after all 
charges, equivalent to $2.23 a share. 
This compares with a net income 
of $3,874,707, or $1.65 a share, for 
the quarter ended June 30. In the 
quarter ended Sept. 30, 1947, the 
company had a net income of $1,- 
564,065 after all charges, equivalent 
to 66 cents a share. 

Studebaker’s net sales in the first 
nine months totaled $278,098,505 as 
compared with $186,228,232 in the 
corresponding period of last year. 
Sales in the quarter ended Sept. 30 
totaled $93,923,753 as compared with 
$59,593,613 in the corresponding 
period of last year, and $92,503,975 


in the quarter ended June 30, 
* Ook * 


Broker Explains Withdrawal 


Of Playboy Stock Issue 


The reason for Playboy Motor, 
prospective auto newcomer, drop- 
ping its stock issue plans a week 
ago was that while $10,000,000 in 
stock had been subscribed for by 
various brokers, only $2,500,000 was 
actually sold. 

Walter Tellier, head of the un- 
derwriting company, said _ that 
when the call went out to subscrib- 
ers only about 25 percent re- 
sponded. 

Money received will be returned, 
for the agreement provided that 
no stock be delivered until the un- 
derwriters sold enough to bring 
net proceeds to Playboy to $8,- 
500,000. 

Playboy will now attempt a mod- 
ified production plan, it was stated 


AUTOMOTIVE NEWS offers to adver 
tisers a weekly audience of an estimated 
more than 100,000 cover-to-cover readers 





Auto Stocks 
Oct. 25 Oct. 18 





Chrysler .................... 61% 593% 
I acre cnsisnesosainne 10% 9% 
General Motors ...... 6454 62% 
) ee 11% 16% 
Kaiser-Frazer ..... . 10% 10% 
Nash-Kelvinator.... 1834 18 
Packard .................... 4% 4% 
Studebaker .............. 26% 24% 
Willys-Overland .... 9% 9% 

Average for — 

Nine Stocks ........ 24.88 


23.90 





eee 





n- 
he 


ri] 


ull 


1e 
or 
1e 
1e 
L- 
nt 


st 
AS 
1e 
r. 
30 


1s 
15 


v, 
D- 
‘k 
in 
y 
is 


n- 
at 
D- 
~ 


SEED: Aina eee 











Dealer Business Counsel 
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During Return of Buyer’s Market 


(The opinions expressed herein are those of Columnist Van Tassel and are not 
necessarily those of Automotive News.) 


By J. B. Van Tassell 

A SHORT TIME AGO some deal- 
f ers who handle new cars in the 
higher price bracket began to com- 
plain to me that customers were 
getting tougher to please every day. 
In fact, one such 
dealer told me he 
was finding it nec- 
essary to call as 
many as 10 or 15 
customers on his 
order list in order 
to sell a certain 
type body style or 
paint job. 

Only a month 
or so before, he 
hadn’t found it 
necessary to call 





4. B. Van Tassel 


hardly anybody. 

Now I’m beginning to hear a 
similar story from some dealers 
who handle low-priced cars. How- 
ever, their problem is Regulation 
W. It seems that many people in 
the low-priced bracket just can- 
not afford to make the one-third 
down payment and then maintain 
a minimum monthly payment of 
$70. 

As a result, some dealers in low- 
priced cars are having to call a few 
people before they find a customer 
who feels he is financially able to 
meet the requirement of Regula- 
tion W. 

* + ~ 

NOt LONG AGO I made a survey 

of operating expenses in various 
dealerships throughout the country. 
Some of these operating expense 
items had increased as much as 55 
percent over last year. In view of 
what appears to be a gradual return 
of the buyer’s market, it is more 
important now than ever before to 


stop increasing so-called fixed oper- | 


ating expense items. 

The most practical and effective 
way to do this is to begin budgeting 
all expenses. By all expenses I mean 
the small items of business as well 
as the large items. 

These expense items should be 


AUTO BOOKS 


That Should Be in 
Every Dealer’s Library 


These books should be in the library 
of every franchised dealer—available 
to his mechanics and salesmen—the 
knowledge they contain will be valu- 
able when the ‘‘chips are down’’ and 
real competition arrives. 


THE LAST BILLIONAIRE — HENRY 
FORD. By William C. Richards. ‘‘An in- 
formal portrait of an industrial genius who 
was also a most unpredictable human be- 
ing.’’ $3.75 postpaid. 


KNUDSEN, A BIOGRAPHY. By Norman 








Beasley. 397 pages, cloth bound. §3.75 
postpaid. 
AUTOMOTIVE MECHANICS. Wm. E 


Crouse. A comprehensive and basic course 
on the subject of fundamental automotive 
mechanics. Cloth binding. $4.50 postpaid. 


DEALER BUSINESS COUNSEL. Business 
guidance for automobile dealers. By J. B. 
Van Tassel, Dealer Business Consultant. 
Two books—Book No. 1, $2.00. Book No. | 
2, $3.00 postpaid. | 


DETROIT IS MY OWN HOME TOWN. | 
Malcolm Bingay. A story of Detroit and 
sidelight history of the fabulous motor 
car business. $3.75 postpaid. 

| 


FABULOUS HOOSIER. By Jane Fisher. | 
A story of Carl Fisher, early pioneer of | 
the automotive industry. $3 postpaid. | 


FASTEST ON EARTH. By Capt. George | 
Eyston. Complete history of every land | 
speed record from 1898 to the present. | 
Paper-bound, $2; cloth-bound, $3. 


FLOYD CLYMER’S MOTOR SCRAP- 
BOOKS. Order Edition No. 1, 2, 3 or 4 in 
paper cover, $1.50 each. Deluxe cloth- | 
bound, $2.50. Steam-car edition, $2 or | 
cloth-bound, $3 postpaid. | 


HENRY FORD—HIS LIFE, HIS WORK, 
HIS GENIUS. By Wm. A. Simonds. Re- | 
printed by Floyd Clymer. Deluxe edition, 
$4 postpaid. 


INDIANAPOLIS RACE HISTORY—1909 
TO 1946. 852 pages, 1,000 illustrations. | 
me edition, $5 postpaid. Paper bound, | 


MOTOR MEMORIES. A saga of whirling 
— by Eugene W. Lewis. $3.50 post- 
paid. 


FLOYD CLYMER’S INDEPENDENT TEST 
REPORT OF KAISER-FRAZER CARS. | 
Deluxe edition, $2.50 each. Paper-bound. 
$1.50 postpaid. 

FLOYD CLYMER’S INDEPENDENT TEST | 
REPORT OF POST-WAR STUDEBAKER | 
CARS, Deluxe edition, $2.50 each. Paper- 
bound, $1.50 postpaid. | 
FLOYD CLYMER’S INDEPENDENT TEST 
REPORT OF POST-WAR MERCURY | 
CARS. Deluxe edition, $2.50 each. Paper- | 
bound, $1.50 postpaid. 





| 
| 
| 
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| Concentrate on Controlling All Expense Items 


budgeted not as much in line with 
declining dollar sales volume as 
they should be budgeted according 
to declining gross profit margins, 
because in a gradual return of a 
buyer’s market, dealers will prob- 
ably sell all of the cars that the 
manufacturer can make for quite 
some time to come, but gross profit 
margins on the cars will have a 
tendency to decline as the market 
gets tighter. 

Therefore, if you are budgeting 
your expenses in line with dollar 
sales volume or with unit volume, 
you will in all probability come 
out on the short end. For exam- 
ple, a $100,000 sales volume pro- 
ducing a 25 percent gross profit 
margin makes it possible for a 
dealer to spend 15 percent or 60 
percent of this gross profit for ex- 
penses and still retain 40 percent 
or 10 percent for net profit. 

However, where this dollar vol- 








ume remains the same and the 
gross profit margin is reduced to 22 
percent of volume, then the dealer 
can only spend 12 percent for ex- 
penses in order to maintain his 10 
percent margin of net profit. In 
prewar days most dealers would 
budget expenses in line with dollar 
sales volume or unit sales volume 
and ignore completely the gross 
profits that these volumes produced. 
oe 7 *” 

— FIRST STEP in adjusting 
expenses downward, and espe- 
cially fixed operating expenses, is to 
stop the promiscuous increasing of 
these expenses which has been the 
practice for the past couple of 
years. The second step is to estab- 
lish a budget of expenses on a slid- 
ing scale basis so that the amounts 
of the individual items that go to 
make up these total expenses can be 
pre-determined in line with a down- 
ward trend of gross profit margins. 
The third step, and probably the 
most important of all, is the check- 
ing of the expense budget. I would 
suggest that every department man- 
ager be held accountable for the 
controlling and checking of the ex- 
pense budget in his respective de- 
partment in line with the gross 
profit margin produced, so that the 
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IN SUNNY CALIFORNIA—A public reception marked the opening of this building occu- 


pied by Jack Hanna Pontiac Co., of La Mesa. 


supplement in the local paper. 


department will maintain its net 
profit ratio. 

The overall expense budget 
should be controlled and checked 
weekly or monthly by both the 
auditor and the business manager. 

The prospects for the near future 
don’t look like an increase in new 
car and truck production, The used- 
car business is tightening up largely 
because of the credit restrictions of 
Regulation W and especially in the 
high-priced bracket, which has 


The occasion was observed with a four-page 





dropped off considerably in both 
prices and volume. Service and 
parts have not shown any recent 
increase. 

So if you want to maintain your 
present ratio of net profit, you had 
better start taking a more active 
interest in controlling all of the ex- 
pense items in the business. 

Any questions on business man- 
agement will be gladly answered 
by J. B. Van Tassel, care of Auto- 
MOTIVE News. 
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U.S.A., 


Los Angeles, 


parts. 


Joseph Lucas Ltd., 
and associated firms, the largest 
automotive Electrical 
nent and Fuel Injection Equip- 
ment manufacturers outside the 
have now established 
their own main spare parts sup- 
ply centres in New York and 
to support the 
sales of British cars and trucks 
in the U.S.A. These centres are 
to help you on all matters con- 
cerning Lucas and C.A.V. spare 





England, 


Compo- 


LUCAS ELECTRICAL SERVICES, INC. 


633 10th AVENUE, NEW YORK 19, N. Y. (Parent Company: JOSEPH LUCAS LTD., BIRMINGHAM, ENGLAND) 
West Coast Depot: 8163 MELROSE AVENUE, LOS ANGELES 46, CAL, 
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Florida Dealers 
Fear ‘Red Tape’ 
In Title Law 


MIAMI, Fla.—Following a meet- 
ing of the Miami Automobile Deal- 
ers Assn., the consensus of opinion 
among dealers here last week was 
that “too much red tape” is con- 
nected with the new title law that 
went into effect Oct. 1 in Florida. 

One dealer at the meeting com- 





plained: 


to take along a lawyer and a notary 
public, and then not be sure I can 
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“If I want to close a deal | 
with a farmer, it looks like I’ll have | 


get a valid title.” 


Such opinion persisted despite the | | 
fact that at the meeting State Rep. | 
William Lantaff spent two hours 
explaining the new law and regula- 


tions under it. 
The dealers reportedly consider teaching students to drive proper- 


the new law particularly stringent 
as it applies to the transfer of cars 
bearing licenses from non-title 


states. 





Training Fleet 


By Akron Dealers 


Ten New Cars Are Provided 


AKRON, O.—Ten new automo- 
| biles have been provided by the 
| Akron Automobile Dealers Assn. 
to Akron high schools to aid in 


ly. This year’s fleet will be double 
that provided last year when the 
program was revived. 


The 10 cars were given by Dave 


Towell, Inc.; Hoskins, Inc.; Taylor 
Pontiac Co.; Conn Pontiac, Inc.; 
City Chevrolet Co.; Folk Chevrolet 
Co.; Herbert Fowkes, Inc.; Kemp 
Bros. Motor Co.; Universal Motor, 
Inc., and Market Motors, Inc. 

The six-week training courses 
are planned for all high schools 
during the year. A staff of 10 men 
will supervise the driving classes. 
Four new instructors were added 
to this year’s staff. 

AUTOMOTIVE NEWS offers to adver- 


tisers a weekly audience of an estimated 
more than 100,000 cover-to-cover readers! 











N. J. Dealers Cautioned 


Against Repair Racket 


NEWARK, N. J.—Watch out fo 
the repairman who comes in an 
offers to repair hydraulic jacks, th 
New Jersey Automotive Trade Assn. 
warned its members last week. B: 
especially careful, it was added, i 
the man repairs one on the prem- 
ises and then asks if there are any 
others in need of service. 


Want ads in AUTOMOTIVE NEWS cos: 
little—get results. 


Passenger Car Registrations, 31 States for September, 1948-1947 
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| AUTOMOTIVE WASHINGTON 


Industry Readies Study 


‘On Pricing Practices 


By William Ullman 


Washington Correspondent 


— REACTION of American industry to the U. S. Su- 


| 


preme court’s decision in 


related holdings of the courts on the Federal Trade Com- 
mission, as revealed by an independent study, occupied the 
attention of a two-day session of the Senate Trade Policies 
committee’s industry advis-® ~——————————_ 


ory council last week. 
Dr. Melvin T. Copeland, 


chairman of the advisory group, 
said that the 47-member council, 
composed of businessmen, farmers, 
economists, and representatives of 
local chambers of commerce, 
sought to correlate results of a 
survey of basic industries affected 
by the decision involving pricing 
practices in which freight costs 
form an important factor. 


An enormous amount of data is 
being compiled, according to Dr. 
Copeland. The 
council later will 
submit recom-| 
mendations to the | 
Senate commit-| 
tee. This report | 
will be published | 
prior to the con- | 
clusion of public | 
hearings, sched- 
uled to begin} 
Nov. 9. 

Dr. Copeland 
said the study 








William Ullman 


covers four factors: The extent to 
which the pricing policies foster | 
and promote competition in indus- | 
try and advance the free enter- | 
prise American way of business | 


life; whether a beneficial decen- | 
tralization of industry is promoted | 
in the furtherance of national se- 
curity; the effect of such policies | 
on the consumer; and whether | 
shifts in population, materially af- | 
fecting the nation, may result from | 
such pricing policies. 

A long, bitter struggle seems 
likely before clarification can be 
obtained from Congress of the | 
future status of delivered prices, | 
the legality of which was made | 
questionable by the Supreme | 
court’s basing-point decision. 

Phe issue is: Shall all business 
be required to conform to f.o.b. | 
mill pricing? This is seen as the 
objective of the Federal Trade | 
Commission as a result of its price 
actions directed at the salt, corn 
products, steel conduit and omen | 
industries. 

Many opposing forces will be in | 
the thick of the fight ahead in | 
Congress. They will bring heavy | 
pressure upon the legislature as it | 
seeks to write rules under which | 
business can function fairly and| 


successfully. 
* * * 


Bitter Contest 


HE CONTEST will be a bitterly | 
fought one because the issues 
at stake are vital. They include: 

1. The future value of billions of 
dollars invested in railroads, fac- | 
tories and other facilities whose 
usefulness and value will be im- 
paired under an economy which 
requires f.o.b. pricing. 

2. Consumer prices. | 

8. Possible curtailment of the 
vast power over business now 
held by the Federal Trade Com- 
mission. 

4. The future physical pattern of 
American industry and its relation 
to national defense requirements. 

5. Creation of local monopolies. 

Congress showed its awareness of 
the situation by creating the Sen- | 
ate Trade Policy committee under 
Sen. Capehart, himself a manufac- | 
turer, to investigate the impact of | 
the court’s decision on the national | 
economy. 

This group, in turn, established 
the advisory council to work with | 
the committee in seeking a solu- 
tion of the problem. 

+ * * 


More Steel Due 


Peep Department of Gommerce 
reports that by the end of 1948 
he ingot capacity of steel will be 

in reased by over a million tons, 

and by the end of 1949 by another | 

million tons. By the end of 1949, 

the ‘lepartment adds, blast furnace 








the cement case, and other 





capacity will have been increased 
by over three million tons. 

David F. Austin, a vice-president 
of U. S. Steel Corp., has empha- 
sized the need to maintain or in- 
crease production to solve national 
security problems. 

He warns that the country’s 
entire economy may suffer by | 
demands of steel for the defense 
program. He points out that vol- 


steel production, and in the case 


of shapes and plates, 22 percent 
and 33 percent. 

“Within this area,” he says, “lies 
the possibility of a complete and 
undesirable revision of our peace- 
time economy. Whenever the num- 
ber and size of the programs neces- 
sitate cutting off a large number 
of consumers of a single product 
or require shutting down certain 
finishing units in order that semi- 
| finished steel may be used for more 
essential products, then we face 
a return to complete government 
control of both production and dis- 
tribution.” 

* ~ + 


Child Labor Bans 


T= Secretary of Labor has 
scheduled a public hearing Nov. 
9 to consider a new hazardous- 
occupations order under the child 
labor provisions of the Fair Labor 
Standards Act. The proposed order 
sets a minimum age of 18 years for 
certain occupations involved in the 
operation of cold - metal - working 
machines. 


Jobs to which the order would 


|apply include operating and help- 
|ing on certain specific machine tools 





untary allocations programs ac- 
count for nearly 10 percent of | 






Presenting... 


Ui: 


and on all forming, punching and 
shearing machines. 


The order 
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New 8-Foot Body 
for % Ton Trucks 


Heavy-Duty, High-Quality TRUCK BODIES 
AT AN AMAZING LOW PRICE 


Mid West proudly presents the Leader line of 8-ft. truck bodies, 
giving users many of the advantages of bigger truck bodies . . . at 
a fraction of their cost. Your initial investment in a Leader Truck 
Body is far less, yet you can carry more load under the most rugged 
conditions, because Leader truck bodies are built of quality materials 


ZEEE Bs 








... built to stand the gaff. 





ARMS OF THE LAW—Five new Pontiacs purchased by the Meriden, Conn., 


ment from Cheeney Bros. 


(Pontiac) of that city. 


police depart- 
Ralph Cheeney, owner of the dealership, 


is at the extreme left while manager George L. Hergott is at the extreme right. 





would apply only to cold-metal- 
working machines; it would not 
apply to machines used to work 


on hot metal. 
+ +. * 


Allocations Hit 


EADERS in important indus- 

4 tries maintain that American 
business can meet the needs of the 
rearmament program and the civil- 
ian economy far better under a sys- 
tem which allows freedom of ac- 
tion and initiative than under a 
system of rigid allocations. 

This was the outstanding de- 
velopment in a series of meetings 


way 


TRUCK BODIES BY MIDWEST yf 


and conferences conducted by 
Department of Commerce offi- 
cials with industrialists on vol- 
untary allocations and stockpil- 
ing programs. 

The effect was to check, tem- 
porarily at least, a tendency upon 
the part of some businessmen to 
seek expansion of the government 
allocations program. 


Miller Is Manager 
Freeman Miller has been named 
used-car manager for Davis Auto 
Co. (Pontiac), Fort Wayne, Ind. 







STAKE AND PLATFORM MODEL 


Forall-around commercial trucking. Racks 30° 
high all removable, held oes in stake pock- 

ets by high- tensile steel sta 

wide, 9714" long, giving full 80" x 92” inside 
dimensions. Platform available without racks. 


es. Platform 85%" 





TAKE A LOOK AT THESE 


SPECIFICATIONS: 


Leader Truck Bodies are available in an 8-ft. Fold-down model 
(high racks and tight-side section) for all-purpose farm use or as an 
8-ft. commercial stake and platform model. They are engineered to 
outlast several trucks, built to highest quality, yet priced with the 
lowest. Sold through established truck dealers everywhere. 


COMPANION LINE FOR THE GREAT MID WEST TRUCK BODIES 


Wire, Write or Phone for Literature and Name of Nearest Distributor 


Longitudinal sills adjustable to fit four 
different truck frame widths ... Kiln- 
dried hardwoods. weather-protected by 
paint. . . *High-tensile steel rub-rail, 
cross sills, and stakes .. . Extra payload 
capacity—80’ x 92” inside dimensions... 
Protected corner clearance lights (op- 
tional) .. . Sold through established truck 
dealers everywhere. 


*High Tensile—50% stronger, 4 times as resistant 
to rust. 





MID WEST BODY AND MANUFACTURING DIVISION 


ELECTROGRAPHIC CORPORATION * 


PARIS, 


ILLINOIS 
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Dealer 


Service Motor (K-F) Adds 
New Shop Equipment 


Service Motor Sales, Inc., Albany, | 


Ga., distributor of Kaiser-Frazer 
automobiles for Southwest Geor- 
gia, has been undergoing a repaint- | 
ing and redecorating program, and 
at the same time is increasing its 
service equipment. 

The new equipment, consisting 
of electric lift, an automatic drive- 
over wheel alignment gauge, and 
other items, was on hand for 
showing along with the initial dis- 
play of the new 1949 Kaiser and 
Frazer cars. Improvements have 
also been made in the parts de- 
partment. 

* * + 
Chicago Buick Dealer Opens 
New $500,000 Building 


Boulevard Buick Co. has just 
opened its new $500,000 sales and 
service building at 230 E. Cer- 
mak Rd., a block east from the 
heart of Chicago’s automobile 
row. The firm is headed by C. E. 





(Tea) Childers, formerly an ex- 
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Doings 


ecutive at Buick’s Chicago head- 
quarters. 

The modern structure with new 
complete equipment devotes ap- 
proximately 55,000 square feet of 
floor space to service activities. 
It has separate entrance and exit 
doors 18 feet wide and aisles of 
22% feet in width. A_ control 
tower is a further advantage, 
providing a definite decision on 
exactly when the car will be 
ready for delivery. 

* * 


* 


Carnival Opening 
Valley Motors Awards Car 


At Giveaway Fete 


Valley Motors (Oldsmobile), 2011 
E. Main St., Endicott, N. Y., opened 
its new building with a two-day 
carnival event, to which residents 
of the entire area were invited. 

Given away were a new car, ra- 
dios, turkeys, ducks, puppies and 
other prizes. Dancing was provided 








A WOMAN'S TOUCH IN L-M DEALERSHIP—The new Northwest Detroit building of Pierce 


Dunlavy, Inc. (Lincoln-Mercury). The active owner is Nina Dunlavy, widow of the founder, 


who died three years ago. The building, on busy Grand River Ave., has 10,750 .quare feet | 
of floor space and is of one-story brick construction. — 
about the automotive business when her husband died in 1945, 


she knew next to nothing 
Mrs. Dunlavy got Lincoln- 


Mercury's blessing to continue the franchise and construct a new sales and service head- 


quarters. She has two young sons, and is the only woman L-M dealer in the U. 


everyone, balloons and lollipops for | main entrance will be through the 


the children. 
* 


+ + 
Manhattan (Kans.) Dealer 
Building $50,000 Home 

Gotsche-Irvine Motor -Co., Man- 
hattan, Kans., has started con- 
struction of a new $50,000 sales 
and service garage. 


The building will be of concrete 
blocks and steel, faced with cut 


each evening and a radio broad-| stone and facing brick. The dis- 


cast was held from the building. 


| play room will be 50 by 25 feet and 


Free gifts were provided for' will feature an all-glass front. The 


Stability comes of many products... 





Bes 





Hogs are important to Ohio farmers—but they’re not 
everything! No, sir, in the Buckeye State, farmers 
believe in a variety of products. Thus, they avoid the 
ups and downs of asingle product . . . and have money 


coming in the year around. 


Now, that’s one reason for Ohio’s STABILITY... 
a stability incidentally that’s rarely 
“upper third’ farm states. Another reason for this 
stability is the proximity of Ohio farmers to their 


Golden Crescent Stability... 


“your best profit hedge in the farm market” jx@ 


No farm area of equal size and wealth can match the stability of 
The Golden Crescent. It has greater age... 
ters ...a larger variety of products. Served by MICHIGAN 

FARMER, THEOHIOFARMER,and PENNSYLVANIA Michigan 
FARMER, The Golden Crescent safeguards your profits through 
the ups and downs of the farm market. For further informa- 
tion, write 1013-G Rockwell Avenue, Cleveland 14, Ohio. x 






THE OHIO FARMER 


Cleveland 
PENNSYLVANIA 


found in other 


MICHIGAN FARMER 
East Lansing 
FARMER 


Harrisburg 


spend less money in selling—save money for buying! 
Then, there’s age—a mighty important indication 
of stability. And Ohio’s been a great farming market 
for more than one hundred years. 
OHIO FARMER has been bringing the latest farm 
news to farm families for all those many decades. 
Today, THE OHIO FARMER is still the favorite 


with two out of every three Ohio farm families. 


more market cen- 


markets. Because they’re only minutes away—they 


’ 


Indeed, THE 









display room of the Chrysler-Plym- 
outh dealership. 


Ford Firm in Phoenix 
Awarded Factory Plaque 


Read Mullan Motor Co. (Ford), 
| Phoenix, Ariz., has been awarded 
|the Ford Four Letter award. James 
A. King, assistant district manager 
of Ford, made the presentation to 
Read Mullan, president of the deal- 
ership. 

The award signifies that the 
dealer has fulfilled all the require- 
ments of an outstanding dealer, 
namely, sound financing, efficient 
management, competitive spirit 
and modern facilities. 

* ed oe 


Nash Dealer Award Given 
Wright in New Building 


Wright Motor Co. (Nash), St. 
Louis, has moved into its new 
streamlined building, containing 
almost 30,000 square feet of floor 
| space, and has been awarded the 
Nash 10-point select dealer 
award. 

Present when the plaque was 
awarded were Kingsley O. 
Wright, president of the dealer- 
ship; R. D. Bolt, St. Louis zone 
| manager; Ed Kammer jr., vice- 
president; Paul McKeown, Nash 
district manager, and Earl R. 
Limb, Nash regional manager. 

+ + + 


Ohio County Dealers Appoint 


Murray Secretary-Manager 


Leonard G. Murray has been 
|named secretary-manager of the 
Montgomery County Automobile 
Dealers Assn. The group’s head- 
| quarters are in Dayton, O. 

Murray succeeds Reeve Conover, 
who resigned to become sales 
| manager for P. A. and T. D. Pef- 
fley (Ford). Murray had been as- 
sociated with a finance company. 
| * Bs * 


Capital City Motors’ Team 


Wins Baseball Laurels 

The baseball team of the Capitol 
City Motors Co. (Ford), Spring- 
field, Ill., has won the playground 
and recreation commission senior 
league championship this year. 

Jack Eversole, manager of the 
firm, sponsored the team. 

* * az 


Three Auto Corporations 
| Register in Wisconsin 





|have been registered at the office 
|e the secretary of state at Madi- 
son, Wis. 

Nash-Beloit, Inc., Beloit, to deal 
}in cars, parts and service. Capital 
|stock of 800 shares at $100 per 
share par value has been author- 
|ized. Incorporators are: Richard 
| and Mary E. Goebel and Leland C. 
| Fisher. Minimum stock to be $59,- 
| 500. 
| West Side Motors, Inc., Sturgeon 
|Bay, to deal in cars and service. 
| Capital stock, 200 shares of com- 
|}mon at $100 per share par value; 
|minimum capital to be $5,000. In- 
|}corporators: Herman F. Krause, 
|John and William Feuerstein. 
| Baumgarten Motors, Inc., Mil- 
| waukee, to deal in cars, trucks and 
| other motor vehicles. Capital stock: 


|500 shares of common at no par | 


value. Incorporators: Henry C. 
Baumgartner, Sheldon Lazarus and 
| Mabel Letgo. Minimum capital to 


| be $500. 
* + + 
Shaver Motor Co. 
Shaver Motor Co., Statesville, | 


N. C., has been organized with capi- 

| tal stock of $100,000 to operate an 
automobile dealership. Principals 
lare Mrs. Margaret Shaver, J. R. 
‘Shaver and Mrs, Eulalia Shaver. 


: . | 
The following new corporations 









Woman Dealer 


Opens L-M Home 
In Motor City 


The only woman Lincoln-Mercury 
|dealer in the U.S. has opened a 
new sales and service building on 
Detroit’s busy 
Grand River Ave. 
Nina Dunlavy 
designed and su- 
pervised the con- 
struction of Pierce 
Dunlavy, Inc., a 
one-story brick 
structure of mod- 
ernistic styling. 
Mr. Dunlavy 
died three years 
ago, and Mrs. 
Dunlavy was al- 
lowed to maintain the franchise 
although at that time she knew lit- 
| tle about the automotive business. 
Mrs. Dunlavy explains that she 
has carried on the business so that 
her two young sons can step into 
it when their education is finished. 
Besides taking an active part in 
the dealership, Mrs. Dunlavy spon- 
sors a bowling league at the Lin- 
coln-Mercury plant. A Dunlavy- 
sponsored baseball team in the 
American Legion league this year 
won a district championship. 
| The 32 Dunlavy employes are 
treated to an annual picnic and 
|Christmas party, as well as “get- 
| acquainted” dinners held at regular 


intervals. 


| Department heads include Wil- 
|liam M. Weber, manager; Thomas 
| MacQueen, sales manager; Wesley 
Muir, parts manager; Pierce Reich- 
|ard, service manager, and Don 
| Hands, used-car manager. 

Pierce Dunlavy, Inc., maintains 
two other buildings near its main 
plant, one for the bump shop and 
the other for used cars. 

* ° ? 


McRorie-Sautter (Buick ) 
Buys Building in Utica, N.Y. 


McRorie-Sautter Motor Car Co. 
(Buick), 614 Cornelia, Utica, N. Y., 
| announced the purchase of Mill No. 
|2 from Utica & Mohawk Cotton 
| Mills, Inc., at a reported price of 
oe 
| 












Nina Dunlavy 





A lot was also included in the 
purchase of the five-story building 
which has a 247-foot frontage on 
State St. and about 78 feet on Co- 
lumbia St. Extensive alterations are 
planned, including the entire re- 
modeling of the basement and the 
first floor into a modern showroom, 
salesroom, office and repair shop. 

* * + 


New Building in Cleveland 


For Heile (Dodge-Plymouth ) 
A new Dodge-Plymouth dealer- 
ship has been established in the 
Greater Cleveland area, accord- 
ing to J. P. Heile, president. 
Ground for the new structure 
has been broken with the build- 
ing expected to be completed by 
January, Heile said. 
* * + 


Hammes Completes Addition 


To South Bend Facilities 

Romy Hammes Co. (Ford), 227 N. 
Lafayette Blvd., South Bend, has 
erected a 50 by 70 foot structure as 
an addition to its former quarters. 

The improvement is said to repre- 
sent an outlay of more than $100,- 
000. It provides the firm with an 
additional 8,500 feet of floor space 
and $10,000 worth of new equip- 
ment. 
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Tests show that lost motorists, 
like lost pedestrians, travel in a 
spiral path while trying to go 
straight ahead. 
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Kansas Dealers Push 


Drive for Safety 


.7* NO SECRET that Kansas | Paul Meister, A. R. Bell, Dick Price | 


grows great crops. Neither is it 
a secret that the state, under the 
aggressive leadership of auto deal- 
ers and newspapers, is out to dras- 
tically cut output on one crop—auto 
accidents. 

Efforts of Kansas Motor Car 
Dealers Assn. is a down-to-earth 
working example of good citizen- 
ship and, no less, good business. 

In the publicity sendoff, Wich- 
ita’s first “Safety Holiday” parade 
sponsored by the Wichita Beacon, 
in the hope that the idea will 
spread to other communities 
throughout the nation, the dealers 
were active. 

Kansas dealers, through the Inter- 
Industry Highway Safety Commit- 
tee headed by John H. Butts of 
Butts Buick, Inc., Wichita, is get- 
ting down to brass tacks on definite 
safety measures now that the 
glamor of the floats and bands has 
faded. 

+ + * 
y=. THE dealers are carrying 
on the programs suggested by 


the Inter-Industry group, they also | 


plan to cooperate with all other 


safety groups, according to Roscoe | 


Hambric, secretary-manager of 
KMCDA. 

“Chairman Butts and members of 
his committee are going to take an 
active part in assisting 58 local 
safety councils now organized in 
that state,” Hambric stated, “and 
by the end of 1949 we hope to have 
100 active local safety councils 
operating.” 

The first meeting of the Inter- 


Industry committee for Kansas | 


was held about a month ago. 
Butts, appointed by M. S. Winter, 
president of KMCDA, named the 
following dealers to his commit- 
tee: 

R. T. Hereford, “Doc” Kennedy. 
F. F. Swinson. Bryan Packard, Cecil 
Doll, Joe M. O’F fill, Philip D. Fearl, 
Paul Seifert, Paul F. Swartz, A. J. 
Michael, Ray Stuber, Ralph Perry, 





Pedestrians Named 
Safety Theme 


For November 


Pedestrian safety will be the 
theme of “Operation Safety” in No- 
vember, according to the Inter- 
Industry Highway Safety Commit- 
tee. In emphasizing this program, 
the committee points out that one- 
third of the victims of fatal traffic 
accidents in 1947 were pedestrians. 

It urges dealers to help keep 
pedestrians alive in your states and 
communities by cooperating in the 
November program. 

Program kits available from the 
committee’s headquarters, 1026 17th 
St., N.W., Washington. contain sug- 
gested newspaper releases, radio 
scripts, spot announcements, post- 
ers, outdoor advertising suggestions, 
sponsored newspaper advertising 
mat proofs and suggested leaflet 
carrying the message, “Head Up— 


Don’t Be Struck Down!” 
+ * oe 


Thermoid Dealers 
Boost Safety 


Thermoid Co., Trenton, N. J., is 
alerting its dealers to the need of 


supporting the safety movement | 


and at the same time providing 
them with a safety bulletin for 
posting on windows. The bulletin is 
the center spread of the current is- 


sue of the firm’s “Thermoid News,” | 
which is sent to dealers, distribu- | 


tors and jobbers. Its theme is 
“Operation Safety,” a warning to 
motorists about school children. 
“The response from this particu- 
lar piece of promotion was vigorous 
and found a ready acceptance from 
our dealers,” according to Ray T. 
Bailey, publications director. 





Wauthier Motors Expands 


Wauthier Motors is erecting an 
addition to its premises on Argyle 
St., Port Alberni, B.C. The new unit 
will be 66 by 125 feet and there will 
be a two-story section including 
showroom and stockroom facilities. 
The building will cost approximate- 
y $25 000. 











and S. G. Becraft. 


* * * 


oo EDITORIAL support of both 

the Wichita Eagle and the Bea- 
con has been outstanding in the 
drives to make the city more 
safety conscious. This is true of 
other papers throughout the state, 
whose combined efforts have, no 
doubt, had a substantial effect in 
the state’s high rating in the safety 
cause, 

It is significant that one of the 
first moves of the Inter-Industry 
committee was to arrange for con- 
tacts with the newspapers. 

The Beacon’s thoughts in its edi- 
torial column on how, why and 
what happens when Kansans 
knuckle down to keep the injury 
and death toll from going up are 
as follows: 

“The Wichita and Kansas year- 





round traffic safety movement, 
launched with a mammoth parade 
and ‘Safety Holiday’ observance in 
this city Thursday, will have major 
support from the newly-organized 
Kansas Inter-Industry Highway 
Safety Council. 

“The Wichita Beacon, as the 
originator and one of the chief 
planners of the ‘Safety Holiday’ 
observance, heartily welcomes this 
new enlistee into the statewide 
cause of live-saving on city 
streets and public highways in 
this state. No Kansas crusade 
ever had a more worthy or hu- 
manitarian purpose. 

“A basic purpose of the Beacon 
in originating the Wichita traffic 
safety holiday and parade is to start 
a movement nationwide to make 
the observance of a safety holiday 
a part of every observance of a 
legal holiday in the United States. 


* * * 


‘ET A SAFETY holiday can be 
combined with and made a part 
of every other holiday that is ob- 
served each year, it will become the 
greatest life-saving movement that 
could be initiated. 

“The objective of the traffic 
safety campaign in this state will 
include the national safety pro- 
gram of the National Safety 
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Dealer Sees Life in Name Plate 
What's in a name? Plenty, believes Philip A. Ostrow, Providence 


(R. I.) Nash dealer, who has hit 


upon what he hopes may provide 


an answer to the nation’s soaring traffic fatality record. To every 
car he would attach name plates—an idea he dreamed up while 
running his three-ring business, which includes a five-story dealer- 


ship, a driving school and a car 


rental service. 


With his name attached to his car, the driver could no longer 


hide within the anonymity of his 


car. He would again become an 


individual. His name imprinted on his car would restore to him 


that pride that makes him observe the usual courtesies. Just as he 
would not countenance, in his everyday contacts, the possibility of 
being recognized as an ill-bred fellow, so he would not invoke the 


disfavor of other drivers. 


In addition to his business interests, Ostrow is an active partici- 
pant in community affairs. Widely recognized as an authority on 


traffic and parking problems, he 


is a member of the civic traffic 


and planning committee of the Providence chamber of commerce, 
and a few weeks ago was elected chairman of the Rhode Island 


Highway Users Conference, 


Council, which .was set up with 
suggestions from President Tru- 
man and the national administra- 
tion at Washington. 

“The October program, as pre- 
pared by the Kansas Inter-Industry 
Highway Safety Council, has for its 
slogan ‘Night Driving — Look Out 
When It Is Dark.’ 

“A majority of serious and deadly 
traffic accidents occur during the | 
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More Economical. 


FEATURES 


FULLY AUTOMATIC TEST OF THE FOLLOWING MAY BE 
INCORPORATED WITHIN THE TEST STAND 


Lubrication System 
(a) Oil pressure 


Cooling System 
(a) Water circulation 


Fuel System 
(a) Fuel pump 
(c) Gasoline consumption 


Electrical System 
(a) Ignition timing 
(c) 
(d) 
5. Vibration 

(a) Excessive vibration 


Speed 
(a) 
7. Engine Horsepower 


(a) 
(b) 


(b) 


(a) 


Failure to pass any of the above tests will automatically reject 
the engine and indicate trouble to the inspector. Provisions have 
been made for the setting up of reject limits on all of the above 
tests in accordance with the customer's specifications. 


(b) Water temperature 


(b) Manifold vacuum 
(d) Carburetion 


Distributor point dwell 
Generator output voltage and current 
Starter automatically tested when starting engine on test stand 


Speed automatically controlled and indicated by instruments 


Engine HP tested at one-half and full load 
Low power automatically indicated 


Half and Full Load Conditions Indicated by RPM and HP Meters 
Half load run for ten (10) minutes or as specified for break in 
period. All above tests are made during this run. 

(b) Full load run for time period as desired. 


(b) Oil temperature 








hours of darkness. Caution about 
after-dark motoring is especially 
timely as the shorter daylight hours 
come with fall and winter months. 

“An endeavor will be made to 
educate the public in safety, estab- 
lish and popularize safety rules and 
reduce the accidental death list that 
is growing rapidly with street and 
highway congestion.” 

—-Grorce Drery 








The Weltronic Company now presents equipment known as “Dynamic” Test Stands for 


fully automatic electronic producticn inspection of internal combustion type engines. 


The Dynamic Test Stand is a completely automatic device for production inspection of 


automotive, marine, and Diesel type engines. All the tests and functions listed under 
“Features” may be designed into the equipment with full electronic automatic reject 
features. Failure of the engine to pass any test will cause the machine to stop the engine 


and indicator panel will show the inspector the reason for reject. 


The element of human error is removed from the complex job of the testing of internal 
combustion engines. This electronically controlled and fully automatic “Dynamic” Test Stand 
will show engine performance under load b8fore the engine is put into actual final 


service. Indicator bulbs will show that fuel, oil and water systems are working properly 
and ignition circuits in proper adjustment. 
The complete engine test stand contains the electronic timing equipment with an easily 


read instrument panel measuring three (3) feet by four (4) feet, induction generator, 
mounting for the engine under test, and necessary paneling and piping. The test stand 


shown above has the following overall dimensions:—10% feet long, 32 feet wide, and 


7 feet high. 
These dimensions can be altered to meet your requirements. 

The electronic sequencing controls are contained in easily accessible panels featuring 
standard Weltronic “Plug-in, Swing-out” construction. Small circuit parts are placed on the 
swinging panels with screw: fastenings and part number markings for ease in servicing. 
Replacement panels may be carried in stock to be readily inserted in case of failure, so 
down time is minimized. 
The cost of these units is considerably lower in price than the standard type of laboratory 
dynamometer. The cost of these units is no more and in some cases actually less than 
the “Water Brake System” in use in many engine plants. 


Complete safety for engine and test stand is provided by immediate stopping of the 
engine should it be abnormal in any function which might cause damage. Reject lights 
will indicate trouble to the inspector and the sequence timer will automatically lock out 
further operations of the Test Stand until inspector has checked engine and reset timer 
for the next test. In addition, when the induction generator driven by the test engine 
reaches proper speed, the Weltronic Speed Synchronization Control will cause generator 
line contactor to close and connect generator to the supply line of the power source. 


A battery of 62 test stands is now in use by one of the Big Four motor car 
manufacturers and installations of the new model are planned by others 
in the internal combustion engine field. 





This view shows electronic tim- 
ing equipment which controls the 
sequence of fest cycle. 


WELTRONIC CO. 


ENGINEERING SERVICE AVAILABLE 


WELTRONIC ENGINEERS WILL WORK WITH YOUR ENGINEERING DEPARTMENT IN SOLVING 
PRODUCTION LINE PROBLEMS. OUR ENGINEERS WILL SUPPLY ANY NECESSARY INFORMATION. 


19500 W.E 


Front view of control panel show- 
ing easy-to-read instruments and 
indicator lights. 


IGHT MILE RD. 


DETROIT 19, MICHIGAN 








CHEVROLET GRADUATION—Sponsor dealers from all parts of the country w 
for the commencement exercises of the 22nd class of the Chevrolet Post-Gr 
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§ 


were on hand 
aduate School 


of Modern Merchandising and ony aT Left to a are class officers and sponsors: 


William E. Hanson, class secreta 
Detroit; Earl H. Petherbridge an 
Chevrolet, Byron, N. Y.; Michael J. 5 
Chevrolet, St. Louis. aa was Ben 
Antonio. 


T. Hoover and 

ce T. Petherbridge, class treasurer 
ere, class presi ent, and George Bilgére of Bilgere 
. Points, vice-president, of Ormsby 


T. Hanson of Hanson Chevrolet, 
of Petherbridge 


hevrolet, San 


Buick Shifts Managers 


At Two Retail Stores 


FLINT, Mich.—W. F. Hufstader, 
Buick general sales manager, last 
week announced the appointment 
of new managers for the division’s 
retail stores here and in Detroit. 

William A. Sehy was named 
manager of Buick’s Detroit store 


at 6164 Cass Ave., succeeding H. A. 


One of 


in Superior 


Bonelli. Named to manage the 
Flint store was Glenn D. Wilson, 
succeeding Sehy in that post. Sehy 
joined Buick at the Detroit store 
in 1935 as an office manager, while 
Wilson has been connected with 
the Flint operation since 1945. 


AUTOMOTIVE NEWS offers a weekly 
audience of an estimated more than 100,000 
cover-to-cover readers! Want to buy or 
sell something? Try AUTOMOTIVE NEWS 
WANT ADS! 


Automotive 


Lawsuits Affecting Dealers . 
Court Decisions 


By Leo T. Parker 


Attorney at Law 


— higher courts consis- 

tently hold that municipal offi- 
cials may refuse to issue a permit 
to operate an automobile repair 
shop in a congested section, or a 
residential zone. 

In Krilov v. Board of Adjust- 
ment, 57 Atl. (2d) 659, one Krilov 
applied for a permit to open an 
automobile repair shop. Owners 
of nearby homes filed complaints 
on the grounds that operation of 
the repair shop was undesirable. 
Krilov filed suit proving that the 

shop would not cause undesirable 
noises since he did not intend to do 
body or fender work. However, since 
the neighborhood was heavily con- 
gested with parked automobiles and 
moving traffic the higher court re- 
fusea to authorize issuance of the 
permit. The higher court said: 
“The general rule is that the deci- 
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| sion of the adjustment board is pre- 
| sumubly correct.” 
* * + 
| Damages for Breach 
T IS TRUE, of course, that one 
who breaches a valid contract is 
liable to the other contracting party 
for damages equal to the profit the 
latter would have earned had the 
contract not been breached. 

For example, in Springer v. 
O’Brien, 190 Pac. (2) 341, the testi- 
mony showed facts as follows: A 
manufacturer appointed one Spring- 
er as sole distributor of its products 
for the term of two years. As con- 
sideration for the exclusive fran- 
chise Springer agreed to pay the 
manufacturer $4,000 upon execution 
of the contract. 

The contract set forth prices for 
the accessories and many details for 
its performance. Springer imme- 
diately upon signing of the contract 
undertook to sell the accessories, 
established a warehouse, traveled 
throughout the territory, engaged 
local dealers, solicited and obtained 


orders, but the manufacturer re- 
fused to furnish or ship the acces- 
sories ordered out by Springer. 
Then Springer sued the manufac- 
turer for $20,000 damages. The 
lower court held in favor of Sprin 
ger and the higher court approve 


the verdict. 
> J om 


Primary Cup Defective 


CCORDING to a recent higher 

court proof that defective brakes 
on an automobile caused an injury 
entitled the person to damages from 
the automobile owner. 

For example, in Hertz v. Mc- 
Dowell Tire Co., 2038 S.W. (2d) 
500, the testimony in a damage 
suit showed that a truck owned 
by the McDowell Tire Co. struck 
and killed a pedestrian while 
crossing a street in the pedestrian 
path. 

The jury decided that the truck 
was so carelessly and negligently 
operated as to cause it to strike the 
pedestrian, and allowed his depend- 
ents $7,000 damages, because the 
testimony showed that the primary 
cup of a master cylinder was in 
such condition that it would not 
operate the hydraulic brakes. This 
court said: 

“The mechanic testified that the 
brakes would not operate with the 
primary cup in such condition.” 


Schedule Set 
For Dodge Show 
In New York 


NEW YORK.—In order to ac- 
commodate the large out-of-town 
attendance expected for the Dodge 
truck and equipment show, special 
| days have been designated for va- 
|rious dealer territories in the vi- 
cinity. 
| The show is scheduled for Madi- 
'son Square Garden, Nov. 18-21, 
sponsored by the Metropolitan New 

| York Dodge Dealers, Inc. 
It is the first time that a show 
| of this sort has been planned for 
\the Garden for the public, and 
there will be no charge for ad- 
| mission. Invitations are being sent 
|to business executives, municipal 
| department officials, fleet managers 
}and individual truck owners. 

Thursday, Nov. 18 (opening at 2 
| p.m.), is designated as New York 
|day; Friday, New Jersey day, and 
Saturday, Connecticut and Penn- 
sylvania day. The hours will be 
2 to 11 p.m. daily excepting Sun- 
day, when the show will open at 
1 p.m. and close at 6. 

There will be more than 100 ex- 
frseens of 1949 model chassis and 
special bodies, equipment and ac- 
| cessories. 


Austin U.S. Post 
Given Dudley 


NEW YORK.—Joseph Dudley has 
been named vice-president of Aus- 
tin Motor Co., Ltd., (England), in 

«7: charge of Ameri- 
can sales of Aus- 
tin automobiles. 
He will direct the 
company’s opera- 
tions in this coun- 
try from his New 
York headquar- 
ters at 250 W. 
57th St. 

Dudley has been 
associated with 
Austin since 1918, 
spending practi- 
cally his entire time in the export 
division. He was also instrumental 
in the establishment of the com- 
pany’s postwar organization that 
now sells 1,000 cars a month in the 
U. S. Dudley succeeds Leslie B. 
| Hooley, who has been assigned to 
| the Near East and Turkey. 


Joseph Dudley 


3s Give 
Fi ive Cars to Schools 


SOUTH BEND.—Four public high 
| schools in South Bend and one in 
| Mishawaka have been presented by 
|the new-car dealers of St. Joseph 
| county with five driver-training au- 
tomobiles for use in the regular 
| school program. The cars are spe- 
cially designed for the training 
courses. 


Dantzler Buys Site 


E. R. Dantzler, Dantzler Motor 
Co., Winter Haven, Fla., has pur- 
| chased a building site on Third St 
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Spitzer, Shepard Named 


Plaskon Sales Heads 


Horton Spitzer, who has been 
active in the development of the 
Plaskon division of Libbey-Owens- 
Ford Glass Co. from the beginning 
of that organization, has been 
named director of its sales. At the 
same time it was announced that 
Whiting N. Shepard, also active in 
the field since joining the organ- 
ization 16 years ago, has been 
named general sales manager. 

Spitzer, it was said, continues to 
have sales as his major responsi- 
bility but will give emphasis to 
long-range planning and policy in 
the expanding markets for plastics. 
In his new post, Shepard will have 
responsibility for all direct sales 
operations, with product sales man- 
agers and field forces throughout 
the country reporting to him. 

* * * 


Reynolds Division Ups Yager 
To Head Detroit Sales Office 


Appointment of L. D. Yager as 
division manager of its Detroit 
sales office, Aluminum division 
and industry manager, Automo- 
tive division, Reynolds Metals 
Co., is announced by David P. 
Reynolds, vice-president. 

A native of Louisville, he at- 
tended the University of Louis- 
ville. Yager came to Reynolds 
from the college 20 years ago as 
a machine operator, a job he 
held three years. During his time 
with Reynolds he served succes- 
sively in increasingly important 
capacities. For three years he 
worked at time study. Then he 
became industrial manager of the 
Foil division. For the last three 
years he was product manager of 
the Sheet division. 

* * * 


Lincoln Discount Names Pell 


Executive Vice-President 


J. A. Frost, president of Lincoln 
Discount Corp. of New York, an- 
nounces that Arthur R. Pell has 
been appointed executive  vice- 
president of the company. 

Pell was formerly director of in- 
dustrial relations for the Eagle 
Electric Co. of Long Island City. 
Frost said that Pell would be ap- 
pointed an officer of the Frost Mo- 
tor Co., Atlanta; Williams & Co.; 
the Lincoln Discount Corp.; Na- 
tional Transfer Co., Inc., and Na- 
tional U-Drive Co. 


* * * 


Decorated 
K-F Manager Awarded 


Army Commendation 


E. J. H. Newmeyer, eastern di- 
visional manager of the Kaiser- 
Frazer Dealer Business Manage- 
ment department, has been dec- 
orated for service as a U. S. mili- 
tary governor in Germany. 

He was awarded an Army com- 
mendation for meritorious achieve- 
ment for his performance in the 
military government post during 
1945 and 1946 in Landkreis Bad 
Aibling, Bavaria. 

Presentation was made by Lt. 
Col. George P. Nichols, represent- 
ing the commanding general of the 
Second army, in a formal ceremony 
at Western Pennsylvania Military 


District headquarters in Pitts- 

burgh. 
* x * | 

Styron Appointed to Manage 


Thermoid Replacement Sales 


Arthur Styron, former Southern 
division manager of Thermoid Co., 
has been appointed manager of its 
replacement sales division, Presi- 
dent Fred E. Schluter announces. 

He succeeds Fred Beecher, who 
retired after 25 years of service 
with Thermoid. Styron has been 
with Thermoid 21 years. He started 
as a salesman, became a district 
manager in 1931 and Southern di- 
vision manager in 1943. 

+ * * 


Orewiler Heads Cadillac 
In Birmingham, Mich. 

Don E. Ahrens, general sales 
manager of Cadillac, announces 
appointment of Paul E. Orewiler as 
manager of Cadillac’s Birmingham 
(Mich.) branch. Orewiler succeeds 
Milton F. Coulson, resigned. 

Orewiler, until his promotion, 
had been wholesale manager of 
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Cadillac’s Detroit branch. During 
the war years he served as expedi- 
ter for war materials for the Cad- 
illac purchasing department in the 
East. 


Rowe Resigns From Posts 
With Boosters and Thompson 


T. A. (Tom) Rowe, international 
first vice-president of the Automo- 
tive Booster club and Southwestern 
divisional sales manager for Thomp- 
son Products, Inc., has resigned 
both those posts for health reasons. 

Rowe is now associated with Tuc- 
son (Ariz.) Auto Parts & Equip- 


ment Co. 
* * * 


Mutchison Heads Sales 


At Sterling Tool 


D. A. Hutchison has been 
named general sales manager of 
Sterling Tool Products Co., man- 
ufacturer of portable sanding ma- 
chines, it is announced by S. A. 
Crosby, president. 

Hutchison, formerly 
sales manager, succeeds J. 


assistant 
A. 





Proven, who resigned. It was also 
announced that H. P. Gangwer, 
comptroller, has been named 
vice-president of the company. 

* + + 


L-M Ups Donovan 


Appointment of Vince M. Donovan 
as parts and accessories manager 
for the Lincoln-Mercury Cleveland 
district is announced by L, R. (Bob) 
Coxe, district manager. He replaces 
W. C. Ingraham, who resigned to 
enter private business. Donovan 
joined Ford Motor Co. in 1932 and 


served as a mechanic. 
> * * 


Lerch Appointed 


J. F. Ray, director of sales for 
General Controls, announces the 
appointment of B. L. Lerch as fac- 
tory branch manager of the firm’s 
St. Louis office. 


* * 


Airline Names Smith 


Capital Airlines has announced 
the appointment of Kenneth C. 
Smith as district sales manager of 
its Detroit office. 

* o + 


McLucas on Bendix Board 

The election of Walter S. Mc- 
Lucas to the board of directors of 
Bendix Aviation Corp. is announced 
by Malcolm P. Ferguson, president. 





FIRESTONE OFFICIALS ARE GUESTS OF VANCE—H. S. Vance, chairman and president of 
Studebaker, was host to top executives of Firestone Tire & Rubber when they visited South 
Bend for a private showing of a Firestone color motion-picture film, “Liberia—Africa's Only 


Republic.'' Shown with Vance in his office are seated, left to right, Harvey S. Firestone jr., 
chairman; P. O. Peterson, Studebaker vice-president in charge of manufacturing; Lee R. 
Jackson, president of Firestone; J. E. Trainer, vice-president in charge of Firestone produc- 
tion, and Leonard K. Firestone, president of Firestone-California. Standing, Raymond C. 
Firestone, president of Firestone-Tennessee; Roger S. Firestone, president of Firestone Plastics 
Co.; Russell A. Firestone, director of Firestone; W. E. Duck, managing director of the Fire- 
stone plant in England; H. M. Taylor, manager of the manufacturers’ sales department for 
Firestone; Courtney Johnson, assistant to Vance. 


McLucas is chairman of the Na-| appointed controller of Oklahoma 

tional Bank of Detroit. Steel Castings Co., the Fitzsimons 

x Ss = Steel Co., — A. D. Cook, Inc., 

operating subsidiaries of American 

Watkins Gets Steel Post Steel and Pump Corp., Robert C. 
Morrison H. Watkins has been | Hardy, president, announces. 


Get the whole story on Gilbarco’s New Line of 


MODERN LUBRICATION EQUIPMENT 
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Styled with 


MAIL COUPON NOW! 


Just write your name and address on 
¢ coupon below and by return mail 
we will send you without any obligation 


Whether you need a handsome, air-operated 
DeLuxe Tri-Lube Battery complete with guns or 
more moderately priced units like the rugged 
Leader line...Gilbarco now has a line of modern 
equipment for complete lubrication service 

that is the last word in efficient, easy operation 
—and the ultimate in smart-looking, streamlined 
equipment that spells Customer Appeal! 


In our 32-page, full-color catalog you will get 
all the facts and specifications on chassis 
lubri-servers, spring packers, gun fillers, 

lubrication guns of all types...even a special 

automotive vacuum cleaner that matches 
the rest of the DeLuxe Line. There are 
mobile units as well as stationary wall 
batteries ...and all kinds of accessories to 
make lubrication an up-to-date, efficient, 
and profitable part of your business. 


Whatever units you select, you can 
be sure that any equipment that 
bears the world-famous Gilbarco 
name contains the finest in materials, 
the most painstaking precision in 
workmanship. Every part that 
leaves our factory is guaranteed for one 
year from the date of the invoice of the unit. 





Gilbert & Barker Manufacturing Company 
West Springfield, Mass. 

Please send me your new catalog on your new 
line of lubrication equipment. 





our new 32-page full-color catalog WORN wtih Sac akus du boas 6 ra Rio noe tn aeons 
that tells you all about the many 

kinds of lubrication equipment in Dn Suit. 0\ght kitten tabi dated ac dee ° 
the new, modern Gilbarco line. COR igs vid. ak ZONE... .STATE. 7 ets 
Send the coupon now. \iscshihatendinsanstcineipcapanmesinanseasatedaenicbiiasas acini 
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Which Is It? .. . 


ONLY ONE IS REAL—Two of these models are made of clay and only the center one is a 
production model of the 1949 Ford, Harold T. Youngren, Ford's director of engineering, told 
SAE members in Los Angeles last week. The top and bottom pictures are full-sized clay 
versions of earlier designs for the car, Youngren said, in telling the story of the engineering 
development behind the new Ford car. The top model is understood to be the work of one 
designer, and the bottom model that of another designer. 


rials were reported last week by 
E. W. Twitchell, Inc. 

In spite of the price cuts, mate- 
rials will continue to be of the same 
quality, it was declared by E. W. 
Twitchell, president of the firm. 


Twitchell Cuts Prices 
On Seat Cover Goods 
PHILADELPHIA.—Price cuts av- 


eraging “approximately 10 percent” 
on its automobile seat-cover mate- 


‘| Youngren with suggesting many 
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Youngren Tells of °49 Ford... 
How a New Auto Is Born 


LOS ANGELES. — The story of | 
how the 1949 Ford developed from | 
a rough, pencil sketch drawn Aug. 
15, 1946, to the completely new car 
introduced last spring was told pub- 
licly for the first time by Harold | 
T. Youngren, Ford’s vice-president | 
and director of engineering, in a} 
talk before the Southern California | 
section of the Society of Automo- 
tive Engineers here last week. 

“Because we had no reserva- 

tions as to the use of any units 
of previous models, we were able 

to design a car as we thought it 
should be, bearing in mind that 

Ford cars, by virtue of their cost 
and volume, must be adaptable 

to all sections of this country and 

virtually the entire world,” Youn- 
gren said. 

Pointing out that the Ford com- 
pany invested $100,000,000 in new 
tools and equipment to build its 
1949 Ford, Lincoln and Mercury | 
models, Youngren declared: 

“Seldom, if ever, has any large 
industrial organization in the auto- 
motive field undertaken at one.time 
so great and revolutionary a change 
as that which Ford carried out in 
1947 and 1948. The result was not 
simply a series of new models but 
an entirely new line of postwar 
cars and commercial vehicles.” 


Henry Ford II, president of the 
company, was a constant advisor 
during the styling period of the 
new Ford, and he was credited by 


features, including the horizontal 
treatment of the tail lights. The 





late Henry Ford also closely fol- 
lowed the car’s development and 
was especially interested in the en- 
gine improvements, Youngren said. 

Before any of the 1949 cars 
went into production, experi- 
mental models “costing from 25 
to 50 times” the retail price had 
been driven “more than 1,000,000 
miles over highways in all parts 
of the United States and Canada 
under extremes of both heat and 
cold.” Some of these cars, driven 
on the highways, had “disguised 


A shade better than the rest! 





BIRTH OF AN AUTO—This songs drawing, 
engineering development of the | 


members of the Society of Automotive Engineers in Los Angeles last week. 





dated Aug. 15, 1946, was the first step in the 


49 Ford, Harold T. Youngren, director of engineering, told 


This sketch 


indicates basic requirements for seating arrangement, adequate leg and headroom and other 
dimensions which varied only slightly in the production cars introduced this spring. Several 
thousand additional engineering drawings were required before the design was completed. 


bodies to keep our styling a 
secret,” Youngren explained. 

Following the rough sketch (see 
photo), the next step was a one- 
tenth size drawing Sept. 27, Youn- 
gren revealed. In turn came exact 
full-size blackboard layouts to de- 
termine seat location, cushion size, 
leg and headroom, entrance facili- 
ties, and steering and pedal loca- 
tions; perspective renderings in 
color of various types of styling; 
hundreds of sketches on overall 
styling and on various details; 
three-eighths size clay models; full 
size clay models (see photo). 

As the full-size clay model was 
completed, the bright work was 
covered with a metal foil to repre- 
sent as nearly as possible the plated 
units. To get a quick look at the 
general appearance of the car, 
Youngren said, a body shell was 
built out of plaster and mounted 
on a regular chassis. 
smoothed, painted and trimmed, 


the car is difficult to distinguish | 


from a real one, he said. 

On final approval of the styling, 
templates, drafts, etc., were fur- 
nished the body engineering de- 
partment for complete design and 
release of body and sheet metal 
units. 

Youngren noted that Ford’s 
chassis design program started at 
the same time as the styling pro- 


When | 


aware of this type of drive 40 years 
ago. 

| Another example was the 1923 
| Pierce-Arrow, which was made al- 
most entirely of aluminum, 

“Their performance was good,” 
Youngren declared, “and they were 
‘driven up to 100,000 miles. But the 
major obstacle was cost, which 
still is a major stumbling block 
}in the widespread substitution of 
|} aluminum for steel in automobile 
| construction. 

“The present steel shortage, how- 
ever, coupled with the necessity for 
sustained automobile production, 
has prompted Ford and other man- 
| ufacturers to explore every possi- 
bility of employing aluminum wher- 
ever practicable on present produc- 
tion models.” 

Youngren also addressed the 
| Northern California section of the 
| SAE in Sacramento. 


Regulation W 
Cuts U.C. Sales, 


Tacoma Reports 


TACOMA, Wash. — The effect of 
Regulation W is being felt by the 
| trade here, first in slowing of used- 
| car sales, and second, in some new- 
| car cancellations, dealers report. 

| “The regulations have eliminated 





















a7 


eS abeod — ieee | a good many buyers of better used ] 
bod, -’ | cars, and some price reductions s 
oe, ee Pye, nt ~ Ml pee have been necessary to try to bring I 
aaaibel an them back into the market,” said c 
bodies. Ray Ridge (Lincoln - Mercury). 
Stressing that the “needs” of the “Then in the older used cars, "39-743 i 
ao ane. ae] models, the effect has been to in- 1 
t ’ | crease prices, where they ha s 
a dictated passenger-car design from | just seen right. The ae h 
PECkar 3 eee 
i . f -| and just as sure as two and two is te 
as lution of some of the designs = | four, it will not help the country 
= common on present-day cars and | at all.” 
— explained when and in what form! C. R. Walker of Walker Chevrolet 
A gf Be they first were conceived and how | told Automotive News that new-car 
oe (ef some passed out of the picture only | demand had not been affected much 
Feta o// to reappear in recent years. He! but that late model used cars were 
META, said: seriously affected. 
ae 12) “The history of motor car design “Sales are lost where the compu- 
is littered with the remains of ideas | tation shows monthly payments of . 
that looked good. Many were good. | above $70, for the average income : 
But they came too early, too late,| group,” he said. Since the regula- re 
or were insufficiently developed to| tion. became operative, used-car “4 
meet current needs.” sales in Tacoma have been ex- ‘ 
a lets ei heehee As examples he cited the 1910 | tremely slow. Seasonal reasons may _ 
LESS...WHILE THE CUSTOMER WAITS! Brush which had coil springs on |Sorteneq” Lae 
eee all four wheels. It was not until an che o <a A 
1934, however, that it was adopt- | ||, = ht Walk as ia: postscript : 
) ed as a principle of independent | “Wil an ae a : a 
/ wheel suspension. “The primary | |.) L ey " been appre- a 
reason for this delay was the lack | °'* a. 4 = _ ong run the ' 
yi 7 of real need because motorists, | T°S¥ will not be too bad; the 
wo Models Available until then, used their cars for tendency to bring down prices on = 
PECKAT AIRFORM CHROME aera comparatively short jaunts and late models that were too high will ste 
women—an increasingly impor- | Prove 4 good thing. an 
tant factor in passenger-car de- | = 
we driving to any great | Canada Official Denies a 
0 Sa the| Lire Ration Rumors th 
gearshift lever on the steering col-| , oi? hha ee er = 
umn first appeared on the 1888 Benz| ‘®® "owe spiked rumors that 
and on many other cars at the! automobile tire rationing is be- nal 
turn of the century. The 1909| ing considered by the Canadian his 
Schact car had a light-horizontal | =. th that.” ~ 
opposed-type engine, which many nains ahadon nsCanade -. we he 
w think i thi Youn-| 4 ~ ; a 
CHARLES PECKAT MANUFACTURING CO., MAYWOOD, ILL. gren anid. And this car also mount-| ‘of rubber and plenty of ante- a 
. e S. e’re makin 
ed the engine in the rear, showing| plans for rationing.” . A 
that American manufacturers were | the 
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In the Hopper 


Wisconsin Studies Increases | 


In Worker’s Compensation 


Action to increase benefit pay- 
ments under both the workmen’s 
compensation and unemployment 
compensation laws is generally ex- | 
pected in Madison, Wis., from the | 
next legislature, 

Voyta Wrabetz, chairman of the 
industrial commission which oper- 
ates both programs, agreed that 
such legislation is probable because 
of recent cost of living trends which 
have deflated the benefits under ex- 
isting law. The present maximum 
benefit under workmen’s compensa- 
tion is $28. It will be probably be 
raised to $35. The maximum under 
unemployment compensation now is 
$24. It will be correspondingly | 
raised, in all probability. 

* * 


Alabama Bans Sales Tax 


On Tennessee Goods 


Alabama’s attorney-general has 
ruled that Tennessee cannot legally 
collect sales taxes on goods sold to 
people in Alabama when they are | 
shipped in through interstate com- 
merce or the U.S. mails. 

Such a tax was termed “a burden 
on interstate commerce, and there- 
fore in violation of the U.S. consti- | 
tution.” The ruling, explained As- | 
sistant Atty.-Gen. Hugh F. Culver- | 
house, “does not tell Tennessee it 
cannot collect the tax, but rather 
the people of Alabama that they | 
do not have to pay it. 

+ + * 


Compulsory Checks Urged 
For Rhode Island Cars 


Providence Police Chief Charles 
Higgins has urged mandatory in- 
spection of all Rhode Island auto- | 
mobiles, with special attention to} 
cars older than five years. 

He proposed a state law requir- | 
ing periodic inspections along the 
lines of a plan used in Massachu- | 
setts. Chief Higgins also reiterated | 
his plea that the minimum age} 
limit of drivers be raised from 16 | 
to 18 years. 


End of the Trail 


Car Contract Held Void 


After 8 Years 


MINNEAPOLIS.—A suit to buy | 
a new car, based on a claim dating | 
back eight years, has fallen by the | 
wayside in Ramsey county district 
court (St. Paul) in a hearing on}! 
a demurrer brought by Midway | 
Chevrolet Co. of St. Paul. 

Action had been brought by Isa- | 
dor Bernick, 161 N. Chatsworth 
Ave., St. Paul, who asked the com- 
pany be enjoined from selling any | 
more automobiles until he had 
been provided with a new car. 

He said that in 1940 he turned | 
in a 1928 Chevrolet with the under- | 
standing he was to get $75 in| 
trade-in on a new car, or $50 on 
a used car the following spring. | 
He did not exercise the contract, | 
he said, until this spring, and was | 
then told he could have his money 
back; but no car. 

Mel Silver, attorney for the com- 
nany, said that in not exercising 
his contract in the spring of 1941, | 
Bernick forfeited his rights, and | 
that automobile values had| 
changed considerably in the mean- 
time. 

The judge, Royden S. Dane, up- 
held the demurrer and dismissed | 
the action. 





The Other Side of the Picture 
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Gas Saver 
Czechs Say Device Salvages 
Vapor From Cylinders 
PRAGUE, Czechoslovakia. — 


week it had officially tested a de- 
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| gines. 

| An attachment, the device was 
| said to make use of unignited vap- 
po which escape from around 


|eylinders. The device reportedly 


| (UTPS)—The government said last | sucks the fuel back into the car- 


buretor, where it is burned. 


ALL-TIME... 


-Cariican! 


If you were to pick the top metropolitan newspapers in the nation 


(Cartoonist Kempf,a Willys dealer, welcomes suggestions for his weekly 
cartoon strips. Write him care of Kempf Motor Co., Kearney, Neb.) 


the Czechs said. 


Experience Aplenty 


Englander Motors, Inc., of Cleve- 
land has appointed three men, with 
a total of 70 years of experience, to 


vice which will save up to 20 per-| The device will sell for $20 to $40! service Ford cars and trucks. Joe 


in passenger car advertising lineage, you would find that year after year, 


the Cleveland Plain Dealer is among the leaders. The Plain Dealer’s 


tremendous reader interest and reader influence in this most important 


automotive market are the factors largely responsible 


for the maintenance of Cleveland’s high sales record for new cars. 


2 
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LAND 
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By Fred Kempf 





|cent on gasoline in automobile en- | depending on the make of the car, | Strunak, new service manager, has 


worked for Ford for 26 years. He 
is assisted by Dick Mathias, a vet- 
eran of 32 years, while new parts 
manager, Leonard Billings, has dealt 
in Ford parts units for 12 years. 


AUTOMOTIVE NEWS offers to adver- 
tisers a weekly audience of an estimated 
90,000 cover-to-cover readers! 











Facts for Advertisers 


® Do you know where to locate 
dealers to achieve maximum 
sales volume? Do you know the 
past automobile buying perform- 
ance of the areas your dealers .« 
serve? The Plain Dealer Market 
Survey Department can answer 
not only these questions, but can 
also reveal detailed sales break- 
downs from 1928 to 1948, and 
trace Plain Dealer readership to 
car sales. We'll be glad to make 
an appointment with you to 
discuss in detail your market- 
ing potentialities in Cleveland. 


tee PLAIN DEALER 


Cleveland’s Home Newspaper 


A. S. Grant, Atlanta 


Cresmer & Woodward, Inc., New York, Chicago, Detroit, San Francisco, Los Angeles 











SM sedan, $1,660, $1,655. 
2 $1,555; FM sedan, 


$770. 


listings, occasionally some get by us. So if the ~ is abuormally | carysLER — ‘48 Windsor conv., 
: iow the car is probably damaged. If the price is abnormally high, Windesr sotan, $3, 200, $2. 250.47 
the oar is probably loaded with extras). $1,605. °42 New Yorker sedan, $875. 


DeSOTO—'48 Custom sedan, $2,375. ‘47 


KANSAS CITY MERCURY —'49 sedan, ee $2,- Suburban sedan, $2,000. 


*32, 
"47 Wind. 
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100, $2,050; FL sedan, $2,110; FM sedan, 
$2, 075, $1,900; 8M sedan, $2,100. ‘47 
aerosedan, $1,830, $1,750; FL sedan, $1,- 
875, $1,795; FM sedan, $1,710, $1,660; 
"46 ae 

$1,560; SM se- 
, $1,460, $1,350. ‘42 aerosedan, §$1,- 


(Eprror’s Norz: While we try to eliminate wrecks from all of these 225, $1,175. oa fe birt. 38 $1,025, 









$1400 86 $1,450 





717, $2,605. '48 conv., $1,802. '47 se- | nongE 4g Custom sedan, $2,405, $2,400. 
Coe Oy "ee ak bee atte ot dan, $1,765, $1,685. "'46" club coupe, | POPGE orn sedan, $1,660. "46 Custom 
Oct. 13.) OLDSMOBILE — '48 (98) sedan, $3,120; | pop 49 Custom sedan, $2,185, $2,100; 
(Prices steady to strong. Market shows (76) club coupe, $2,305; (6) sedanette, club coupe, $2,085, $2,050; Deluxe coupe, 
, Bet care seid out of 300 Gores.) .. | $3,503. '46 (6) sedan, $1,500. “41 (76) | $1700. 48 sedan, $1,700, $1,650; club os aus a 
BUICK—'48 RM sedan, $2,925, $2,850, $2,-| sedan, » 51,810, $1,705. conv., $1,650. Oct. (to date) Sept. ugust 
700; Super sedan, $2,400. '47 RM sedan, | PACKARD—’4i sedan, $780. nae or'500 ’ $1,550: conv., $1,600. ‘46 


285, $2,280. 46 RM sedan, $2,010, | PLYMOUTH—'47 sedan, $1,617. '46 busi-| Sedan, St-80%) en $1,250; hap coupe 


°877, $1,835. sore RM sedan, $802; nes — $1,240; sedan, $1,542. ‘41 ek ‘a shan $000, 
=. \ 40 sedan 600. 
onto a 61) sedan, $2,655 PONTIAC—'47 (8) sedan, $1,882; (6) se-| p24? sedan, $1,200. $980, $i 
45 PM sedan, $2,320, $1,-| dan (8) sedan, $1,730; (6) sedan, $1,677. ES UetT ab 10) nda, $2,900. 


875; FL Tv sedan, $2,360, 50, $2,255, $2,080 '41 sedan, $950. 


est, $1,470, 1,432; FM sedan, $1,615, $1,740, $1,712, $1,630. $1,540. °41 club coupe, $930. 
$1,4 . $710. 
DeBOTO—'48 Deluxe sedan, $2,550 i CHARLOTTE, N. C. OLDSMOBILE — ’48 (78) sedan, 


, 615, 570. 
afte Feds. - (E. M. Stafford, Inc. Sale every Wednes- 


luxe sedan, $1 
DODGE "48 babsne club coupe, $2,300. | day. Prices are for sale of Oct. 13.) $1,850. 


(98) sedan, $2,575. °47 


KAISER—'48 sedan, $1,500, $1,460. ak ae INDIANAPOLIS 


$2,005. 47 FL sedan, $1,952, $1, 940, | STUDEBAKER—’47 Commander sedan, $1,- MERCURY—'49 conv., $2,555. 
,930, $1,760. °46 FL sedan, $1,622, 955, $1,775, $1,762; Champion sedan, coupe, $1,780, $1 605, °46 sedan, $1,550, 


(Ken Schaefer’s Auction. Sale every 


*40 sedan, | Thursday. Prices are partial listing for 


Oct. 14.) 
$2,680; | BUICK—’48 RM sedan, $3,025; RM 4-dr., 


(76) sedan, $2,725. °47 Super conv., $2,220; RM 


4-dr., $2,065; Special 4-dr., $1,865. °42 


"47 Deluxe club coupe, $1,900, $1,882. (Market shows continued demand for PACKARD — '42 (120) sedan, $885. ‘40 4-dr., $960. '41 2-dr., $985, $750. ‘40 


sedan, , cars mod seem (110) club coupe, $600. 4-dr., $750. ‘39 coupe, $420. 
~ dan. $000. Sea et teghay cropping i, an “oe and od oa PLYMOUTH—’48 sedan, $2,050, $2,000. '47 CADILLAC—’47 (61) 4-dr., $2,800. ‘ 
FORD—'49 (6) sedan, $2,285; (8) sedan, from $100 to $200. Sold 185 cars out Deluxe sedan, $1,540, $1,460. °46 sedan, | CHEVROLET—’48 FL aerosedan, $2,200; 
$2,300, geeeee' $2. 2,280. "48 (8) club of 303 offerings.) $1,600, $1,420, $1,300. ’41 sedan, $900, FL 4-dr., $2,030; conv., $2,000; SM 2-dr., 


$1 805; (6) sedan, $1,675, | BUICK—’48 Super station wagon, $2,580. $730. °'40 sedan, $710. 


$1,830; half-ton pickup, $1,725; SM coupe, 


P . dan, $1,850; conv., 

ei ese 8) sedan, '47 Super sedan, $1,900, $1,875; Super | PONTIAC—’48 (8) sedan, $2,700, $2,650, $1,645. 47 FL aerose n, ) : 

BEF Bee HS ea ot | anal Sonera | "HESS otc, ah Snes: | Apt fet ah ae 
$1, 27, $1, 460, $1, 420, $1,360. "41 Special sedan, $925. °40 club coupe, . a, "8) oe o en $1, x00 one "a eesbdn Sedo: uP. 
wUDsoNe 48 "Commodore sedan, $2,467. $970. (6) sedan, $1,760. se , $1,050. 1,200. 48'S an sake = 
3 ILLAC—’'47 (60) sedan, $2,910. 41 (8) sedan, $1,130, $1,040. ‘ * ae Es 
RAISER a ae $1 40s, CHEVROLET "4 aerosedan, $2,275, $2,- | WILLYS—’48 Jeepster, $1,730. $1 010, $820. 40 conv., $910; coupe, 








IMAGINE Thanksgiving without the 
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or Cincinnati 
without the 
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General advertisers talk cold tur- 
key during the first seven months 
of 1948, by placing the Cincinnati 
Times-Star in fifth place among 
the nation’s evening papers, and 
in tenth place among the nation’s 
dailies. Advertising “turkeys” are 
rare with this inseparable combi- 
mation .. . Cincinnati and the 
Times-Star. 





Average Used Car Prices 


(Compiled by Automotive News) 











Oct. Sept. August 

Model 1948 1948 1948 
1948........ $2,349 $2,474 $2,533 
BOGE . ccccses 1,812 1,922 1,992 
1946........ 1,548 1,655 1,677 
BOO. ccccses 973 974 1,032 


BOER sas cvcce 874 913 930 
IGM. . 20000 746 765 774 


(The above figures are averages of used car auction prices, all 
makes and models, carried regularly tn Automotive News.) 






















Average.. $1,388 $1,450 $1,490 





—_ ‘39 2-dr., $625; 4-dr., $500. °38 
, $400. 37 2-dr., uae "4-dr., $185. 
Desoto. 4-dr., $1,530. 
ates 48 4-dr., $1, 795. "47 4-dr., $2,- 
, $1,800. 41 4-dr., $525. °40 coupe, 
$509; 2-dr., $490. 

FORD—'49 club coupe, $2,175; 2-dr., $2,- 

170. °'48 station wagon, $1,865; club 
coupe, $1,730; (6) 2-dr., $1,525. °47 
2-dr., $1,600; (taxi), $1,175; half-ton 
panel, $1,020. ‘46 station wagon, $1,630, 
$1,305; conv., $1,500; 2-dr., $1,435, $1,- 
200; 4-dr., $1,460. ‘41 2- ar., $640, "$805; 
Jeep, $325. ‘39 2-dr., $895; (60) 2-dr., 
$365. °38 2-dr., $420; club coupe, 
‘37 2-dr., $365, $100; (60) 4-dr., $330. 
°36 2-dr., $300. ‘35 2-dr., $125. "4 
4-dr., $210. °31 2-dr., $450, $125. °30 
4-dr., $275. 

HUDSON—'4s (6) 4-dr., $2,395; (8) 4-dr., 

MERCURY—’'47 conv., $1,700; club coupe, 
$1,710. ‘46 station wagon, $1,625. °42 
4-dr., $810. ‘40 club coupe, $600. 

NASH—'46 4-dr., $1,300. 

OLDSMOBILE—'48 (66) 4-dr., $2,180. ‘47 
(98) 4-dr., $2,120; (98) 2-dr., $2,000. 
"42 2-dr., $800. ‘41 4-dr., $740. "40 
4-dr., $750. ‘39 club coupe, $300. 

PLYMOUTH—’'48 4-dr., $1,880; coupe, $1,- 
755. °47 club coupe, $1,730; 2-dr. , $1,- 
655. ‘46 2-dr., $1,315; (taxi), $1,115. 
"42 4-dr., $900. °'41 4-dr., $825; coupe, 
$620. ‘40 2-dr., $630; 4-dr., $500. °38 
4-dr., $490. 

PONTIAC—'47 (6) 4-dr., $1,700. °46 4-dr., 
$1,680; 2-dr., $1,600. °42 2-dr., $785. 
"41 4-dr., $610. 

STUDEBAKER—’49 %-ton pickup, $1,700. 
‘48 Commander conv., $2,185; Champion 
2-dr., $2,120; half-ton pickup, $1,675. 
‘47 Champion 2-dr., $1,800. 

WILLYS—'48 Jeepster, $1,815, $1,725. 


OKLAHOMA CITY 


(Oklahoma City Auto Auction, Sale 
every Wednesday. Prices are for sale of 
Oct. 13.) 

(Market shows lower prices on all cars. 

Sold 78 out of 215 ) 
BUICK—’48 sedan, $3,150. ‘47 sedan, $2,- 

275, $2,000. ‘46 sedan, $1,690, $1,690. 

$1,800. ‘42 sedan, $1,100. °'41 sedan, 

$740, $955. °'40 Super sedan, $700. 

CADILLAC—'47 ‘~. sedan, $3,000. ‘41 
sedan, $1,250, $1,7 

CHEVROLET—'48 half ton pickup, $1,870; 
FL aerosedan, $2,210, $2,500, $1,800, $2, - 
110; half-ton panel, $1,510. °47 sedan, 
$1,655, $1,645, $1,650, $1,700, $1,650: 
club coupe, $1,860, $1,600, $1,550, $1,730. 
'46 sedan $1,550; FL aerosedan, $1, 720. 
$1,460; half-ton pickup, $1,010. ‘42 se 
dan, $965. 

CHRYSLER—'48 Windsor sedan, $2,910. 

. "47 New Yorker —. $2,200. °'41 New 
Yorker sedan, $1,050. 

DeSOTO—'47 club coupe. $1,850. 

DODGE—'48 sedan, $2,350; club | coupe, $2,- 
380, $2,710. '47 sedan, $1,650, $1,575, 
$1.540. °41 sedan, $710. °'40 sedan, $550. 

FORD—’'49 Custom (8) sedan, $2,365, $2,- 
270, $2.225, $2,270. $2.415; Custom (8) 
coupe, $2,215. °48 SD sedan, $1,740, $1,- 
930. °47 sedan, $1,670. $1,435, $1,600, 
$1,580: club coupe, $1.700. ‘46 Deluxe 
(8) sedan, $1,450; (8) sedan, $1,600; sta- 
tion wagon. $1,600; club Lon $1,375. 

FRAZER—’47 sedan, $1,430. 

HUDSON—’48 sedan, $2, 180, $1,200. 

MERCURY—'49 club coupe, $2,800. °48 
sedan, $1,900, $2,010. °46 conv., $1,520: 
club coupe, $1,655. ‘41 sedan, $930. "40 
Mercury sedan, $310. 

OLDSMOBILE—’ 48 station wagon. $2,300. 
‘47 (8) sedan, $2,075; conv.. $1,925. °46 
cosas. $780. '38 coupe, $320. *36 coupe, 

PACKARD—'40 sedan, $615. 

PLYMOUTH—’'48 SD club coupe, $2,290. 
47 Deluxe sedan, $1,360, $1,350. °46 SD 
sedan, $1,400. ‘41 sedan, $600, $550, 
$775; club coupe, $655. 

PQNTIAC—'48 sedan, $2,680, $2,460; club 
eoupe, $2,485; Streamliner (8) sedan, $2, - 
ets $2,600. ‘47 (8) sedanette, 

STUDEBAKER—'49 half-ton pickup, $1,- 
800. *48 club coupe, $2,310; sedan, §$2,- 


oie. 47 club coupe, $1,900. ‘41 sedan, 
MISCELLANEOUS — "39 %-ton pickup, 


DANVILLE, VA. 


ville Auto Auction. Sale every Fri- 

day. Prices are partial listing for Oct. 15.) 

BUICK—’'47 RM 4-dr., $2,225 ‘'41 Super 
-dr., $810; Special sedanette, $760. ’38 
Limited 4-dr., $625. 

CHEVROLET—'48 FL aerosedan, $2,180; 
FM club coupe, $2,040; FM 4-dr., $1,975, 
$2,015. ‘47 FL 4-dr., $1,670; FM 4-dr., 
$1,135; SM 2-dr., $1,680; SM club coupe, 
$1,650; half-ton pickup, $1,100. ‘46 FL 
aerosedan, $1,630; SM sedan, $1,545. ‘42 
SD sedan, $1,040. ‘41 MD sedan, $810, 
$625, $500, $875; SD sedan, $910, $500, 
$775. ‘40 SD sedan, $680; MD sedan, 
$775. ‘39 sedan, 580. 

CHRYSLER—'42 New Yorkers 2- dr., $730 

DeSOTO—'42 4-dr., $700. 

DODGE—’ 47 half-ton pickup, $1,150. 

FORD—'49 Custom sedan, $2,200, $2,180 
48 SD club coupe, $1, 370; auto carrier 
(truck), $2,850. ‘47 SD sedan, $1,625 
$1,500; SD station wagon, $1, 440. *46 
SD sedan, $1,185, $1,000, $1,405; SD sta- 
tion wagon, $1,160; half-ton pickup, $1.- 
030. '42 Deluxe sedan, $860. ‘41 SD se 
dan, $850, $830; SD club coupe, $1,090. 
’40 Standard sedan, $990, $710; SD conv., 
$665; Deluxe sedan, $780. ‘39 sedan, 
$670, $465. '34 sedan, $325. ‘38 half-ton 
pickup, $460. 

HUDSON—'47 Super sedan, $1,220. 

MERCURY—'46 station wagon, $1,530. 

OLDSMOBILE—’41 (66) sedan, $715; (66) 


(Continued on Page 29, Col. 1) 
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CONCORD, MASS. 


lub coupe, $400. 

PLYMOUTH—'48 SD sedan, $1,860. ‘47 
Deluxe (Taxi), $1,225, $1,275; SD sedan, 
$1,710, $1,300. ‘41 Deluxe (Taxi), $430. 
‘40 SD sedan, $800. 

PONTIAC—’47 Streamliner (8) sedan coupe, 
$1,880; Torpedo (8) club coupe, $1,630. 
'41 sedan, $1,030, $760; station wagon, 


$530. 

SCELLANEOUS—’48 Austin sedan, $1,- 

7 . °47 GMC half-ton pickup, $1,000. 
'41 GMC half-ton pickup, $400. 


MASON CITY, IA. 


er’s Used Car Auction. Sale every 
wiineetay. Prices are for sale of Oct. 13.) 
ouane sed dropoff 
cau: le 
4 °49 models. Sold 91 out of 


=) 
—'48 RM sedan, $3,185; Super se- 

a $2,875, $2,810, $2,760, $2,630. '47 
RM sedan, $2,265, $2,110. °46 RM sedan, 

,890. ’ 
cADILLAOG—'47 (60) sedan, $3,105. °41 
(62) sedan, $1,310. 

CHEVROLET—’48 FL aerosedan, 2 at $2,- 
385, $2,375, $2,355, $2,300, $2,270; FM 
sedan, $2,210, $2,150, $2,060. ‘47 FL 
aerosedan, 2 at $1,855, $1,880, $1,755, 
$1,670; FM sedan, $1,770, $1,705. 
FL aerosedan, $1,680, $1,675. °42 SD 
sedan, $865. 

CHRYSLER — ’47 Windsor sedan, $2,160. 
yr & Country conv., $2,055. °41 

5. 

paere-va8 Deluxe club coupe, $2,655; 
Custom sedan, $2,785, $2,805. °47 Cus- 
tom sedan, $1,985, $2,110. 

DODGE—’47 Custom sedan, $1,710, $1,630; 
Custom oe ae. $1,805. °46 Deluxe 

FORD— Comp", .Sciom sedan, $2,380, $2,360, 
$2,340, $2,300; sedan, $2,280, $2,305. '48 
SD sedan, $1,880, $1,810; %-ton pickup, 
$1,765. °'47 SD sedan, $1,800, $1,700, 
$1,630. "46 SD s780.” $1,525, $1,510. 
F eluxe sedan, . 

HUDGON 48 Super (6) sedan, $2,385, $2,- 
410. °47 Super sedan, $1,415, $1,405. ; 
LINCOLN—’49 oa sedan, $3,175. ‘41 

luxe sedan, b 

MERCURY "49 sedan, $2,840, $2,825, $2.- 
755, $2,685. °48 sedan, $1,900, $1,805. 
'47 sedan, $1,670, $1,710. 

OLDSMOBILE — '48 (98) sedan, $2,905; 
(78) sedan, os $2,695. °46 (76) se- 

le .690, $1, le 

pcoKARD 48 Super sedan, $3,465; (8) 

an, $2.550. 

PLYMOUTH "48 SD sedan, $2,205, $2,240, 
$2.200. °47 SD sedan, $1,745, $1,700. 
*46 SD club coupe, $1,665. 

PONTIAC—'48 Streamliner (8) sedan, $2.- 
755, $2,685, $2,655, $2,600. ‘47 Stream- 
liner (8) sedan, $2,105, $2,055. 

STUDEBAKER—’48 Commander conv., $2,- 
465; Champion sedan, $2,245. ‘47 Com- 
mander sedan, $2.045, $2.005; Champion 
sedan, $1,765, $1,705, $1,600. 

WILLYS—’48 Jeepster, $1,695. ‘47 station 
wagon, $1.595. 

MISCRLLANEOUS—'48 GMC %-ton pick- 
up, $1,850. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction Sale. Auction 
a Friday. Prices are partial listing for 
. 15. 
Ont rasivet shows 156 sold out of 280 
offerings.) 
RUICK "46 Super 4-dr.. $1,775. 
CHEVROLET—'48 %-ton pickup, $1,812; 
half-ton pickup, $1,800: FL aerosedan, 
$2.320, °47 FL aerosedan, $1,925, $1,750. 
46 Svort coupe, $1.610. ‘42 2-dr., $1,350. 
CHRYSLER—’42 4-dr., $900. 
DeSOTO-— -'46 4-dr., $1,350. 
DODGE—’48 Custom 4-dr., $2,400. 
half-ton pickup, $800. '40 4-dr., $850. 
FORD—’49 Custom (8) 2-dr., $2,450. $2,- 
350, $2,330, $2,290, $2,200; station wagon, 
$2.350. °48 half-ton pickup, $1,807. $1.- 
600, $1.500. °47 Sportsman conv., $1.525. 
'41 sedan, $980, $900, $875. $860, $800, 
$750. °40 sedan, $800, $750, $730, $680. 
HUDSON—’48 4-dr., $2,300. 
MERCURY—’49 sport sedan. $2,750. $2,- 
725; club coupe, $2.700, $2.650. ‘47 se- 
dan coune, $1.690. °46 sedan. $1.510. 


"46 


PLYMOUTH—'47 &D sedan. $1,200. ‘41 
sedan, $700. °'40 Deluxe sedan, $580. 
*40 sedan, 


PONTIAC—'47 sedan, $2,120. 
$675. 

STUDEBAKER—'49 half-ton pickup, $1,- 
725 


WILLYS—’48 Jeepster, $1,775, $1,825, $1,- 
850. $1,900. 

MISCELLANEOUS—'48 GMC %-ton pick- 
up, $1,750: GMC half-ton pickup, $1,625. 
*39 LaSalle sedan, $600. 


HORSEHEADS, N. Y. 


Sale 


(Horseheads Auto Auction Co. 
every Friday. Prices listed are for sale of 
Oct. 15.) 


(Market shows new models selling 
somewhat better than ovrevions two 
weeks, °46 and °47 models off ahont 
sin. Good, clean prewars going 
strong, 

BUICK—’'47 sedan. $2,125. °46 RM sedan. 
$1.775. '42 Super sedan, $650, $1.70. 
'41 Special sedanette. $920: Special sedan, 
$955. °40 Super club conve, £600; Sve- 
cial business coune. $460. ‘°'39 sedan, 
S620. 'R8 sedan. $510. 

CADILLAC—’46 (61) sedanette, $2,325. | 

CHF VROLET—'48 station wagon. $1.550. | 
'47 half-ton pickun, 81,300. °'46 sedan 
£1,200, $1.340. $1.440: FT. aernsedan 
£1.580: half-ton pickun, $770. $R&29. '41 
MD sedan, $885: sedan, $560, £760: SD 
club coune, $840: $799 conv. | 
s95n, ‘49 SD sedan. '39 sedan 
S750. ‘22 sedan. $130 

CHRYSLER—'47 Town & Conntrv, $2.100. 
"48 sedan. $1,550. °'49 sedan, $800. 

N-kOTO—'39 sedan, £390. 

DODGE—’48 sedan, $2.919. ‘47 sedan. &2.- | 
210. ‘47 «sedan, $1.670. '46 «sedan, | 
$1,525. 

FORD—’'49 Custom (8) cluh eoune, $2,130: | 
sedan. $2.159, $2.200. °'48 Deluxe sedan, 
$1,590, $1.670. °46 Deluxe sedan. £1,300, | 
$1.430; station wagon. &1.285. '42 club | 
ecoune, $750. °41 coupe, $525. °40 sedan, | 


coune. 


$670. 





$600. 
KAISER—’47 sedan, $1,210. 
MERCURY—’40 sedan, $850. 
OLDSMOBILE—’42 sedan. $1,210. 
dan, $855. °'39 sedan, $590. 
PLYMOUTH—'48 8D sedan, $2,110. "47 
club coupe, $1,660. '46 sedan. $1320, | 
$1.620. ‘41 Deluxe sedan, $630, $635. 
40 sedan, $780. ‘39 sedan, $565. 
PONTIAC—'47 sedan, $1.780. | 
STUDEBAKER —'46 Champion sedan, $1,- 


41 se- | 


(Concord Auto Auction, Inc. Sales every 
Friday and Monday. Prices are for sales of 
Oct. 15-18.) 


(Market shows 145 sold out of 273 
offerings.) 

BUICK—’48 Super sedan, $2,725. ’'47 Super 
sedan, $2,000. ‘46 RM sedanette, $1,730. 
*41 sedan, $850. ‘40 Special sedan, $720, 
$600, $700. °39 Special sedan, $675. 

CADILLAOC—’48 (62) sedan, $3,800. 

CHEVROLET—’48 half-ton pickup, $1,450, 
$1,380, $1,675, $1,650; FL aerosedan, $2,- 
100; FM sedan, $1,950, $1,985; SM busi- 
ness coupe, $1,600; %-ton pickup, $1,685. 
‘47 SM sedan, $1,425, $1,600; FM station 
wagon, $1,725; FM sedan, $1,600, $1,700. 
‘46 FM sedan, $1,460; %-ton pickup, 
$1,000. ‘41 sedan, $905, $1,075, $875, 
$900. '40 SD sedan, $900, $800, $750. 

CROSLEY—’47 conv., $275. 


DODGE—’'48 Custom sedan, $2,150. ‘47 
Custom club coupe, $1,725. ‘46 Custom 
sedan, $1,450; Deluxe sedan, $1,425. ‘39 
sedan, $675. 

FORD—'49 Custom sedan, $2,100, 2 at 
$2,200, $2,110. ‘48 half-ton pickup, $1,- 
325. ‘47 SD _ conv., $1,625; SD club 


coupe, $1,490, $1,450. ‘46 sedan, $1,260, 
$1,185, $1,210, $1,270, $1,225, 2 at $1,285. 


’42 club coupe, $950. ‘'40 conv., $775; 
sedan, $785, $750, $850, $825, $610. ‘39 
Deluxe sedan, $685. ‘36 sedan, $475. 
LINCOLN—’49 club coupe, $2,650. "46 
Continental club coupe, $2,600. 
MERCURY—’'49 sedan, $2,555, $2,450, $2,- 


. 48 sedan, $1,750. 
OLDSMOBILE—’48 (98) sedanette, $2,725. 
'47 (78) sedanette, $1,800. °42 (78) se- 


danette, $925. ‘40 conv., $725. 
PLYMOUTH—’48 SD sedan, $2,025, $1,900. 
‘47 SD sedan, $1,605. ‘42 sedan, $1,000. 
"41 SD sedan, $810, $625, $900, $785. 
*40 Deluxe sedan, $785. ‘39 sedan, $650. 


STUDEBAKER—'47 Champion Regal De- 


luxe sedan, $1,620; club coupe, $1,710. 
MISCELLANEOUS — °'39 LaSalle sedan, 
$785. ‘32 Pierce-Arrow hearse, $200. 


RICHMOND, VA. 


(Automobile Auction of Virginia. 
= Friday. Prices are for sale of Oct. 
—) 

(Market shows good demand for pick- 
ups and cars under $2,000.) 
BUICK—’48 Super sedan, $2,435. 
sedan, $1,700. ‘41 Super sedan, $780; 

Special club coupe, $790. 

CHEVROLET—'48 FL aerosedan, $1,980; 
conv., $2,190, $1,850. ‘47 SM _ sedan, 
$1,560, $1,530, $1,570; FM sedan, $1,560, 
$1,470; SM club coupe, $1,440. °'46 FM 
sedan, $1,440; conv., $1,535. °41 SD se- 
dan, $610. °'40 sedan, $850, $795. ‘39 
sedan, $500, $400; coupe, $425. ‘38 se- 

, $300. 

CHRYSLER—’'47 Town and Country conv., 
$2,060. ‘46 sedan, $1,700; Town and 
Country, $1,650. ‘39 Royal sedan, $500. 

CROSLEY—'47 sedan, $320. 

DODGE—’46 half-ton pickup, $930. '42 
sedan, $950. ‘41 sedan, $720; half-ton 
pickup, $270. 

FORD—’49 Custom (8) sedan, $1,950, $2,- 
035. °48 SD sedan, $1,870, $1,780; half- 
ton pickup (6), $1,575, ‘47 SD sedan, 
$1,180, $1,575; club coupe, $1,540. ‘46 
sedan, $1,410. ‘41 club coupe, $825. °40 
sedan, $650; Delivery sedan, $750. 

KAISER—’47 sedan, $1,060. 

MERCURY—’49 sedan, $2,650, $2,475. 
sedan, $1,535. 

OLDSMOBILE—’47 (76) sedan, $1,700. 
business coupe, $600. 

PACKARD—’48 Super Eight conv., $2,400. 
’37 coupe, $100. 


"46 
"39 


“Remember me— 







your DEALER. 


Sale 


'46 Super 


PLYMOUTH—’'46 SD sedan, $1,380. °41 SD 
sedan, $1,000. 

PONTIAC—'48 (8) sedan, $2,100, $2,210. 
"47 station wagon (6), $1,800; Stream- 
liner (8) sedan, $1,735. ‘41 (8) sedan, 
$725. ‘40 (6) club coupe, $845. 

WILLYS — ‘48 Jeep, $975. ‘38 half-ton 
pickup, $140. 


JACKSON, TENN. 


(Dixie Automotive Auction, Inc. Sale 
every Thursday. Prices are for Oct. 14.) 
(Market shows prewars steady, with 
heavier late models suffering most. 
Sold 37 units out of 88 offerings.) 
BUICK—’47 sedan, $2,000. 
CHEVROLET—’'48 SM sedan, $2,100, $1,- 
885, $1,975, $2,250. ‘47 FL sedan, $1,800, 
$1,575, $1,300; club coupe, $1,675. °'46 


sedan, $1,480, $1,350. "42 FL sedan, 
$1,000. ‘41 sedan, $925, $1,050; %-ton 
pickup, $700. ‘40 sedan, $575, $830. °'36 


half-ton pickup, $300. ‘35 sedan, $200. 

DODGE—'36 sedan, $360. 

FORD—’48 sedan, $1,825. ‘°47 sedan, $1,- 
650. °'46 sedan, $1,475, $1,300. °42 club 
coupe, $1,210. °41 sedan, $810, $785. °40 
sedan, $625. ‘39 sedan, $680, $700, $500. 
"36 sedan, $435, $520. 

PLYMOUTH — '46 Deluxe sedan, $1,300, 
$1,200. 

PONTIAC—’41 sedan, $1,270. 

MISCELLANEOUS—'47 IHC half-ton pick- 
up, $1,250. 


LOS ANGELES 


(California Auto Dealers Wholesale Auc- 
tion. Sales twice weekly. Prices are par- 
tial list for sales of Oct. 14-19.) 

(Action sluggish and prices weak on 

°46s and $49s. Action sharp, prices 

very strong on good, clean °42s and 

older models. Sold 54 units out of 215 

offerings.) 

BUICK—’41 Super sedan, $1,100. '40 RM 
club coupe, $950. ’39 Special sedan, 
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$725; Special business coupe, $575. ’37 
Special sedan, $515. 
CHEVROLET—’46 FM sedan, $1,595. °'42 


Special sedan, $1,225. °41 SD club coupe, 
$1,110; SD sedan, $1,060. MD business 
coupe, $1,025. ‘40 SD sedan, $990, $895; 
SD club coupe, $1,000; MD sedan, $790. 
CHRYSLER — '47 Windsor sedan, $2,300. 


"42 Royal (6) sedan, $1,280. ‘'41 Royal 
sedan, $1,025. 
‘O—'’42 Custom sedan, $1,075. °'41 


Deluxe sedan, $975. ’38 sedan, $305. 
DODGE—'47 Deluxe sedan, $1,760; Custom 
club coupe, $1,875. ‘37 sedan, $400. 
FORD—’48 SD sedan, $1,715. °'47 Deluxe 
business coupe, $1,250; SD club coupe, 
$1,730; SD sedan, $1,580, $1,595. °46 SD 
sedan, $1,465, $1,450; SD club coupe, $1,- 
570; Deluxe (8) sedan, $1,430; SD (6) 
business coupe, $1,300; SD club coupe, 
$1,525; Deluxe (8) sedan, $1,325. ‘41 SD 


sedan, $845. ‘40 Standard sedan, $705. 

’39 Deluxe sedan, $650. ‘38 ‘‘85’’ (8) 

sedan, $550. ‘36 ‘‘85’’ sedan, $140. 
LINCOLN—’41 Zephyr sedan, $775. 
NASH—’46 ‘‘600"’ (6) sedan, $1,455. 
OLDSMOBILE—’41 (76) sedan, $975. ‘39 


(70) sedan, $650. '38 (6) sedan, $190. 
PLYMOUTH—'47 Deluxe club coupe, $1,- 
795. °40 Deluxe sedan, $755. ‘38 Deluxe 
sedan, $415. 
PONTIAC—’42 (8) club coupe, $1,065. '41 
_ $1,085, $995. °38 (6) sedan, 
STUDEBAKER—’46 Champion sedan, §$1,- 
$1,390 ‘42 Commander Skyway sedan, 





Gurdon Managers 
J. B. Harwell, manager of Gurdon 
Auto Sales (Ford), Gurdon, Ark., 
announced the appointment of Joe 
Burnley as manager of the service 
department and Josh Wright as 
manager of the parts department. 


© 1948 THE CONDE NAST PUBLICATIONS INC 


“The story I’ve been telling you 


for a year still holds true... 


the story of how a low quota 


can have its bright spots. 


I know I can’t count on enough 


cars to satisfy my customers... 


but if you'll send me enough customers 


who count, you'll satisfy me. 


Taking care of the right customers 


today is the best way to take care 


of business for tomorrow. 


“By selling cars to well-established 


families whose manner of living 


calls for more cars, more frequently, 


I can be sure of repeat sales.* 


These are the families 


who will keep me in business . . . 


if you'll keep me in touch with them.” 


4 
Wet 
© 


% 





/ a *House & Garden’s 


* car-owner readers 
are in the market for a new car 
5 times as often 
as the average car owner. 


(H&G’s latest prewar survey). 


House & Garden 


... reaches your dealer’s Preferred Prospects 
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Indicted on Gifts to GOP... 


5 More Mich. Dealers 


Face Political Counts 


DETROIT. — Five more new-car 
dealerships in Michigan have been 
indicted on charges of violating 
the Federal Corrupt Practices Act, 
which outlaws corporate contribu- 
tions to political causes. 

All the newly accused dealers 
operate in the Detroit area. The 
indictments were issued by a fed- 
eral grand jury to Federal District 
Judge Arthur F. Lederle. 

Arraigned Wednesday, all the 
indicted dealers stood mute and 
innocent pleas were entered for 
them. No trial date was set. 

Four Flint dealerships, previous- 
ly indicted on political fund 
charges by a Bay City federal 
grand jury, face trial Nov. 9. Not 
guilty pleas have been entered by 
the accused Flint dealers (see 
Automotive News, Oct. 11). 

The Detroit area indictments, 
which also named four dealership 
officers, were issued against the 
following: 

Merollis Chevrolet Sales & Serv- 
ice, Inc., East Detroit, and Dom- 
inic Merollis, president; Kessler 
Motors, Inc. (DeSoto-Plymouth), 
Detroit; Northwest Chevrolet Co. 
and Myron T. (Pat) Patterson, 
vice-president; North Brothers, Inc. 


Canada Agrees to Limit 


U.S. Iron, Steel Imports 

OTTAWA, Ont.—The Canadian 
government last week agreed to 
limit its imports of iron and steel 
from the U.S. to 200,000 tons in the 
fourth quarter of 1948. This is a 
cut of 22 percent from the average 
quarterly level in 1947 and 18 per- 
cent below the average in the first 
half of 1948. 

In instances where steel is sent to 
Canada for processing and is then 
reshipped to the U.S. in the form 
of semi-finished and finished steel, 
corresponding deductions will be 
made from the recorded data of im- 
ports into Canada. 


= at 


(Ford), Lincoln Park, and Ernest | 
North, president, and Hickey Mo- 
tor Sales, Inc. (DeSoto-Plymouth), 
Lincoln Park, and Dennis A. 
Hickey, president. 


The indictments accuse the 
dealers named of contributing 
more than $3,000 to the Republi- 
can campaigns of 1946 and 1948. 
The contributions were made, it 
is alleged, on the basis of $1 per 
each car delivered to the dealer- 
ships. 

According to the indictments, the 
dealers issued company checks 
payable to cash. The cash, it is 
charged, was used to purchase 
cashiers’ checks payable to the Re- 
publican party of Michigan. 

In the Flint case, the indicted 
dealers each were accused of hav- 
ing made flat $500 contributions to 
the GOP in violation of the Fed- 
eral Corrupt Practices Act. 

The $1-a-car charge was first 
raised last spring by State Atty. 
Gen. Eugene F. Black. The Bay 
City and Detroit indictments were 
both based on complaints made by 
Black. 

Thomas P. Thornton, federal 
district attorney, said the grand 
jury investigating the charges 
had not concluded its work. He 
hinted that more _ indictments 
could be expected. 

Merollis is accused of four separ- 
ate contributions to both the 1946 
and 1948 campaigns of the GOP. 
Patterson is said to have unlaw- 
fully consented to a hidden $650 
donation in 1946 and a $1,215 gift 
this year. 

The North Brothers indictment 
charges the corporation with mak- 
ing a $547 contribution to the Re- 
publican party last Feb. 27. Kess- 
ler Motors is accused of having 
made a $200 gift to the party in 
August, 1946. Hickey, the grand 
jury stated, made a $100 donation 
in 1946 also. 
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DESIGNED T0 MEAN... MORE PROFITS FOR YOU! 
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THE VIKING 


New car purchasers are always 
“travel-minded.”” You will find 
it easy and profitable to sell them 
nationally advertised ‘Travel Test- 
ed’ MAXIMILLIAN matched 
luggage . . . which they can con- 
veniently pay for as part of their 
cat payments. 





Men's 2-piece set consisting of 2-Suiter and Overnighter. Lightweight, overlep- 


ping steel frame. 





Solid brass hardware. Scientifically designed clothing fixtures, 


| jet ORDER DIRECT FROM THE MANUFACTURER fe) *7 ae == » 





FIRMAN LEATHER GOODS CORP 


Please ship following: 

No. 1C—2-pc. VIKING Set in Top- 
Grain Cowhide or imported Pigskin. 
No. 1D—2-pc. VIKING Set in 
Debult Cowhide. 









FIRM NAME 






ADORESS 


137 EAST 25th STREET, NEW YORK 10, N. Y 
No. OF SETS 











BUYER'S SIGNATURE j 
C2 Also send me illustrated catalogue. ‘and price Tist oF your complete Tine. 
ond 


CONSUMER PRICE - 


your 
DEALER'S COST INCL. FED. TAX 











$140.94 i 


$101.80 


CORY cnn STATE ce 
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COMICS FOR CHARITY—Henry Ford II, right, president of Ford Motor Co. and chairman 
of the Community Chests of America, receives a copy of a half-page of Chicago Tribune 
comic strip personalities urging support of the 1948 Community Fund campaign from Chester 
Tracy. The drawing was presented to Ford at a reception which 
preceded his address signaling the opening of the Chicago Community Fund drive. 


Gould, creator of Dick 


400 SAE Production Men 
Hear Story of Dynaflow 


CLEVELAND. — Spirited discus- 
sions and a near-capacity attend- 
ance marked the two-day produc- 
tion-clinic meeting of the Society of 
Automotive Engineers held here 
Nov. 21-22, 

More than 400 technical produc- 
tion experts heard a series of pa- 
pers delivered on outstanding fea- 
tures of the trade, with the session 
coming to a close at a supper meet- 
ing in which James F. Lincoln, 
president of Lincoln Electric Co., 
spoke on “Production—America and 
Europe.” 

In papers presented, Fred C. 
Pyper and A. G. MacDougall, of the 
Buick division of General Motors, 
discussed the manufacture of the 
Dynafiow transmission, 

They pointed out that the Dyna- 
flow transmission has a total of 
354 different parts. To manufac- 
ture and meet the rigid require- 
ments for accuracy at a suffi- 
ciently high volume,” they added, 
“it was necessary for Buick to 
purchase 493 new machines, re- 
locate, retool and in some cases 
rework 180 machines for the 
Dynafiow plant. . .. This repre- 
sents only the quantity of equip- 
ment required for our Roadmas- 
ter model. At this date we are 
well along with the tooling for 
adaptation of the Dynaflow to 
other models and the quantity of 
machines is greatly in excess of 
that number now.” 

Discussing the relation of the An- 
tioch process to the foundry, E. A. 
Canning, director of the Allison- 
Bedford foundry of the Allison divi- 
sion of G-M, declared that a great 
revolution will come within the 
next 10 years in the foundry in- 
dustry. 

He admitted the Antioch process 
is limited in economy. Yet, he 
added, experiments are being car- 
ried on with the “possibilities” be- 
ing “startling.” 

In a third paper, Dr. J. M. Ber- 
retonni, of the company bearing his 
name, discussed “Application of a 
Quality Control System to the Auto- 
motive Industry.” 

He maintained that controls pro- 
vide a constant source of valuable 
information and “lowered signifi- 
cantly operation cost” ... greatly 
reduced “because quality control 
sets in motion a host of beneficial 
results.” 

In his talk, Lincoln declared that 
“Russia is approaching the point 
where she might be able to out- 
produce us, and this progress is one 
of the principal reasons for the 
spread of her influence in Europe.” 
He added Russia has plenty of raw 





BBB Reports 37% Salt 


In Polarzone Antifreeze 

BALTIMORE.—The Baltimore 
Better Business Bureau reported 
last week that tests showed 
Polarzone antifreeze was made 
up of 36.8 percent salt base 
solids, 96.3 percent of which is 
calcium chloride. 

The bureau said the tests 
were conducted by Penniman & 
Browne, Inc., Baltimore chemi- 
cal engineering firm. Polarzone, 
manufactured by Federal Chem- 
ical Mfg. Co. of Baltimore, is 
being distributed to Eastern 
dealers in cans indicating it is 
@ permanent-type antifreeze, it 
was said. 
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materials, and this production chal- | 
lenge “is far more serious than the 
threat of the now diluted commu- | 
nistic political philosophy.” 

He urged that production be in- 
creased in America and that man- 
agement stop being “indifferent 
to declining productivity as long 
as the seller’s market holds.” 

Management, he maintained, must 
recognize its responsibility to the 
consumer “to produce better prod- 
ucts at less cost and must see that 
all workers share and sense their 
participation in the discharge of 
that responsibility.” 

Chairmen of the opening day’s 
panels were E. F. Gibian, chief in- 
dustrial engineer, Thompson Prod- 
ucts, Inc., and Joseph Geschelin, 
Detroit. The all-day Friday session 
was chairmaned by Robert F. Steen- 
eck, Cleveland district manager, 
Fafnir Bearing Co. 


Unfilled Orders 
Top 1,000,000, 
Oldsmobile Says 


LANSING.—Oldsmobile’s total 
number of unfilled orders has 
bounded over the 1,000,000 mark 
and is climbing still higher, ac- 
cording to General Manager Skin- 
ner. 

As of Oct. 10 there were 1,022,658 
unfilled orders for new Oldsmo- 
biles, Skinner said. Of this total, 
35.9 percent, or 367,570 orders, were 
for the Futuramic Series 98 model, 
he added. 

At the time of the 1948 announce- 
ment there were approximately 84,- 
000 orders for Series 98 Oldsmo- 
biles unfilled—a figure that has 
more than quadrupled in the past 
seven months despite delivery of 
50,499 Futuramic Oldsmobiles dur- 
ing that period of time, according 
to Skinner. 

Although an increasing percent- 
age of Oldsmobile’s production has 
been allotted to the Futuramic 
model, the plant has been unable 
to keep pace with the flood of new 
orders, he stated. This is due pri- 
marily, he said, to the limited sup- 
ply of cold-rolled sheet steel. 

Oldsmobile said its 1949 models 
will be announced in late Decem- 
ber, according to present plans. 





Dinners 


(Continued from Page 1) 
will be a commemorative booklet, 
to be issued in the next two weeks. 
Besides photos and articles detail- 
ing the history of the first 100,000,- 
000 vehicles, the booklet will con- 
tain interesting data on wages, 
prices, vehicle production costs, etc., | 


it is understood. 
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Commemorative Shield | 


| Sockets. 


Mt. Washington Motor 


Mount Washington Motor Co. 
Mount Washington, Ky., has been 
organized with capital stock of 
$35,000. Principals are Marvin R.., 
William F. and Elizabeth J. Porter. 





To help you get more value 
from your lubricating equipment, GRACO 
is expanding its nationwide team of dis- 
trict offices, automotive wholesalers, and 
service depots. Today five district offices 
staffed with factory-trained men carry 
complete stocks of parts and equipment. 
Fifty Authorized Service Depots located 
throughout the nation are equipped to 
give you fast, competent factory service. 

Ifa GRACO Wholesaler or Service De- 
pot is not listed in the classified section of 
your "phone book, write or call your 
nearest GRACO district office. 


GRAY COMPANY, INC., MINNEAPOLIS 
cr---------- 


GRACO DISTRICT OFFICES | 
LOCATED AT: I 
NEW YORK—601 West 26th | 
Street, tt Lehigh Bldg., 
Phone: Watkins 4-9266 ‘ | 
PHILADELPHIA— 2124-26 Fair- j 
mount Ave., Phone: Popular 
5-8437 1 
PITTSBURGH—5911 Baum Bivd., j 
Phone: Hiland 2202 | 
DETROIT—14561 Livernois Ave., | 
Phone: University 1-3827 | 
SAN FRANCISCO—141 1ith 
Street, Phone: Market 1-5941 | 


| 


GRACO 


SALES AND SERVICE 
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PROTECT THE CARS 
WITH 
KELBO BARS 





Speedy to Use—Light in 
Weight—Can Be Used with Stand- 
ard Towing Equipment. 


Write fer Literature 


Boyle Towing Equipment 





Standard Socket Set 29R 


Contains 


15 Standard %"’ Square Drive, 12 pt 
5 Deep Sockets for U. Bolts and 
Spark Plugs. 9 Handles for hundreds of 
wrench combinations. 


CHECK These Outstanding 
Features: 


@ Contains Sockets and Tools required 
for All-Around Work e Drop Forged 
of Highest Quality Chrome Alloy Steel 
e Protected by famous HINSDALE 
‘*Satin-Tone’’ finish e@ Packed in at- 
tractive, heavy metal case. 

FREE Illustrated Descriptive Literature on 

request. Address: 


HINSDALE MFG. CO. 
Dept. 538-P — 1728 W. Walnut St. 
Chicago 12, Ml, 
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SERVICE MEN HEAR LEE—"'Leadership and 
What It Takes" was the title of an address 
recently given by Dr. Ralph L. Lee, depart- 
ment of public relations, General Motors, 
before the Cincinnati Automobile Service 
Directors Assn. The meeting was under the 
joint auspices of the service directors and the 
Cincinnati ee cee om. oe - 
ganizations @ standing committees wor 
with each other on matters of mutual interest. 
Members of these committees are: Automo- 
bile Service Directors Assn.—Paul Grubler, 
Metropolitan Motor Co. (Buick): Charles Han- 
non, D. A. Bennett Cadillac Co., and Russ 
Single, Queen City Chevrolet Co. Cincinnati 
Automobile Dealers Assn.—Tom Jennings, Jen- 
nings-Buick, Inc.; Vernon Nugent, Castle Auto 
Sales (Hudson): Ed Gusweiler, Gusweiler's 
Pontiac, Inc., and Ceas Bernens, Citizens Mo- 
tor Car Co. (Packard). 





Gains 
(Continued from Page 1) 


running 9.06 percent behind the 
1947 pace. Production of both 
Mercurys and Lincolns is up ap- 
preciably, but Ford output is 
down 1846 percent due to the 
huge loss suffered during change- 
over activity. 

The statistics show that produc- 
tion of all General Motors makes 
is up over last year. As a unit, 
GM has increased car output 12.95 
percent in 1948. Chevrolet alone is 
building 16.43 percent more cars 
than it did in 1947. Pontiac had 
the biggest GM gain, with 17.81 


percent. 
—Bernr THOMAS 


Chevrolet Sets 
Truck Exhibit 


CLEVELAND. — At least 27 ex- 
hibitors are expected to show more 
than 75 pieces of equipment at the 
Chevrolet Truck & Equipment show 
in Cleveland’s Public Hall on Nov. 
10-11. 

At the same time, more than 450 
dealers and truck owners are ex- 
pected to attend a pre-show lunch- 
eon Nov. 9. Among those expected 
to attend are J. W. Burke, national 
truck sales manager. General ar- 
rangements are being made by A. L. 
Mercer jr., Cleveland zone truck 
manager. Herbert Brown, of Car- 
negie Body Co., is chairman of the 
equipment committee. 


William Ullman, Washington correspon- 
dent, keeps AUTOMOTIVE NEWS readers 
up to date on political and economic trends 
in the nation’s capital every week 





LIGHT TURNS WITH WHEELS—This light in the center of a 1949 Ford grille is termed 
¥ f needed for complete road illumination. 
it turns in a half-circle from right to left by means of cables 

ni Obviously, the light has been particularly engineered for the 1949 Ford. Called | 
the “Helms Master Light," it's a product of Helms tn 
Helms officials report that California, New Jersey and 
that ban this type of light. 


the latest accesso 
mechanism. 


wood Ave., Grand Rapids, Mich. 
Pennsylvania are the only states 
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GM Profits Soar 
To $327,155,222 
For New Record 


(Continued from Page 2) 


senting the excess of the net pro- 
ceeds of sales during the first six 
months of GM’s entire minority 
stockholdings in certain companies 
over the carrying value. 

Net sales for the third quarter of 
1947 totaled $941,733,864 and net in- 
come amounted to $75,658,274, equiv- 
alent, after regular dividends on the 


preferred stocks, to $1.65 per share | 





of common stock. 

For the first nine months of 1947, | 
net sales totaled $2,688,155,347. Net | 
income amounted to $213,217,476, 
equivalent to $4.62 per share of com- 
mon stock, after regular dividends 
on the preferred stocks. 

“The results for the third quarter 
do not fully reflect current in- 
creased material prices since a por- 





tion of materials used in the period 
was drawn from inventories which | 
had been purchased at lower than 
current prices,” the report stated. | 

GM’s profits in terms of inflated | 
dollars are currently running at | 
relatively high levels, the report | 
said. But in relation to sales the | 
current rate of profit is below pre- | 
war. 

In the six prewar years, 1936-1941, | 
General Motors’ average annual vol- 
ume of sales was about one and | 
two-thirds billion dollars. In 1947 | 
sales were more than three and | 
three-quarter billion dollars and in 
1948 are currently running at an an- | 
nual rate of approximately four and | 
one-half billion dollars. 

In 1947, net income was only 7% 
percent of net sales as compared 
with an average of 11% percent in 
the period 1936-1941. In 1948 net in- 
come is running at about 9% per- 
cent of net sales. 

Dividends per share paid to GM 
stockholders over the last 12 months 
have been at about the average pre- 
war rate but in terms of purchasing 
power were considerably less. 

“The cost of dies and special tools 
for producing new models is more 
than double the prewar cost and 
construction costs of manufactur- 
ing, assembly and distribution fa- 
cilities are substantially higher than 


| prewar,” the report continued. 


“For these reasons it has been 
necessary to retain a larger percent 
of earnings for reinvestment in the 
business and, hence, to pay a small- 
er percent in dividends. In the 
month of September, however, a 
dividend of $1 per share was paid 
as against the $.75 per share paid in 
March and June of this year. The 
improvement in earnings in 1948 is 
due importantly to the fact that 
new corporation facilities have 
come into extensive use, there has 
been an improvement in efficiency, 
and there has been a somewhat bet- 
ter supply of materials. 

Net working capital at Sept. 30, 
1948, amounted to $1,091,626,994, 


compared with $865,373,105 at Dec. 
31, 1947, and $846,942,654 at Sept. 30, 
| 1947. 

Inventories at Sept. 30, 1948, to- 
taled $718,383,913, compared with 
$692,889,191 at Dec. 31, 1947, and 
$728,284,495 at Sept. 30, 1947. 





A movable Sealed Beam unit, 
attached to the car's steering | 


dustrial Development Co., 2145 Edge- | 
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sound proof ceilings and an auto- 
matic sprinkler system for fire 
prevention. The 73,000 square feet 
of space houses offices, workshops 
and modern showrooms. 





Carling Ave. A number of the 
firm’s executives from both the 
U. S. and Canada took part in the 
ceremonies. 

The building features fluorescent 
lighting, electrically operated doors, 


I-H Opens $700,000 Outlet 


To Serve Canadians 
OTTAWA, Ont. — International 

Harvester Corp. has opened its 

new $700,000 headquarters here on 


USED SURPLUS VEHICLES 
Priced to Sell! 


250—GMC 2!/,-Ton 6x6 TRUCKS 


WITH AND WITHOUT WINCHES 
FLAT BEDS—CARGO BODIES—DUMP BODIES—TANKS 


30—1!/.-Ton 6x6 DODGE PERSONNEL CARRIERS 
32—CHEVROLET 4x4 TRUCKS 


WITH AND WITHOUT WINCHES 
CARGO AND DUMP BODIES 


40—!/, and 3,-Ton WEAPON CARRIERS 
14—3;,-Ton DODGE AMBULANCES 

















ALSO AVAILABLE 


1500 TONS TRUCK PARTS FOR SURPLUS ARMY VEHICLES 


(Complete Trucks Sold for Parts) 





SPECIAL DISCOUNTS TO QUANTITY PURCHASERS AND DEALERS 
WRITE—WIRE—PHONE 


| PACIFIC ASSOCIATES, INC. 


3200 26th S. W. Phone WEst 1141 Seattle, Washington 








HOW TO GET 
PROFITS FROM 
INVENTORIES 


as described in this timely, FREE book. 
SEND FOR YOUR COPY TODAY. 


Yes, thousands of businesses are successfully applying 
the principles of effective inventory control outlined 
in this unique book! And it’s yours for the asking— 
Remington Rand’s new, authoritative 24-page study 
“How To Get Profits From Inventories.” It’s packed 
with helpful facts, figures, charts that will show you 
how to attain a realistic picture of your inventory 
status...whether your position is safe or precarious... 
whether you're acting on facts or guesswork. 

Today, more than ever, you need positive, accurate 
control over inventory ... to prevent costly overstocks 
and to avoid shortages of fast-selling items. You can 
have such control—and this booklet tells how—with 
a simplified system that will cost you less for clerical 
upkeep than you're probably paying right 
now ... and that will save time for you in 
your own day-to-day control of buying and 
selling. Act quickly — mail coupon today. 





THE FIRST NAME IN BUSINESS SYSTEMS 





315 FOURTH AVENUE + NEW YORK 10,N. Y. 


‘ Yes—send FREE copy of your new 24-page i 
i book, “How To Get Profits From Inventories.” ' 
; NAME.. 4 
' COMPANY : 
i ADDRESS t 
; city ZONE STATE ; 


AN-I1 
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Employment has 
production has 
1% to 3 


in operations. 


Twin Coach Steps Up itidn St:-4O0: end 


Buffalo Plant Output been stepped up from 


BUFFALO.—The Buffalo plant| buses a day. 
of Twin Coach Co. has recalled 
300 workers during the last 30 days, 
recovering from a summer slump 
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Others are profiting from AUTOMOTIVE 
NEWS want ads. Why not you? 


most dealers need 
Additional Insurance ; 





Here's PROOF 


(The following 1s an actual case—but the net cost of your 
insurance depends upon your rate. The principle shown here 
applies to every dealer.) 


1946 


An authorized dealer placed $25,000 fire insur- 
ance protection with an ordinary company at a 


net cost of . $225.00 


The dealer switched to Universal Underwriters. 
His net cost for the identical protection on the 


same property was only .  . $] 57.50 


With the $67.50 he saved, the dealer bought 
$10,700 ADDITIONAL fire insurance through the 


Universal Underwriters 


42% MORE Fire Insurance 
for the SAME Net COST! 


Since 1922 thrifty-wise dealers have re-invested their Uni- 
versal Underwriters dividends in additional insurance . . for 
sure econcmical protection 


1947 


1948 


Fire, Windstorm 
and Allied Lines 


Write us today for full information about 


your insurance No obligation. 


~ UNIVERSAL UNDERWRITERS 


1000 R. A. LONG 


costs, 


BLDG KANSAS CITY 6, MO 


Sales Bidg 20045. 8B ete 205 Notional Bank of Commerce Bid 
egon TT 


Norfolk, V 








MODERN QUARTERS “WINTERPROOFED” WITH BYERS WROUGHT IiON PIPE—Bennett's 
Motor Co., (Ford) Salt Lake City, Utah, assured warm dry floors inside their modern building, 
and a snow-free driveway and sidewalk outside, by installing both radiant heating and a 
snow melting system. Grids, made from Byers Wrought Iron 14-inch pipe were embedded 
in the inside floors of the 160 by 130 foot building. A herring-bone pattern was used, to 


clear pits and floor islands. Six individual grids permit “zoning.” Hot water, supplied by a | 


Pacific oil-fired boiler, is circulated by Bell and Gossett pumps; a Fulton Sylphon controls 
operations. In the driveway, sinuous coils were installed; hot water will be circulated as 
soon as snow or ice appears, keeping driveway and sidewalk clear. Mr. H. C. Warner, 
Manager, reports their experience as very satisfactory, and recommends this type of heating 
installation most highly. Architects on the Bennett building were Young and Hansen. The 
heating installation was designed by Paul O. Huber and Rushby C. Midgley, engineers, 
and A. H. Walsh Plumbing Co. fabricated the coils. This is one of several dozen recent 
radiant heating installations with Byers Wrought Iron pipe, which has been made in 
garages and stations. User reaction has been extremely enthusiastic and wide-spread 
interest has been aroused. 


A. M. BYERS COMPANY PITTSBURGH, PA. 
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Auto 
Advertising 


Twenty-five hundred newspapers 
with a combined circulation of 34,- 
000,000 will be used every other 
week to carry the weight of a new 
Hudson fall advertising campaign 
headlined “The modern design for 
’49,” according to M. M. Roberts, 
director of advertising and mer- 
chandising. 

Roberts said that four national 
magazines, Saturday Evening Post, 
Collier's, Time and Newsweek, will | 
be used during November, Decem- 
ber and January to carry full- 
page, four-color advertisements 
with the new theme. 

Special full page, four-color ad- 
vertisements featuring Hudson’s 
recently introduced convertible 
brougham will run in the New 
Yorker December issue and in the 
Esquire January issue. 

Further to amplify the com-| 
pany’s message, 24 sheet posters | 
will be used nationally during No- 
vember and January. Complete 
coverage of the U. S. with spot 
radio will be used to carry the| 
new theme in November. 

* + ha 


Nash in Canada 


An extensive advertising cam- 
paign has been lined up to intro- 
duce the new Nash Airflyte line of 
autos in Canada. Roto sections of 
weekend papers will carry double- 
page spreads and space has been 
booked in dailies ranging from 
1,500 lines in major cities down 
to 420 lines in smaller centers. 
Billboards as well as window dis- 
plays by dealers will tie in with 
this program. 

* 


Hebert Upped 


Gordon Hebert has been named 
assistant manager of the New Or- 
leans Times-Picayune’s general ad- 
vertising department. 

Hebert, who will be assistant to 
Roland Ladreyt, manager of gen- 
eral advertising, will also continue 


in charge of automotive advertising. 
+ + * 


LH] Cuts Rates 


Curtis Publishing Co. has an- 
nounced a 5 percent reduction in 
Ladies’ Home Journal rates. 

The company gave as its reason 
the decline of the magazine's circu- 
lation below the 4,500,000 rate base 
on which advertising charges were 
previously set. 

* 





* * 


* * 


New K-F Program 


Kaiser-Frazer and its 4,200 deal- 
ers started sponsoring the radio 
program, “The Thin Man,” over the 
Mutual network last week. 

The program will be broadcast 
from 10 to 10:30 p.m. (EST) each 
Thursday. Claudia Morgan and 
Les Tremaine will play the leading 
roles of Nora and Nick Charles. 

Dashiell Hammett, who wrote the 
mystery novel, “The Thin Man,” 
creates, supervises and edits the 
program. Arrangements are being 
made for local identification of K-F | 
dealers with the program. 

* oe + 


Parade Tops Linage 








Parade magazine has announced 
its linage for the first six months | 
of 1948 is up 53 percent over the | 
same period of last year and read- | 
ership is continuing at an all- time | 
high. 

Also, the publication is credited | 
by Starch with 71 “firsts” out of 71) 
identical ads in the slicks and 96} 
“firsts” out of 111 identical ads in 
the syndicated Sunday magazine | 
field, according to Parade. 


Names 


John W. Newey, recently re-| 
signed as vice-president of United | 
Aif Lines, and William L. Ayers, | 
who founded the public relations | 
firm of William L. Ayers & Asso- | 
ciates in 1946, announce the for- | 
mation of Newey-Ayers Organiza- | 
tion, 608 S. Dearborn St., Chicago | 
5, Ill. The new firm will offer pro- | 
fessional management counsel in 
the specialized fields of stockholder 
relations and relations with the | 
financial community. 


Maury Baker has been appointed | 
advertising, promotion and public- | 
ity manager for KGO (ABC), a | 
Francisco. He succeeds Robert 
Laws, who resigned to take anf 
the post of Western television ad- 





| vertising manager for the Philco | 


| Corp. 
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Here's the new Hope Catalog with a complete 
line of storage and display equipment for 
your needs... 
e Commercial Shelving 
e Storage Cabinets ® Steel 
Counters @ Parts Bins 
e Bulky Racks @ Display 
Units © Wrapping Tables 
® Shop Foremen’s Desk 
e Truck Bins @ Mail Racks 
® Small Parts Drawers 
® File Counter High Cabi- 
nets @ Inventory Control 
Cabinets. 
Write. now for your copy 
of the Hope Catalog. 


IO Ps 


METAL PRODUCTS, INC. 


1503 ROCKWELL AVE. 
CLEVELAND 14, OHIO 



























Storage 
Shelving Cabineis 


AUTOMOTIVE NEWS, the Newspaper of the Industry, read by everyone who counts 
in America’s No, 1 Industry . . . an estimated 90,000 readers weekly! 
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WHOLESALE 


USED CARS 





USED TRUCKS 


all makes & models 
visit Detroit and see 


LEWIS F. BROWN, Inc. 


AUTHORIZED DEALER 





USED TRUCK LOT 
11644 Livernois 
near Webb 
Detroit 4 
WEbster 3-7747 


10300 Gratiot Ave. 
near French Road 
Detroit 13 


USED CAR LOT | 
WAlnut 5-1200 
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lt sed-Car Dealers .. . 





Urged to Gear Inventory 





To ’40-42 Demand 


PHILADELPHIA.—The major} increasing market for '40, 41 and 


problem confronting the used-car 
merchant today is to adjust his in- 
ventory of cars to meet the current 
demand for medium-priced trans- 
portation, Cyrus S. Gorson, presi- 
dent of the Philadelphia Used Car 
Dealers Assn., told a meeting of the 
organization’s executive committee 
last week. 

“Many of the customers on new- 
car dealers’ lists,” Gorson said, 
“now find it impossible to pay the 
ever-increasing delivered price of 
even the cheapest make and will 
have to look to the used-car dealer 
for a car within their means. 

“To those dealers who are alert to 
the situation, this represents a gold- 
en opportunity to develop an ever- 


Advertising Code OK’d 


For Dayton Area 

COLUMBUS, O.—The Miami Val- 
ley Used Car Dealers Assn. and 
the Montgomery County Dealers 
Assn., at a meeting at Dayton, 
adopted a code of standards for 
automobile advertising. The code 
has been approved by the three 
daily newspapers at Dayton. 

Among the provisions of the code 
is one that requires that automo- 
biles advertised for sale must be 
in the possession of the advertiser 
at the address given in the copy. 

Only known finance companies 
will be permitted to advertise re- 
possessions. The phrase “open Sun- 
day” is to be eliminated from all 
advertising copy. 

* * 


Auto Purchases Lead 


To Bad Check Charge 


DANVILLE, Pa. — Kenneth L. 
O’Day of Warren, Pa., has been 
jailed here on charges of passing 
$10,000 in worthless checks as part 
of an alleged automobile confidence 
racket. 

O’Day was said to have purchased 
three cars with checks issued on the 
Warren national bank, where no 
funds were available to cover them. 
Authorities believe O’Day had in- 
tended to make quick sales on the 
cars and then cover the checks 
with the proceeds. 

o * + 
Springfield Property Levy 
To Hit Most Dealers 

SPRINGFIELD, Mass.—Although 
virtually all of Springfield’s used- 
car dealers protested the board of 
assessors’ action in assessing all 
stock in trade as personal prop- 
erty last January, 


ment of the tax. 
The assessors disclosed that 21 


dealers filed application for abate- | 


ment, which were denied. The deal- 
ers, however, have the right to 
appeal to the appellate tax board. 
Sixty-nine other dealers took no 
action, and now will be forced to 
pay the 1948 levy despite earlier 
claims that they are being assessed 
illegally. 


* * * 


Illinois Dealer Named 


In Non-Delivery Suit 


ST. LOUIS.—Carl A. Kelly, a 
used-car dealer in Carlinville, IIl., 
who is charged with obtaining 
money under false pretenses in con- 
nection with the acceptance of a 
cash deposit on a new used car 
which was not delivered, has been 
released on a $2,500 bond after 
waiving a preliminary hearing. 

The charge was made by Mrs. 
Mario J. Finn of Alton, Ill, who 
said she gave Kelly $1,100 as a de- 
posit on a new-used car which was 
to have been delivered within 60 
days after the payment had been 
made. Mrs. Finn said she was un- 
able to obtain delivery of the car 
within the specified time and when 
she asked for the return of her 
money Kelly told her to return later. 

* ft a. 


Everly Moves 


HERINGTON, Kans.—L. L. Ever- 
ly, local used car dealer, has pur- 
chased a building at 110 W. Main 
and moved his office to that loca- 
tion. He has also purchased new 
Shop equipment and plans to oper- 
ate a modern automotive repair 
Service. 





only 21 now) 
stand a chance of avoiding pay- 





’42 models.” 

Gorson said that conditions for 
the next two years will create a 
fertile field for medium-priced 
used cars. So long as wages, steel 
and the various other elements 
that go into the manufacture of 
automobiles remain high, new-car 
prices cannot come down, he said, 
adding that the used-car mer- 
chant is in a position to reap the 
benefits of this situation. 

The outlook for the spring mar- 
ket is excellent, Gorson said, and 
any sag that occurs in prices during 
the fall and winter will be absorbed 
when warm weather buying begins. 

a * + 


Dealer Seeks Recovery 


Of Stolen Plymouth 
GREENFIELD, Mass. — Hartwin 
Motor Sales, Inc., of this city, last 
week sought the aid of AUTOMOTIVE 
News readers in its effort to re- 














cover a 1947 black Plymouth two- 
door coach, which it said was stolen 
June 4, 1948, 

Benjamin B. Winer, treasurer of 
the firm, described the car as fol- 
lows: Motor number P15-299234, 
serial 11666919. The car had plastic 
wheel rings, radio and heater, and 
the left interior kick panel was 


| scuffed noticeably, said Winer. 





Bankruptcy Suit Names 


Indiana Trailer Maker 


TERRE HAUTE, Ind.—A petition 
asking that a receiver be appointed 
for Hoosier Rambler Corp., maker 
of auto trailers here, has been filed 
in federal court here by three firms 
who claim the corporation is in- 
debted to them for $14,000. 

The petitioners, the Indianapolis | 
Plywood Corp., Central Rubber & 
Supply Co. and the Pease-Overton 
Co., also charge the Hoosier firm 
with transferring some of its assets 
to another creditor. They want a 
receiver until a trustee in bank- 


Chambers Is Chairman 
A. B. Chambers, president of 
Chambers Motor Co. (Ford), Des 
Moines, Ia., has been named general 
chairman of the Des Moines Com- 
munity Chest campaign. 





~~ veel 


~~ 


The New Commodity... 
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DODGE-SUPERIOR HEARSE—Availabie for the first time to funeral directors on Chrysler, 


DeSoto and Dodge chassis are these hearse bodies by Superior Coach Corp., 
Shown at the National Funeral Directors Assn. 


Lima, O. 
convention in Detroit, the company's new line 


also includes ambulances and combination landaulets and flower cars for Chrysler Six and 


New-Car Sales’ 
Show 12 Pct. Dip 


In Minneapolis 


MINNEAPOLIS. — New-car sales 
here and in surrounding Hennepin 
county dropped 12 percent in Sep- 
tember after having gained steadily 
since May. The month’s total was 
1,683 compared with 1,904 in Au- 





rolet’s 305 sales during the month. 
305 sales during the month. 

Truck sales totaled 308 in Sep- 
tember throughout the county, com- 
pared with only 256 in August. In 
this category, Chevrolet topped 
Ford 87 to 73. Dodge’s 37 truck 
sales took third position. 

Through the first nine months of 
1948, 16,227 passenger cars had been 
delivered in Hennepin county. 
Chevrolet sales accounted for 3,305 
of the total, followed by Ford with 


gust. Ford, with 389, topped Chev- | 1,945 and Plymouth with 1,606. 









The forty-hour week, legislated as a 
work spreader in 1933, also proved to be 
a slow-fused social revolution. Consider: 

The worker now averages only 7014 
full days per year at work, sleeps 51 full 
days more than he works! .. . after work 
and sleep, has 172 days, 47.5% of his 
whole year unclaimed. And for the first 
time faces the new problem of leisure! 

For Californians, the solution has been 
relatively simple—spend most of the 
free time outdoors. A one-season 
year requires less energy. Here the = 


effects of leisure are already evident. \ we 


Leisure changes people... They « 
relax, store up new strength, get 
bored, and busy... New interests, 
activities, habits follow. 

Leisure will affect business far more 
than most business men realize... make new 
markets for gentleman farming and good 
books, correspondence courses, second 
cars, and items too numerous to mention... 


including newspapers. 


ConseQuentty, The Chronicle, avant 


garde and never outdone, recently started 


a new Leisure Section on Sunday, about... 
glass walls to bring gardens indoors, new 
patios, sleeping porches... horticulture, 
amateur animal husbandry, horse shows, 
field trials...small boat sailing, glider 
flying, square dances, picnic lunches... 


chess, clothes, cars, cameras, concerts, art 





7 2” 
= ° 


ast 


“ws bus franchises, strike issues, business, 


exhibits, hikes, pets, new records, holidays 
in Hawaii, Mexico, Alaska... Content 
open to every interest not too exclusive. 


Showing people how to do less of 


what they don’t like... more of what they 
do, is a Chronicle policy that works very 
well with people who like The Chronicle! 


Tue Chronicle probably carries more 
general news than any paper west of New 
York — international, UN, foreign 

policy, atom control, city budgets, 
”  education...plus opinion, history, 
music, art, books .. . Experienced 





7 editors know people don’t read 
7 


readers depend on it to keep informed! 


such heavy stuff—but Chronicle 


There are enough such readers to 
put The Chronicle in every third home in 
the city, every fourth home in the suburbs 
...in every locality, income, social and 
age group...And their confidence in 
The Chronicle makes this newspaper an 
unusually resultful advertising medium, 
that carries the load for specialty shops, 
department stores, fashion merchandisers 
..and gets acceptance for new products in 
super-markets, drug and grocery stores— 
gets more customers for motor cars than 
any other medium in this market! 

For the quick turn or the long pull... 





The Chronicle is your first choice—in a 


first choice market! Ask any SWF man! 


San Francisco Chronicle 


Sawyer, Fercuson, WALKER Co., National Representatives, 
New York, Chicago, Detroit, Atlanta, San Francisco, Los Angeles 
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Trial to Start Nov. 15... 


Knetzer, Kramer Deny 


Fraud Plot Charge 


ST. LOUIS.—Robert L. Knetzer 
and his partner-distributor, Arthur 
F. Kramer, indicted Oct, 22 by a 
Madison county (Ill) grand jury on 
charges of conspiracy to defraud 
and obtain money by false pre- 
tenses in connection with sales of 
new and new-used automobiles in 
their alfalfa fields near Jerseyville 
and Edwardsville, Ill., pleaded not 
guilty at arraignment in Edwards- 
ville last week. 

In the meantime, Knetzer’s at- 
torney was instructed to file a 
schedule of assets and liabilities 
before Referee in Bankruptcy 
Thomas Williamson, Edwardsville, 
by Nov. 10. Trial on the indictment 
charges is expected to start Nov. 15. 

Kramer’s assets, thus far found, 
consist of $26,917 in bank accounts 


Florida Dealers 
Hear Williams 
Cite Dangers 


ST. PETERSBURG, Fla.—Danger 
signals in the dealer business were 
pointed up here last week by 
Walker A. Wil- 
liams, general 
sales manager of 
Ford, at the Flor- 
ida Automobile 
Dealers Assn. an- 
nual convention, 

The sun is won- 
derful, said Wil- 
liams, but you 
can get too much 
of it, referring to 
the sunny days 
in the automobile 
business. He cited these signals of 
sunburn: 

1. Huge inventories of parts and 
accessories, up almost 200 percent 
since the end of the war, while 
sales of these items have increased 
only 100 percent. 

2. Operating expenses up 150 per- 
cent since 1941 and still climbing. 
What is going to happen if the 
present used-car gross profit sinks 
to a loss? 

3. Dealer cash reserves are drop- 
ping off despite profits during the 
last few years. Nothing will 
weaken a dealership like insuffi- 
cient capital. 

4. Public disfavor, created by 
some but reflecting on all. 

“Just as sure as we have a buy- 
er’s market,” Williams said, “we 
must be ready with a seller’s pro- 
gram.” 

He suggested that dealers: 

1. Get into the used-car business, 
hire good salesmen under a quality 
program and train them, 

2. Improve employe relations 
through incentive pay, better com- 
munications with top management, 
a greater effort to assign responsi- 
bility and authority, and assign- 
ment of a monthly objective for 
all departments. 

3. Participate more in community 
affairs. 

Walker said that a whole new 
sales and service approach is need- 
ed in which high pressure will be 
succeeded by thoughtful selling 
based on service to the customers. 





W. A. Williams 


and cash and three notes, totaling 
$1,500,000 and said to have been 
given to Kramer by Knetzer last 
Sept. 1. Kramer’s inventory made 
no mention of an additional $1,000,- 
000 Kramer has alleged that Knet- 
zer owes him, 

Kramer admitted in his volun- 
tary bankruptcy petition that he 
has about 1,340 creditors and 
owes $2,386,065 to persons who 
paid for “new-used” cars but 
never received delivery. 

I. H. Streeper, Alton (IIll.), re- 
ceiver for Kramer, said he is seek- 
ing to learn more from Kramer 
about the titles of 13 automobiles 
seized from the bankrupt. Some of 
the titles are missing and the still 
unanswered question is whether 
the machines belong to the Knetzer 
estate or the Kramer estate. 

That the office of Illinois Secre- 
tary of State Edward J. Barrett 
had knowledge of irregularities in 
the Knetzer-Kramer transactions 
was charged by G. William Hors- 
ley, receiver for Knetzer. 

Asserting that the records showed 
there had been “title-jumping” and 
other violations of state automobile 
title laws, Horsley exhibited photo- 
static copies to substantiate his 
charges. 

Members of the Illinois Auto- 
motive Trade Assn, have stated 
they presented photostatic copies 
of titles of machines sold by Kra- 
mer which they contended showed 
the titles were never in Kramer’s 
name, as required by law—but, 
instead, showed the titles were 
transferred directly from _ the 
used-car dealer, from whom Kra- 
mer purchased the machines, to 
persons who finally bought them 
from Kramer. Under the Illinois 
law, a dealer’s name must appear 
on the title of an automobile even 
if the dealer holds the machine 
only one day. 

A delegation of about 20 automo- 
bile dealers, including state officers 
of the trade association, has visited 
Barrett’s office to demand a revoca- 
tion of Kramer’s license. 


Packard Names 


+ + 
Hunt in Chicago 

DETROIT.—Karl M. Greiner, 
vice-president and general sales 
manager of Packard Motor Car Co., 
has announced 
appointment of 
Fred M. Hunt as 
Chicago zone 
manager. 

Hunt had been 
assistant eastern 
regional manager 
for Packard since 
last July. He suc- 
ceeds J. C. Clen- 
nan, who is to 
assume new du- 
ties in the Pack- 
ard field organization. 





Fred M. Hunt 





Yager to Modernize 


Yager Pontiac Co., Albany, N. Y., 
has been granted a building permit 
to modernize its salesroom and 
make interior alterations to its 
building at 470 Central Ave., at an 
estimated cost of $22,000. 





TRUCK TIRE SALESMEN—U. S. Rubber Co. truck tire sales representatives from all parts 
of the country in Detroit for a three-day conference to discuss sales policies and problems. 
Left to right: D. A. Buchanan, Denver; J. A. Napier. Pittsburgh; H. U. petes, Kansas City; 


M. P. Frazer, Dallas; F. A. Burrows, Chicago; 
N. Kalar, Baltimore; A. H. Crandall, Detroit; 
Bowen, New York; C. é. 


York; J. G. Berry, Detroit; B. H. 


asey, Boston; 
Faucher, New 
S. Shull, 


J. Timmins, Buffalo; T. H. 
E. B. Tower, New York: J. A. 
Currie, New York; |. 


Los Angeles; G. M. Stombaugh, Canada; S. V. Koziara, St. Louis; B. Waisanen, Portiand, 


Ore.; J. F. Arthur, Seattle; S. 
San Francisco; C.'H. Wallace, Los Angeles; 


Hemphill, Atlanta; J. G. 
G. D. Headley, Philadelphia. 


Whitten, Cincinnati; L. P.- Reuland, 





Dealer Wins Test 
Of Franchise Suit 


ainst Hudson 


PHILADELPHIA. — A former 
Hudson dealer has won the first 
round of his franchise-breach suit 
against the Hudson factory and its 
local distributor. 

Federal District Judge J. Kirk- 
patrick denied a motion to dismiss 
the suit brought by Ocean County 
Motors, Toms River, N. J. The 
motion was made by Beeching 
Motor Co., Hudson distributor here 
and co-defendant in the litigation 
with the factory. 

Phil Maimone is owner of Ocean 
County Motors, which held a Hud- 
son franchise from 1932 to 1947. 
The firm now has a Cadillac fran- 
chise. 

Maimone had charged that 
Beeching violated the franchise 
agreement by fefusing to sell the 
dealer as many cars as the dealer 
ordered in accord with prewar de- 
livery allotments. 

Under Pennsylvania law, Judge 
Kirkpatrick said, “this contract 
contains an implied term that the 
distributor will sell Hudson cars 
to the dealer on the dealer’s or- 
ders.” 

“The complaint alleges that the 
defendant discriminated against 
the plaintiff and in favor of other 
dealers in selling its available 
cars,” he added. “All that need be 
determined now is that the plaintiff 
may be able to prove a state of 
facts consistent with the complaint 
which will entitle him to relief.” 

Maimone had contended that the 
appointment of 1,200 new Hudson 
dealers after the war caused his 
potential to be reduced from a 5 
percent average to minus 1 percent. 

No trial date was set. Factory 
and distributorship officials de- 
clined comment. 


Willys to Build 
All Jeep Bodies 


TOLEDO.—Building of all bodies 
for the Universal Jeep will be 
started at the Toledo plant of 
Willys-Overland Motors in mid- 
December, it was announced last 
week by William E. Paris, vice- 
president in charge of manufac- 
turing. 

Tools, dies, jigs and fixtures for 
the Jeep body-building operation 
have been transferred to Toledo 
from the American Central divi- 
sion, Avco Mfg. Corp., where the 
Jeep bodies were previously built, 
Paris revealed, The move has been 
made as a further step in the in- 
tegration of Willys-Overland oper- 
ations, Paris explained. 


Parley Is Set 
By Underwriters 


KANSAS CITY.—The committee 
of Trustees of the Universal Under- 
writers will hold its semi-annual 
meeting Nov. 5, in the home office 
of Lynn Underwriting Co. here, ac- 
cording to J. J. Lynn, president. 

Trustees expected to attend are: 
L. S. Snow, chairman, Oak Park, 
Ill.: W. B. Swaney, Ft. Dodge, Ia.; 
W. L. Hughson, San Francisco; 
L. C. Cargile, Texarkana, Arkansas- 
Texas; Chip Barwick, Memphis; 
Rudy Fick, Kansas City; Bill Froe- 
lich, Los Angeles; D. G. Kelly, 
Grand Forks, N. D.; Fred R. Beas- 




















JUST LIKE A CIRCUS—The Dodge exhibit at the Atiantic Rural Exposition in Richmond, Va., 
was sponsored jointly by Smith-Utterbach, Inc., and Lawrence Motor Co. Inside the tent, 
visitors hitting the bullseye on a dart board were given miniature Dodge cars. 


Detroit Auto Steel Supplier 
To Boost Its Capacity 


plies “nearly all” automotive plants 
in the Detroit area, reported that 
$8,000,000 to help finance its expan- 
sion had been made available by 
“interested customers.” Another 
$10,500,000 is being borrowed from 
the Reconstruction Finance Corp. 

Financing from “interested cus- 
tomers” is being secured by second 
mortgage notes. RFC will get first 
mortgage rights. 

McLouth’s steel output is of the 
variety used by the auto industry 
principally for trim moldings. Ne- 
gotiations are under way to assure 
the company an adequate scrap 
supply, McLouth said. 

He stated in a letter to stock- 
holders that the company had pur- 
chased an electric furnace plant at 
Indiana Harbor, Ind., from the War 
Assets Administration, and would 
move it to Trenton. He said melt- 
ing capacity of the plant would be 
hiked by the addition of new fa- 
cilities. 

Capacity operation is scheduled 
ae the middle of 1949, McLouth 
said. 


DETROIT.—McLouth Steel Corp., 
supplier of hot and cold rolled sheet 
and strip steel to Detroit automo- 
tive plants, announced last week 
that it plans the construction of an 
integrated mill in Trenton, a De- 
troit suburb. 

Donald B. McLouth, president, 
said the mill would more than 
double the company’s present out- 
put capacity. 

The company, which said it sup- 


New-Car Sales — 
Seen at 314,000 


In September 


DETROIT. — September new-car 
registrations should total approxi- 
mately 314,000, statisticians for R. 
L. Polk & Co. estimated last week 
on the basis of registrations tabu- 
lated from 31 states. A total of 
145,487 new cars was registered in 
the 31 states in which tabulations 
have been completed. 

The 145,487 new cars registered 
in September compared with 116,- 
446 new cars from the same states 
for September, 1947. For the first 
three quarters of the year, January 
through September, the total new 
passenger cars registered will be 
slightly more than 2,500,000, it was 
said. 

New-truck registrations for Sep- 
tember, based on tabulations com- 
pleted in 30 states, were expected 
to reach 94,000, slightly more than 
the August total of 91,923 new 
trucks, but less than previous 
months during the spring. A total 
of 40,154 new trucks was registered 
in the 30 states for September, as 
compared with 29,777 new trucks 
in the same month last year. 

It was estimated that during the 
first three quarters of the year a 
total of more than 800,000 new 
trucks was registered. This com- 
pares with 650,000 truck units reg- 
istered in the first nine months 
of 1947. 









































Slocum 


(Continued from Page 1) 
260; tires, 15; service equipment, 
80; trailers (called caravans), 20, 
and a motor boat show with 50 
exhibitors which will attract 
plenty of admissions. 

The United States is represented 
by all General Motors and Chrys- 
ler divisions, plus Hudson, Lincoln, 
Kaiser-Frazer, Packard and Stude- 
baker. There are 32 British ex- 
hibits, including Ford; six French 
and one Italian. 

British regard this principally as 
an export show, since 75 percent 
of car production, now running at 
320,000 annually, is being exported. 
Car exports average 20,000 monthly. 

* + + 


UESDAY night at the manufac- 

turers and traders dinner, Min- 
ister of Supply G. R. Strauss said: 
“Last year’s exports of cars and 
trucks brought in 400 million dol- 
lars of foreign currency, or rather 
the essential goods this foreign 
currency can buy. 

“Or, put another way, our Brit- 
ish automotive industry is pro- 
viding our people with 12 million 
dollars worth of imported foods 






Top Trucks 


New truck registrations for 
eight months, plus 30 states for 

































er: 
eg titan 1947 Pos, || @nd raw materials every week.” | ley, Athens, O.; Stanley H. Horner, 
1—216,964 Chev. 145,686— 1 He also stressed the fact it was} Washington; James A. Davis, Hut- 
2—171,527 Ford 144,383— 2 ||% Superior designed product that| chinson, Kans.; A. B. Smith, Port- 
3— 97,087 Inter’! 719,007— 4 had won acceptance in the U.S.A.,| land, Ore., and E. M. Mackemer, 
4— 81,542 Dodge  91,017— 3 || Ot Shortages. Peoria, Ill. 
5— 57,144 Willys 33,157— 6 
6— 50,818 GMC 34,129— 5 
7— 35,453 Stude. 29,171— 7 
8— 8,630 Reo 9,367— 8 
9— 8578 White 9,076— 9 
10— 8,174 Diam. T 7,318—I11 
ll— 17,496 Mack 7,386—10 
12— 4,299 Divco 3,276—13 
18— 3,356 Federal 4,060—12 
14— 2,210 Brockway 3,057—15 
15— 1,980 Autocar 3,216—14 
16— 1,900 Crosley 
1ji— 676 FWD 831—17 
18— 3834 Sterling 420—18 
19— 309 Kenworth 
20— 230 W.L’France 285—19 









21— 134 Oshkosh 186—20 
22— 112 Hudson 2,298—16 
- oe DOUBLE NASH CELEBRATION—D. Nash Co i iewed the 
H all a . ed its lant and t 
Total All Makes 1949 model at the same time. Shown in ont of ie daalesditels wane building. oy (left to 
760,630 610,416 right): Jack Anderson, Nash's Dallas district manager; A. L. Ingalls, president of Dallas 






Nash Co.; Clay Doss, Nash general sales manager; Miles F. Hall, Dallas Nash general man- 
ager; John L. McQuig, Detroit manager for Geyer, Newell and Ganger advertising agency; 
R. R. Compton, Nash sales promotion manager; R. L. Alexander, Dallas zone manager, @ 
Robert Price, assistant zone manager. 


For further details see page 
18, today’s issue. 
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Scrappage Rate Soaring 


Wreckers’ Parley Sees Boom Business Ahead 
As Time Catches Up With Jalopies 


CHICAGO. — Auto wreckers are 
scrapping more cars today than at 
any time since before the war, in- 
dustry leaders said at the sixth 
annual convention and trade con- 


Michigan UCDA 
In Goodwill Drive; 
Simons Elected 


LANSING.—The Michigan Used 
Car Dealers Assn. promised to 
strive for improved public rela- 
tions at its annual convention here 
last week. 

Yale Simons, newly elected pres- 
ident of the group and co-owner 
of Pappy’s, Detroit, said “we will 
show the public that used-car deal- 
ers are fine, honest and upright 
citizens.” 

Karl M. Richards, field services 
director of the Automobile Manu- 
facturers Assn., praised the contri- 
bution of used-car dealers to the 
industry. 

Carl Marker, president of the 
National Used Car Dealers Assn., 
predicted used-car prices would not 
decline any lower than they are 
now. He warned that many “OPA- 
made” dealers would be forced out 
of the business this winter. 

The members heard their execu- 
tive secretary, Russell A. Malrick, 
report on legislative plans for the 
coming year. Objectives, Malrick 
said, will include a uniform title 
law, a transfer tax law abolishing 
open titles, a tighter check on 
dealer license applications and 
“adequate safety measures to pro- 
tect the public.” 

Other members of the executive 
committee, besides Simons and 
Malrick, include Martin D. McCol- 
lum, Flint, association vice-presi- 
dent; Jack Geller, Detroit, secre- 
tary-treasurer, and Marty Barrar 
and Bert Baker, both of Detroit. 

Other directors are Frank Ko- 
walk, Jerry Lynch, Warren Mc- 
Clure, A. J. Oster and Sid Savage, 
all of Detroit; H. J. Van Welt, 
Drayton Plains; Leo Solomon, Sag- 
inaw; Dell Todd, Grand Rapids; 
Grant Kinch, Kalamazoo; Don 
Swarthout, Battle Creek; Howard 
B. Bailey, Adrian; Leonard De 
Verna, Jackson, and Harold Acker- 
man, Lansing. 


IMPORTANT 


POPULATION 


| 
| 


gress of the National Auto Wreck- 
ers Assn., Inc., here last week. 


The decline in scrap _ figures 
noted since 1941 has been definitely 
halted. This decline saw the scrap- 
page percent of cars in use slump 
to an all-time low of 1.67 in 1946. 


Figures are not available to show 
just what the percentage is today. 
However, the records of one wreck- 
ing company, Warshawsky & Co., 
Chicago, provide an idea of how 
scrap totals have jumped. In 1947, 
this firm scrapped 150 cars in its 
plant. This year, Warshawsky will 
scrap 1,500, a 1,000 percent increase. 
Next year the company expects to 
do even better. 


Time is at last catching up 
with the nation’s jalopy fleet, 
wreckers said. With 14,000,000 
cars more than 10 years old still 
on the highways, wreckers see 
a volume of business ahead for 
them comparable to that which 
faced new-car manufacturers at 
the end of the war. 

In the corridors of the convention 
























Officially Authorized by 
Audit Bureau of Circulations 
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ABC CITY ZONE POPULATION 
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Correct old market data in 
your files NOW. Seattle's 
ABC City Zone population 
now officially rated at 
544,945 ...up from 
407,630! 


THE 


SEATTLE 
TIMES 








hotel, wreckers discussed the cur- 
rent parts sales drives being con- 
ducted by major automobile com- 
panies. Competition in parts for 
late model cars is severe, wreckers 
admitted. 


Consensus was that wreckers 
should not attempt to compete 
for late model business, but 
should content themselves with 
the huge market existing in parts 
for older makes. Here the 
wrecker is supreme since the 
jalopy owner is more concerned 
with price than he is with a fac- 
tory-guarantee stamp. Wreckers 





can quote a used-part price a DOSS ON TELEVISION—To give the television audience in Detroit a first-hand preview of 


third lower than for a compara- | ‘the 949 Nash "Airflyte’’ cars, 
ble new part. 


. Doss (left), vice-president in charge of Nash sales, 
used photographs, a "depot stove" replica and a oniala 7 ae whet 
he was interviewed on Kirk Knight's news program over WW4J-TV 


ature model of the new car when 





The convention was primarily 


concerned with methods of assist- Truck-Trailer 


ing the government in its scrap 


Engineering Co., and Frank Schot- 
ters, operations vice - president, 
Trailmobile. The group will hold 


drive, and with ways of improving Group Named 
used parts merchandising and ad- 


Principal speaker at the four-day 
affair was Philip Smith, adviser on 








WASHINGTON. —A three - man 
group to make mobilization recom- 
mendations for the truck-trailer in- 


Don’t Take Our Word for It.... CHECK ANY 


CAR DEALER 
IN YOUR TOWN 


If you want to find out what automotive publication 
is being read, check with automobile dealers right 
in your home town. Call up the better car dealers. 
Ask them a few leading questions. You needn't 
take our word for the fact that Automotive News is 
the most widely read publication in the field. Find 
out for yourself. 


All the presentations in the world ... all the fancy portfolios and 
sales talks mean little in the face of your own findings—and 
we'll stack Automotive News up against any other publication 
in the industry. Again, we say, make your own check. 


To sell parts, accessories and shop equipment, use the publication 
that is read by both dealers and the men in the service and 
parts departments. During the first six months of 1948 Automotive 
News carried more parts and accessories advertising than any 
other classification. Automotive News reaches the right people. 
Investigate this outstanding ‘‘buy’’. 


Now at its highest peak in circulation (more than 35,000 A.B.C.)...now tops in circulation renewals 
(86.1 percent)... sold without premiums, bonuses, gifts, combinations, flat rate manuals or high- 
power selling...sold 91.2 percent by mail subscription, without pressure of canvassers. Get this 
intensive coverage of key automotive dealers and executives. 


PENOBSCOT BUILDING, DETROIT 26, MICHIGAN 


Representatives: NEW YORK, Edward Kruspak, advertising manager, 5! E. 42nd St., 
Murray Hill 6-0104; CHICAGO, J. Goldstein, western manager, 360 N. Michigan Ave., 
STate 2-6273; LOS ANGELES, R. E. Deibler, 2506 W. 8th St., Federal 0303; WASHINGTON, 
Chandler Bidg., National 4303; DETROIT, Dick Webber, Penobscot Bidg., CHerry 0495. 





its first meeting here in Washing- 
ton Nov. 4, it was reported. 


Shepard Motor Cited 
dustry was appointed last week by| Shepard Motor Co. (Ford i 
scrap iron and steel, Office of In-| Chairman Arthur Hill of the Na-| bury, ‘Gomn., has received 2 eee 
dustry Co-operation, Department of | tional Security Resources Board. 
Commerce. Smith urged wreckers| Those named were Harvey Frue- | tor Co. for outstanding performance 
to cooperate in the government’s | hauf, president, Fruehauf Trailer|under Ford’s “four-letter dealer 
drive to boost scrap collections. |Co.; Julius Glick, president, Truck! program.” 


certificate of merit from Ford Mo- 












BIGGEST ACCESSORY NEWS 
OF THE YEAR 
FEN’DOR’LOK, positive protection against 
gasoline theft, operating automatically from 
the dashboard of the car. Fits all models 
using standard fender door. Not connected 

to gasoline filler pipe. 

Retail price—$5.95 Dealers’ price—$4.57 
Dealers - Jobbers, send today for catalog 

sheet. 


FEN’DOR’LOK 
Electric lock for the fender door. 
Steele Mfg. Co. 445 Winchester Ave. 
Ashiand, Ky. 





Whether you need a man or a hard-to-find part, AUTOMOTIVE NEWS WANT ADS 
will do the trick! ° 








Amazing new towing cable—SNAP-N-TOW! Quick, simple, 
\ POSITIVE. Nomore crawling under car, tying towline to axle. 


SNAP-N-TOW snaps on bumper instantly—won’t break or 
slip. @ A quick moving sales item for you—handily packaged 
with display card—sells itself to car owners. @ A SNAP-N- 
TOW is available at a trade sample price of $2.75, retails at 
$3.95. Take advantage of this offer—try one out! You'll find it 
fast moving or your money refunded. Order your sample today! 


Grove Sales & Engineering, 151 Grove, Detroit 3, Michigan 
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AUTOMOTIVE NEWS offers to advertisers a weekly audience of an estimated 
90,000 cover-to-cover readers! 


Cath in on Cold Weather! 


e AUTO DEALERS 
e GARAGE OWNERS 


e SERVICE STATION 
OPERATORS 


GET YOUR SHARE OF 
COOLING SYSTEM 
SERVICE PROFITS 
THIS WINTER! 


KMO 598 “TELS” COOLING SYSTEM ANALYZER 


1. SAVES TIME AND MONEY—Complete cooling system check 
and diagnosis made in 10 minutes—an operation that 
normally takes up to 2 hours. 


NO GUESSWORK —Not only reveals internal and external 
defects, clogged radiators, faulty thermostats, leaks and 
restrictions; but quickly and accurately locates the specific 
trouble. 


3. PROMOTES PARTS SALES—Helps you sell radiator repair 
service, flushing and replacement parts such as: water pumps, 
hose, clamps, fan belts, gaskets, thermostats, etc. 























MAIL COUPON BELOW ATTACH CHECK AND SAVE 5%! 


c.o0.D. CHECK ATTACHED 
(NET PRICE) $ _ 


DEDUCT 5% FOR CASH $ 








5-105 GENERAL MOTORS BUILDING DETROIT 2, MICHIGAN 


| 

| 

! 

| SHIP TO cians 

! 

j ADDRESS: sa 

CITY: STATE: ZONE 
rc, sl “TELS'* COOLING $12.50 
KMO 598 SySTEM ANALYZER EA. 
| KENT-MOORE ORGANIZATION, INC. 
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500 Buick Dealers 
Preview °49 Line 


In Minneapolis 


MINNEAPOLIS. — Nearly 500 
Northwest area Buick dealers got 
a preview of the 1949 line of Buick 
cars here last week. 

General Manager Harlow H. Cur- 
tice told the dealers of prospects 
for the coming year. 

Officials accompanying Curtice 
from Flint for the meeting included 
W. F. Hufstader, Buick general 
sales manager, who becomes GM’s 
vice-president in charge of distribu- 
tion today (Nov. 1); Ivan L. Wiles, 
who succeeds Curtice as Buick 
general manager; Harley Earl, GM 
vice-president in charge of styling; 
Otis L. Waller, who will succeed 
Hufstader at Buick; O. W. Young, 
general manufacturing manager; 
Charles A. Chane, chief engineer; 
C. W. Jacobs, general service man- 
ager; E. T. Ragsdale, assistant chief 
engineer; A. H. Belfie, director of 
merchandising, and L., M. Taylor, 
director of distribution. 

Also present were J. H. S. Ellis, 
president, and S. D. Fuson, vice- 
president of Kudner Agency, 
Buick’s advertising counsel. 

Music at the meeting was pro- 
vided by the University of Michigan 
band, whose presence at the Michi- 
gan-Minnesota football game was 
made possible by Buick. 

Following the meeting, several of 
the GM officials went hunting in 
North Dakota. 


Canadians Deny 
Anti-Freeze Cut 


MONTREAL.—Canadian distrib- 
utors of anti-freezes last week de- 
nied reports that they had been 
ordered by the government to cur- 
tail the sale of ethylene-glycol types 
of anti-freeze so that they might be 
available for government stock- 
piling. 

“There unquestionably is a short- 
age of that type anti-freeze this 
year, but that shortage cannot be 
laid directly at the government’s 
door,” said a representative for one 
major distributor. “It’s the govern- 
ment’s fault only in the sense that 
the shortage might be due to im- 
port quotas.” 


Officials Buy Out 
Ohio Piston Stock 


CLEVELAND. —- Controlling in- 
terest in Ohio Piston Co. has been 
acquired by four of its principal 
management and production execu- 
tives, it is announced by Dan P. 
Shaw, general manager of the firm. 


Shaw said he and his associates 
had purchased all stock formerly 
owned by outside stockholders, and 
were now sole owners of the com- 
pany. No changes of policy or per- 
sonnel are contemplated, Shaw 


said. 
Rubber Record 
U. S. Rubber Publishes 


64-Page Booklet 


NEW YORK.—U. S. Rubber Co. 
has announced the publication of a 
64-page illustrated booklet, entitled 
“The story of U. S. Rubber.” 

Leading off with a statement by 
Herbert E. Smith, president of the 
company, the booklet depicts the 
history of U. S. Rubber and de- 
scribes its manufacturing activities. 

With pictures or illustrations on 
almost every page, the booklet cov- 
ers the activities of all branches 
and departments with special em- 
phasis on the role of employes. 

Copies of the brochure are avail- 
able from the Public Relations 
Dept., U. S. Rubber Co., 1230 Avenue 
of the Americas, New York 20. 








Ford Made CED Trustee; 


Also on Policy Board 

NEW YORK.—Henry Ford I, 
president of Ford Motor Co., was 
one of three men elected trustees 
of the Committee for Economic 
Development, it was announced 
here by CED Chairman W. Walter 
Williams. 

Also named trustees were Amory 
Houghton, chairman of the board, 
Corning Glass Works, and Meyer 
Kestnbaum, president, Hart, Schaff- 
ner and Marx. 

Ford, Houghton and Kestnbaum 
were also named members of the 
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CED Research and Policy commit- 
tee along with W. L. Clayton, 
Clayton & Co.; S. Sloan Colt, presi- 
dent of the Bankers Trust Co.; 
William A. Patterson, president of 
United Air Lines, and H. Christian 
on president of Amsinck, Sonne 


PRO 


L-M Firm Chartered 


Articles of incorporation hav 
been issued to Carlisle Lincoln 
Mercury Co., Carlisle, Pa., to capi 
talize at $50,000 for dealing in mo 
tor vehicles. Incorporators ar 
David Gutterlaite, Samuel Potan:- 


|| kin and Joseph P. McKeehan. 
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GREY 


IRON CASTINGS 


ONE OF THE NATION'S 


LARGES] 


PRODUCTION 


AND MOST MODERN 


FOUNDRIES 


ae 


FOUNDRY DIVISION 
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CHATTANOOGA 2, TENNESSEE 






BENCH 
MODEL 


These handy Hi-Lite parts cleaning 
machines won't last more than a 
few days at this unheard of price of 
only $9.95. After deciding to get 
out of the equipment business en- 
tirely, we found ourselves faced with 
a critical storage space situation 
which forced us to simply forget 
about profit on this item. We've 
actually cut $10.00 from the original 
price, and we'll ship on the first 


FACTORY 


SE-OU 


PARTS CLEANING 





MACHINES 


FORMERLY SOLD 
AT $19.95 


NOW $995 


ONLY 
EXPRESS PREPAID 


orders received. Send yours today. 
You can save many hours of your 
mechanic's time with the extra fast 
Hi-Lite parts cleaning machine. Air 
pressure agitates the cleaning fluid 
and removes carbon, grease and 
grime quickly. There are no me- 
chanically moving parts to get out 
of order, no electricity and no in- 
stallation problem! Dimensions are 
14%x 14%x8". Act fast. Order now! 


HI-LITE CHEMICAL CO., VANCOUVER AT MILITARY, DETROIT, MICHIGAN 


HI-LITE CHEMICAL CO 
Vancouver at Military 


ORDER TODAY! 


Detroit, Michigan 


Gentlemen: 


Name__ 


Address_ 





City_ 


rc 
1 | 
i | 
| | 
| Find check enclosed for___ = | 
| Parts Cleaning Machines at $9.95 each, express prepaid. | 
| | 
| | 
i | 
i | 
Gas 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 
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Week Week Jan. 1 
Ended Same Ended Total to 

Oct. 30, Week Oct. 23, Oct., Nov. 1, 

1948 1947 1948* 1948 1947* 

CHRYSLER .......... 20,500 15,440 20,612 84,686 624,336 

2 eer ae 2,853 2,444 3,064 12,328 85,697 

lle 2,322 1,904 2,315 9,331 63,936 

BED vcs cccecectase 5,811 4,733 5471 23,357 183,453 

Plymouth ........... 9,514 6,359 9,762 39,670 291,250 

UE nob osessescssecss 20,807 =17,567 921,860 87,662 612,512 

BE. vaceevevveseces 15,708 13,523 16,335 64,768 489,841 

BACON, co ccccsccssces 1,566 710 1,475 6,220 24,015 
BEOPOUTY .......00005 3,533 3,334 4,050 16,674 98,656 126,853 
GENERAL MOTORS . 29,802 29,586 32,179 136,278 1,182,436 1,317,705 
BE. vec cecccvssece 2,611 5,960 4,373 20,018 223,959 226,291 
CO ee 739 1,420 1,536 5,742 46,463 54,667 
Chevrolet ........... 17,080 13,146 16,762 70,648 567,427 653,205 
Oldsmobile ......... 4,161 4,044 4,379 18,053 165,074 167,689 
ee eee 5,211 5,016 5,129 21,817 179,513 210,853 
KAISER-FRAZER 3,572 4,012 3,340 15,133 113,431 153,916 
RUMOR 2 ww ccc cccvees 1,712 1,498 1,398 6,889 56,316 48,966 
BROCE... ccc cccsens 1,860 2,514 1,942 8,244 57,115 104,950 
CROSLEY ............ 119 402 ses 771 =—:16,078 += 26,518 
BEWEIION coc ccc scceees 3,851 531 8,717 14,702 += 88,468 »=—:105,739 
See 2,023 2,044 1,808 7,272 92,888 96,876 
PACKARD ........... 2,479 1,315 2,587 10,411 43,276 75,295 
STUDEBAKER 3,506 2,862 3,543 14,575 99,539 138,141 
MUMMESEUY cc cccnceces 1,138 773 1,008 3,929 27,011 22,912 
Total Cars, U. S. ... 87,797 74,582 90,654 375,419 2,899,975 3,164,084 


+Station wagons and Jeepsters. *Revised. 


COMMERCIAL CARS 
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Week Week Jan. 1 dan, 1 
Ended Same Ended Total to to 
Oct. 30, Week Oct. 23, Oct., Nov. 1, Oct. 30, 
1948 1947 1948* 1948 1947* 1948* 

CHEVROLET ......... 7,846 9,490 8,088 31,719 260,599 328,641 
RUMP, oc scccscces 6 85 Snes 16 2,685 2,461 
DIAMOND T ........ 201 308 218 1,039 13,780 11,332 
Cine ss0s bKeeeen 3,749 3,711 3,317 13,887 148,886 138,209 
FEDERAL ............ 58 269 il 162 8,575 3,663 
so 6 Fir ean cata es 4,283 4,001 5,195 18,835 238,875 263,872 
SANK Es We 604.6 65:0.0% 6 2,447 2,324 2,328 9,355 52,742 78,487 
ee a were asta see Mies 2,918 oes 
INTERNATIONAL ols saris 3,290 10,571 125,313 138,638 
hiss can eead &xn 6 210 527 222 1,006 17,755 10,878 
ESR rere 294 570 289 1,213 17,544 10,363 
STUDEBAKER ........ 1,600 1,392 1,609 6,741 55,605 54,677 
sae 247 389 238 924 15,411 10,353 
CEE, 55.6. 540 a'e'0:0 6:66 1,684 1,820 1,621 7,075 69,475 90,868 
MISCELLANEOUS 387 449 387 1,621 19,2038 17,208 
Total Trucks, U. S. . 23,012 25,335 26,758 104,224 1,049,366 1,159,650 


Total Cars, Trucks 
U. 8. 
Total Cars, Trucks 
Canada ete 
Grand Total, 

Cars and Trucks 


6,211 


110,809 99,867 117,412 479,643 3,949,341 4,323,734 


6,124 24,698 214,039 212,102 


U. S&S and Canada ..117,011 106,078 123,536 504,341 4,163,380 4,535,836 
*Revised. Miscellaneous includes Autocar, Corbitt, Divco, Marmon H., 
Brockway, Four-Wheel Drive, Sterling, Nash, etc. 


Week’s Output Off to 110,809; 


Inventory 


Shuts Ford 


(Continued from Page 1) 


counted for the production of 479,- 
643 vehicles in October. The total 
includes 375,419 cars and 104,224 
trucks. 

Thus, U.S. plants start Novem- 
ber still having the postwar high 
production of 481,432 vehicles, es- 
tablished last March, to shoot at. 
March output included 350,551 
cars and 130,881 trucks. 

November success depends much 
on how fast GM divisions complete 
changeover operations. 

Production in U.S. plants for the 
first 10 months of 1948 includes 3,- 
164,084 cars and 1,159,650 trucks— 
a total of 4,323,734 vehicles, accord- 


ing to Automotive News figures. 
* * * 


pp ORDER to end 1948 with a pro- 
duction of about 5,300,000 cars 
and trucks, U.S. plants need to 
slightly better the production pace 
they sustained in October. 
Prospects for future car and 
truck output appeared brighter 

last week in the reflection of a 
brighter steel situation. 

Purchasing agents for major steel 
mills said that stockpiles of scrap 
Were excellent and much higher 
than what had been hoped for a 
month ago. 

At the same time, however, they 
indicated that every ton of scrap 
would be needed to meet a demand 
that shows no sign of falling off. 

& . » 


FF THE PRESSURE of govern- 
ment allocations keeps building 
up, it was even feared that cystom- 
ers might be in for some quota cuts 
during the first quarter of 1949. 
Steel men emphasized that de- 


spite present stockpiles, the long- 
range scrap supply is not optimis- 
tic. The future was said to be 
dependent on whether material con- 
tinues to come in from overseas in 
good quantities. 

Meanwhile, the steel industry 
last week pushed its facilities to 
99 percent of capacity. Only once 
before was that record topped, 
and then during the war. 

A hot subject in the steel indus- 
try last week was the increase in 
extra charges on hot rolled sheet 
and strip steel made in Detroit. 

* + + 
UTHORITATIVE sources said 
they. did not expect immediate 

action of a similar nature by other 
producers. One large firm plans to 
wait “until after the election,” while 
another has not completed cost 
studies as yet. 

Observers thought that the re- 
cent disclosure of the extent in 
which conversion deals are aiding 
some steel consumers, notably the 
auto industry, might change the 
steel industry’s attitude toward 
such deals. 

Although such deals are strictly 
legal, steel firms are reluctant to 
discuss them because they fear an 
uninformed public will charge gray- 
market operations. 

Most conversion deals are report- 
edly made with automobile firms or 
other reputable customers, and both 
sides deny any gray-market tint to 
such agreements, 

Meantime, General Motors of 
Canada revealed it may have to 
close soon because of a strike at 
Affiliated McKinnon Industries, 
one of GM’s chief suppliers. 








OLDS EXECUTIVES CONFER IN BOSTON—During the recent formal onenies of the Buick- 
E. Ski 


Oldsmobile-Pontiac assembly division plant in Framin 


ham, Mass., S$ nner, general 


manager of Oldsmobile, headed a group of factory officials attending the affair. A dealer 


round-table conference followed. Left, H 


F. Banks, assistant sales manager in charge of 


the East; Skinner; H. R. Lee, newly appointed zone manager for Oldsmobile in Boston, and 


at the extreme right, D. E. 
concerning Oldsmobile's sales 


Ralston, general sales manager. 
and production plans for 1949. 


Dealers received information 





Obituaries 


Hinchcliffe Dead at 76; 


Pioneer Boston Dealer 
BOSTON. — Word has reached 
here of the death at his home at 





sales of the Jordan car. In later 
years he organized the Hinchcliffe 
Motor Co., which distributed the 
Cord and Auburn cars and at one 
time sold the Graham. He was dis- 
tributor for Willys-Overland before 
his retirement about five years ago. 


Daytona Beach, Fla., of F. Arthur For many years Mr. Hinchcliffe 
Hinchcliffe, 76, pioneer automobile | W8S Secretary-treasurer and a di- 


dealer and active for more than 40 
years in the New England automo- 
bile industry. 

Beginning in 1903, Mr. Hinchcliffe 


|was Boston manager for Winton 
| for 12 years, afterward taking over 





rector of the Boston Automobile 
Dealers Assn. 
* * * 
Malcom A, Campbell 

BALTIMORE.—Malcom A, Campbell, 54, 
Washington (D. C.) district manager for 
Nash, died here unexpectedly Oct. 27. He 
joined Nash in 1940. 


(For Rates, Etc., See Next Page) 
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Hits Advertising 
For Failure to 


Sell Capitalism 


TORONTO, Ont. — Advertising 
could help capitalism win the pres- 
ent conflict against Communism 
before it grows into a war of guns 
and bombs. 


This assertion was made in a 
speech here last week before the 
Assn. of Canadian Advertisers, Inc., 
by Ross Roy, president of Ross 
Roy, Inc., advertising agency of 
Detroit. 


Roy explained that the “cold 
war” or battle as of today is for 
men’s minds—one in which both 
sides are presenting their widely 
different ideologies to the world. 


“I’m not sure that we advertis- 
ing people are doing enough to help 
win the battle for the profit sys- 
tem,” he said. 


“We advertising people of Canada 
and the United States think we’re 
pretty good at selling goods, but 
when it comes to selling an ideol- 
ogy—when it comes to selling an 
intangible thing like our way of 
life, we fall down miserably. We've 
done an equally poor job of selling 
our way of life to our own ple 
—an even worse job of selling it to 
people of other nations.” 

Roy urged that simple and easily 
understood financial statements be 
issued to employes. 











Kindly Acknowledge 


Advertisers availing themselves of this 
Want Ad Section are requested to ad- 
vise all respondents if and when their 
wants have been fulfilled. A post-card 
will do and your courtesy will help 
us maintain the present high regard 
which this department enjoys. 
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HELP WANTED 


WANTED—Experienced Business Manager 
between ages of 30 and 40 years old, fa- 
miliar with interior operation of automo- 
bile dealership and capable of merchan- 
dising and producing large parts and 
service revenue. Northeastern Pennsyl- 
vania dealer in city over 100,000 popula- 
tion with excellent franchise from one of 
Big Three manufacturers. Please reply 
Box 2623, c/o Automotive News, Detroit 
26, giving full details, character, expe- 
rience and salary expected. 


SERVICE MANAGER wanted for large 
Midwest General Motors franchise dealer 
with finest facilities in city of 300,000 
population. Must be capable of full man- 
agement of department, efficient handling 
of public and direction of personnel. Per- 
manent position and excellent compensa- 
tion plan. State full qualifications, pres- 
ent and previous experience and submit 
photograph. Replies strictly confidential. 
Box 2605, c/o Automotive News, De- 
troit 26. 


® WANTED ® 
TRUCK SALESMAN 


One of the largest Chevrolet agencies in 
the country offers opportunity in its 
New York City office to an ced 
truck salesman with an excellent record 
of past accomplishment, The man we 
engage will be able to handle a large 
volume of truck sales, and he will have 
the ability plus the strong desire to 
advance to managerial status. Our or- 
ganization is exceptionally pleasant to 
work with and salary is excellent to 
start. Please give full details first let- 
ter. Your reply will be held in strictest 
confidence, Our staff knows of this ad. 


Box 2626 
c/o Automotive News 
Detroit 26 


SERVICE MANAGER — Lincoln-Mercury 
dealership in Northern Illinois offers 
splendid opportunity for experienced, 
qualified man. Must be a producer and 
have ability to direct personnel. Good 
salary, bonus incentive; aggressive deal- 
ership. Give full information about your- 
self in first letter. Reply held confiden- 
tial. Box 2627, c/ Automotive News, 
Detroit 26. 





POSITION WANTED 
To encourage this classification for the 
benefit of our employing readers, Posi- 
tion Wanted ads are accepted at half 
regular rates, namely: 74 cents per 





word for one insertion or two inser- 
tions of the same copy at 12% cents 
per word. Cash in advance. 





BUSINESS MANAGER, nine years’ Ford 
experience, thorough knowledge parts and 
service operation, taxes, accounting pro- 
cedures and office management. Age 35, 
married. Excellent references and back- 
ground. Box 2616, c/o Automotive News, 
Detroit 26. 


SALES EXECUTIVE — Young, technical 
education, eleven years’ administrative 
sales experience with automotive parts 
manufacturer through warehouse, jobber, 
dealer channels. Box 2624, c/o Automo- 
tive News, Detroit 26. 


SERVICE MANAGER, with 16 years’ back- 
ground, desires to make a change, be- 
cause of personal reasons, to Central 
States area, preferably Ohio, GMC, Hud- 
son background. Excellent references. 
— a c/o Automotive News, De- 
troit 26. 


PARTS DEPARTMENT MANAGER — 20 
years’ experience, wholesale and retail. 
Able to handle volume operation. Chrys- 
ler products preferable. Perpetual inven- 
tory minded. Best of references. Box 
2614, c/o Automotive News, Detroit 26. 


SERVICE MANAGER OR MANAGER—18 
years’ experience — 9 years Cadillac, 5 
years Packard, 4 years varied. 40 yearr 
of age, married, conscientious and honest. 
Ability and capacity for top personnel 
organization. Customer service volume 
increased and maintained. Best refer- 
ences furnished upon request. Box 2600, 
c/o Automotive News, Detroit 26. 


GENERAL MANAGER-ACCOUNTANT — 
Available for dealership in southern or 
midwest area. Honest, aggressive and 
capable of managing all phases of opera- 
tions including tax matters. Manufac- 
turer and dealership experience. Post 
Office Box 162, Gadsden, Alabama. 


MANAGEMENT ADMINISTRATOR and 
ORGANIZER. Successful General Motors 
background. Extensive management sales, 
service and accounting experience, capable 
producer. Seeks connection looking to 
future, opportunity more important than 
immediate compensation. Excellent refer- 
ences. Details upon request. Bax 2611, 
c/o Automotive News, Detroit 26. 


MANAGER. General or sales. 9 
actual experience wholesale-retail; 
32, married. Excellent background, health 
and references. Prefer connection in 
northern states. Box 2560, c/o Automo- 
tive News, Detroit 26. 


SALESMAN—aAutomotive equipment expe- 
rience. New York, New Jersey, New 
England jobber following. Box 2615, c/o 
Automotive News, Detroit 26. 





AUTO PARTS and ACCESSORIES SALES- 
MAN, with car dealer following, to han- 
dle nationally known lines, auto parts, 
accessories. Exceptional earnings assured 
with our high commission afrangement. 
Anchor Auto Supply Co., 8400 Hough 
Ave., Cleveland 3, Ohio. 


ASSISTANT SERVICE MANAGER—Pref- 
erably with Cadillac experience in a large 
Mid-Eastern city. Splendid opportunity 
for the man selected. Please address Box 
2621, c/o Automotive News, Detroit 26, 
giving age, present employment and sal- 
ary, past experience, family status and 
address. A recent snapshot would be ap- 
preciated. 

PARTS MANAGER—Large Eastern Cadil- 
lac Distributor can place a man of expe- 
rience in a permanent position. Address: 
Box 2622, c/o Automotive News, Detroit 
26, giving record of experience, present 
employment, age, family status, present 
salary, address, and snapshot if possible. 


DEALERSHIP WANTED _ 


USED CAR DEALER, operating four large 
used car outlets, desires new car dealer- 
ship. Have large organization, unlimited 
capital and will consider any agency from 
100 to 500 cars per year. All replies will 
be held in strictest confidence. _Box 2625, 
c/o Automotive News, Detroit 26. 


DEALERSHIP FOR SALE 


POPULAR CAR AND TRUCK franchise in 
Oklahoma town of 8,000 population. 
County seat, with large trade territory. 
Complete facilities, gross last year over 
$300,000. Long-term lease on building. 
Priced right. Box 2617, c/o Automotive 
News, Detroit 26. 


WANTED PARTNER to buy half interest 
of $500,000, old southeastern Ford dealer- 
ship. Box 2618, c/o Automotive News, 
Detroit 26. 








DEALERSHIP FOR SALE 


LARGE DEALERSHIP 
IN VIRGINIA 


New and used cars, volume $1,500,000 an- 
nually. Will sell business and buildings, or 
will lease buildings and used-car lots, with 
option to buy later. 
BOX 2620, 
c/o Automotive News, 
DETROIT 26. 





DISTRIBUTORSHIP FOR SALE 


FLORIDA DISTRIBUTORSHIP FOR SALE 
—New heavy-duty truck distributorship. 
Used car, truck and equipment business 
established; low rent lease; excellent 
opportunity; good profit potential on gas 
and diesel-powered trucks and trailers; 
light panel truck dealership available; 
inventory $23,000. Consists of parts, 
shop equipment, new and used vehicles. 
Price $25,000. Illness reason for selling. 
Write Box 2601, c/o Automotive News, 
Detroit 26. 


BUSINESS OPPORTUNITY 


LET OUR AUTO PRODUCTS OUTLETS 
work for you. A well organized national 
jobber sales agency of over five hundred 
jobber outlets is ready to sell your auto- 
motive products. Write today, giving full 
information about your products, to Box 
2619, c/o Automotive News, Detroit 26. 


CONSIGNMENTS WANTED 


Sell Sixty New Units 


Per Month 
IN 


Rich Midwest 
Agricultural Region 


Desire consignment deal. Deposit 
on each unit. All cash, No financ- 
ing or trade-in worry. 


Can move Ford, G.M. products 
in three locations. 

Large volume potential, un- 
filled orders and lost sales de- 
mands better contact. ° 

Title law protects you. Deal 
can be handled through bank. 


ANSWER IMMEDIATELY. 


Box 2604, 
c/o Automotive News, 
DETROIT 26. 








NEW LINES WANTED 


WANTED — Nationally advertised lines. 
Manufacturer’s Agent basis. Wide ac- 
quaintance. Wholesale automotive parts 
jobbers. W. New York, W. Pennsylvania, 
Ohio, Indiana, W. Virginia, Kentucky. 
Own car. 25 years’ sales experience after 
market—+Automotive Industry. Available 
for interview during November or A.8.I. 
Show, Chicago, December. Box 2628, 
c/o Automotive News, Detroit 26. 


MANUFACTURER’S REPRESENTATIVE 

SALESMEN WANTED—To sell on a com- 
mission basis to the automobile trade, our 
RECO Radiator Cleaning Machine. Very 
desirable territory still open. This is a 
very high-class machine made by a repu- 
table company. ' Address York Electric & 
Machine Co., York, Pa. 


___NEW OARS WANTED ___ 
WANTED — 1948 and 1949 model cars. 
Must be new. Anderson Auto, Peoria, Iii, 

















TRUCKS FOR SALE 


xr REM Er wa arcgcae re ee in Poa I FOR SALE — 1943 HOLMES TRAFF 
KING WRECKER, towing cradle, Holm 


CPt weary aa eae | See 


plete unit in A-1 condition. $1, 895. C. 
Snyder & Sons, Inc., Orrville, Ohio. 


NEW—NEVER USED 1948 Diamond 1 
model 702A _ tractor. Two-speed rear 
axle, 11:00 x 20—12-ply tires. 5th whee! 
Saddle _ tanks. Sander. Cost $7,400 
Only $5,500 cash. M. & M. Feed Store, 
Belpre, Ohio. Phone Belpre 1219. 


HEAVY-DUTY HOLMES WRECKER, six 
hundred feet cable, tow bar, towing 
cradle, ground anchors and many more 
extras. Mounted on two-ton '36 Dodge 
chassis. New motor. Will sacrifice for 
$1,500. All in perfect condition. Starosta 
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“ USED CARS FOR SALE 


AUTO BUYERS — Best wholesale deal at eminem 
LEO ADLER, INC., DeSoto-Plymouth. 
3000 Fenkell, 7 blocks east of Livernois, 
Detroit, Mi ch. UN. 3-7400, 


1948 - 1935 





















Wholesale Buyers 

Baldy Hall Doesn’t Love Any Car! | 
He'll Sell Them All!!! 4 

| 


Detroit Headquarters for 
Out-of-Town Dealers 













































H A L L ad D oO D D Ss Motor Sales, Conneaut, Ohio. Ph. 41-941. 
OF FERNDALE USED CARS FOR SALE USED CARS FOR SALE USED CARS FOR SALE FOR SALE—1942 Dodge tractor, 2-ton, ex- 
AUTOMOBILES, WHOLESALE—Plenty of | a we, ne fi fee 
JOrdan 4-5801 21500 Woodward *31-"41 models. Chivington Auto Sales, $2,100 takes. Dupont Motors ‘ine,, 1035 
. e * 8t., i » Minn, 1 
what AUTOMOBILE = | ————__—| WE WHOLESALE |" =" 
AUCTION e PARTS WANTED 
28 MILES FROM CHICAGO LOOP A uto A uction WANT TO BUY—2,000 gallons Prestone or 
AUCTION SALE Zerex. Box 2603, c/o Automotive News, 
\% Mile East of Illinois State Line ® * Detroit 26. Lo 
(Dealers only) ee . PARTS FOR SALE r 
EVERY FRIDAY 11 A.M. a a 
. Repossessed and Dealers Cars Running Over 150 Cars Each Sale Bigger and Better SID SAVAGE uiplus, genuine Ford, parts,” Box 2609, c/o 
j TUESDAY—Nov. 9, 1948 Suiies to—emiene out d G e Two BIG LOTS! Automotive News, Detroit 26. 
11:00 A.M., E.S.T. an rowing : 
Buyers coming in by plane or train— 
Sale on 2nd and 4th Tuesday call—we will meet you. Hotel secon at Livernois at Grand River 
ation fur- 
of Each Month sroperees Sretante, CpeePer een ces TExas 40160 Hogarth coo | BUICK PARTS 






DETROIT 





Associates Discount Corp. Gn denen eens Damen Montpelier, Ohio “WORLD'S LARGEST DEALER 









ee DUTCH STEWART, Auctioneer OF GENUINE BUICK PARTS” 

— Dyer Auto Auction fo 

pecan Cars Sold . Phone Drains Dyer, Ind. We are now selling in Wholesalers: We Are Quantity 
aa our modern new AUCTION Shippers . . . Same Day Service 











On Mail Orders and Inquiries 





(Auto Dealers Only) 


EVERY WEDNESDAY 
JOHN CORRIGAN 

















DOC GREINER Ss $18,000 Sale Pavilion 
BIG AUCTION . icieeay € 
Telegraph Rond, Rt. 24 AUTO AUCTION ae ee 






At the Ohio-Michigan Line All Shipments on C.O.D. Basis 

















































(One Mile North of Toledo) DEALERS ONLY Auctioneer 
site Phone —ha er Monday of GEO. CASSIDY 
CARS ON HAND FOR Sale Starts at 12 Noon (C.S.T.) — 
eee | Every Week Sale Starts at 12:00Noon | ROBERTSON BUICK. CO. 
FLYING DUTCHMAN, Inc. vicierecanaee teeta . Roto Ne 1000 8, Wabash 
Madison at 17th St... . TOLEDO, OHIO . West d South t iit So. Exchange an, em, CHICAGO 5, ILL. 
—____— Weshiy peices malted on soquest. ses ohne ae, Chicago Is the Place to Buy Your Cane’ Phone WABash 1030 
Inside a sealitinienindene Every win” ° LARGEST PENNSYLVANIA 
THURSDAY =" tiicipilciciindbpagiiiapinin Consignors bring titles OLDSMOBILE 
Meusvie "Right nthe HEART of and proof of owner- AUTO AUCTION ii Oil Ciena Wins 
INDIANAPOLIS, INDIANA | . ; hi ik didi te n eneral Motors 
15. Tee een ses; Lincoln Continental ap. EVERY FRIDAY NOON PARTS AT WHOLESALE 






early as possible. In the Heart of Lancaster County 


$100,000 INVENTORY 





Convertible Coupe 





































































































- Low Mileage, Clean Cars LIBERAL DISCOUNTS 
WHOLESALE!!! 1948 MODEL : : FOR DEALERS ONLY Hoods Core Supports 
1946 to 1949 C Black with Light Top Aircraft Auction Sale siineinais Steiitiliaats sits o | oie Myérametio Far 
to ars Titled August, 1948 Oo in : Fenders Distributors -- 
mn Saturday, Nov. 6th, at 1:30 P.M. Gas Tanks Cieheneten 
SAM GREENFIELD CO Two Miles East of Town MANHEIM AUTO SALES Trek Lids Steering Wheels 
6619 Euclid Avenue . PRICE $5,005 (Our consignors and buyers at our & AUCTION, INC. a a oa ie. 
nes 5. eee -— “> See Seepenns, Semneey Phone 203-W4 Orders ieee oe Day Received 
— INLAND MOTORS ee ae es LM 
Cuyahoga Falls (Akron), Obto 1133 N. MERIDIAN rie > ee ae . EVERY FRIDAY . . . DEALERS ONLY "nee en rae . 
Phone WAlbridge ~ Ar Indianapolis, Indiana etephone $ we B ELIEVE “ror DOLLAR” 2491 N, 180m St, Saee a 
WOODRUFF, J S, | quincy Suro’ avcrion ° = oe 
AUTO AUCTION oe DRAKE Held » 
TIM ANSPACH WHEELING, ILLINOIS oT Being Your Gass on Shum. or tasty Pettey BUICK PARTS 
Albany, N. Y. Every Friday ... 12 Noon ee sau Fees 
sy John Corrigan, Auctioneer 
(For Dealers Only) WHEELING AUTO AUCTION CO. 66 
EVERY MONDAY .. . 12 NOON Phone Wheeling 348 MONEY-MAKING one Sem IS aa ne. IF IT’S BUICK 
‘OR ae awe a oo WE HAVE IT” 
OPPORTUNITY! buses,’ Will oot! St eur cont. Write for oe 




















details. P. E. Ashton Company, 175 N. 
lst West, Provo, Utah, Same Day Service 


On Mail and Phone 
Orders 


= 
SHIPMENTS C.O.D. 
Larson Buick Co., Inc. 


36-11 Northern Bivd, 
Long Island City 1, N. Y. 


STOP OIL AND GREASE SPOTS 1946 FORDS 
ON YOUR SHOWROOM FLOORS! 4-Dr. Sedans 


Use “CLIP On” Oil and Grease Aprons $750.00 
at. A ie ‘or) 
© tir suctitied. 00 ty nb ek Aes oo . READY TO GO! 


ci ot det on ane , Formerly Used as Taxi Cabs 
© Made of special plastic-coated fabric, impervious to oll and grease 


etnias. WE) oct conch ar posi, DISNEY MOTOR SALES 
Aprons $12.50 Each, Check with Order—Show Make and Model 13607 ST. CLAIR 


STROUD AWNINGS Cleveland, Ohio 


“SINCE 1910" 
GL. 8600 


















FOR SALE—Two brand new 1948 and one 
new 1947 Chevrolet Superior model 
4162-36 passenger school buses. Superior 
heater, leather upholstery, etc. Whole- 
—_ Rabon Motor Co., Pauls Valley, 
Okla, 


NEW 1948 DODGE B-1-F, 170-inch W.B. 
school bus. Superior, 36-passenger body, 
regulation heater, lights, fan, etc. Reese 
Motor Company, ist and Olive St., 
Lamar, Colorado. 


SCHOOL BUSES—2 new Chevrolets. Ameri- 
coach bodies. 36 and 48 passenger. 
Wholesale. Reusch Motor Company, 
Valley Falls, Kansas. 


TRUCKS WANTED 


NEW FORD TRUCKS and bus chassis. 
Quote bottom prices. Hudson & Co., 
Ford Dealer, Macon, Miss. 





































































Tel. TRONSIDES 6-5405 





724 E. 152nd ST. CLEVELAND 10, OHIO 


























INDIANA STATE FAIRGROUNDS 
Manufacturers’ Building (100,000 Sq. Ft—$500,000 Building) 


BIG AUTO AUCTION EVERY TUESDAY 


Sure! All the cars inside too! Under one roof! 
Your cars will stay clean — Clean cars bring you more money. 


PAT PATTERSON, Auctioneer 


Hear Pat, See Pat, 
12 Noon Ons Pat Wants to See You! 


@ BRING CARS MONDAY, MONDAY NIGHT or TUESDAY MORNING. 
For Dealers Only. 


INDIANA AUTO AUCTION, INC. 
Call Lincoln 2765 Indianapolis, Indiana Wire or Write 






AUTO AUCTION 
DUNKIRK, N. Y. 
(Dealers Only) 


Every Tuesday ... 1:30 P.M. 
Rain, Shine, or Snow 
Large Heated Building 


Can be reached by Route 5 or 20, Call, Wire or Write 
between Erie, Pa., and Buffalo, N.Y. CHICAGO TRUCK SALES 


Located on Rt. 60 in Dunkirk Fair Grounds 4545 W. Madison St. CHICAGO 24, ILL. 
AUCTIONEER: WARREN A. GODFREY Tel. MANsfield 6-7772 


LATE MODEL 
NEW OR USED TRUCKS 





WOODY PONTIAC 
HAS 


$75,000 Inventory 
GENUINE PONTIAC AND 
FISHER BODY PARTS 


There must be a reason why we 
are Michigan’s largest Pontiac 
parts dealer. 


Send us your order. Shipped 
same day as received. 


12140 Jos. Campau 
TWinbrook 1-1600 Detroit 12 























Any type or style 

Any quantity 

Must be in perfect condition 
Will travel anywhere 





































ao 
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PARTS FOR SALE 


FORD 





















PARTS FOR SALE 
WHOLESALE PONTIAC PARTS, 


PARTS FOR SALE 


FORD PARTS shipped anywhere. Call, 
write, phone. Tranter-Williams Motors, 


large 
stocks of hard-to-get parts, body and 





Inc., Ga a. Ave. Cincinnati 9, _— parts for all mee Fast pon er 
Ohio, elrose 6-7. liberal discount. falter H. Schultz 
Pontiac, 16-20 Passaic St., Trenton 8, GENUINE PARTS 
i New Jersey. 


Buy a Little or a Lot of Scarce Items 
at Attractive ——— 
ce 


—aAuthorized Ford Parts Distributors— 
BOULEVARD MOTOR CORP. 
2392 Boulevard 
Jersey City, N. J. 
Delaware 3-3400 





OLDSMOBILE 


PARTS AT WHOLESALE MARGOLIS 
Oldsmobile Parts 


ae atc AUTO SALES 
Depot in the United States 


a 
Ons DOORS AND CHRYSLER - PLYMOUTH 
HARD-TO-GET PARTS DODGE - DeSOTO 
HYDRAMATIO PARTS AND SERVICE 
CENTER 


s 
Mail Your Order or Wire Us Collect Largest Chrysler Parts Dealer 


“IMMEDIATE DELIVERY” 
SHIPMENTS MADE PROMPTLY in the Midwest Fender Mouldings For 
= Bulek Series 61 and 71. 
KAISER BROTHERS WE CARRY A LARGE 10 oe OFF LIST 


*“‘Super’”’ N. -65e 
**Roadmaster’’ Nameplates. - B5e 
J. B. SALES COMPANY 
369 Morse Street 
Camden, N. J. 


STOCK OF FENDERS, 
GRILLES, DOORS, PANELS 
Genuine Mopar 


Prospect 2331 
1540 8S. Figueroa St. Los Angeles 15 








a 
Send Us Your Order: 


JEEP PARTS 
We Ship Anywhere 


ACCESSORIES FOR SALE 


a Cd FORD DEALERS — ATTENTION! 
Catal tg B 4-to-Get P 11310 JOS. CAMPAU AUTO SEAT COVERS FOR 1949 CARS 
. DETROIT 12 Speckled fibers: maroon, blue, green. 
SKAGIT MOTORS OF SEATTLE . Custom built, full fashioned, all cars. 
1406 — 10th Ave. Phone: Catalogue materials on request. 
TWinbrook 2-7500 ‘‘Distinguished Creations Over 20 Years’’ 


Bast 0770 Also: Carpet, leatherette, fabrics, trim 


supplies, door headers, rubber products. 


BOSTON BIG BUCK PRODUCTS Co. 
278 Cambridge Street Boston, Mass. 
Telephone CApitol 7-0826 


AUTO EQUIPMENT FOR SALE 


WHAT PRICE USED CARS? 


The answer to this important question is contained ir a 
startling report of the American Finance Service based on a 
three-month survey conducted for the sales department of an 
automobile manufacturing company. 








IMMEDIATE DELIVERY 


Automatic BraKinGs 
Red Arrows — Tow Pilots 








Tow Bar Sales Company 
Factory Distributors 
100 S. Clinton St, Chicago 6, Ill. 
DE 2-0700 AWN 38-8888 DO 38-8373 





We have made a six-month forecast of automobile values, 
based on this survey and have received permission to distribute 
it to our new subscribers. It will be of invaluable help to anyone 
engaged in buying, selling or financing automobiles, and may 
save you thousands of dollars, if its advice is heeded. 














SHOP EQUIPMENT FOR SALE 


Ss DELIVERY—New steel parts 
bins, hundreds in stock, set up, wrapped 
and anand for immediate delivery. We 
also have available new and used lockers, 
new benches, Parker vises, tool boxes, 
Black & Decker electric tools and grind- 


This report gives a six-month evaluation of all models and 
will be used by finance companies in planning wholesale ad- 
vances, and by auto sales companies in used car inventory 
control. 











Your check for $10, which includes a year's subscription 
to our monthly value forecasts, will bring this important report 
to you by return mail. 


numerous to 






“In Stock’’ 





Machinery and 
3400 W. Fort 8t., 
aor 16, Mich. Telephone TAshmoo 
5-2310. 


American Finance Service 











P. Oo. Box 71 FOR SALE—Detrex vapor degreaser No. 
fee VS800. Size outside overall width 3’ 2” 
Miami 1, Florida 8’ long. Inside working chamber is 48” 
high, 8’ long, 38” wide. Excellent condi- 
tion. This degreaser is larger than our 


requirements demand. $650, F.O.B. Brook- 


~~ Pa. L. A. Leathers Co., Brookville, 
a. 


TRAILERS FOR SALE 
ATTENTION, WILLYS DEALERS—Mus- 
tang Aluminum trailers, stake and grain 
bodies, 7 feet by 12 feet. No reasonable 


offer refused. Box 2602, c/o Automotive 
News, Detroit 26. 


AIRPLANES FOR SALE 


AIRPLANE—For Sale. ——— 140, —_ 
equipped with less than 50 hours. 

























Ohio’s Fastest Growing 


AUTO AUCTIONS 


EVERY TUESDAY 


4500 N. Main St. - - Dayton, Ohio 


TAylor 8441 way radio. W. 0. Long, Winnfield, La. 
MISCELLANEOUS 
EVERY FRIDAY “MY TWENTY-FIVE YEARS ON A USED 


CAR LOT.”" From actual experience. 
Have sold in 45 states in the U.S.A., in 
Can © Rico and Honolulu’ to 


665 W. Goodale -_ - 
MAin 4307 


$10.00 SALE - - - $5.00 NO SALE 


Columbus, Ohio 


many of the largest dealers and their 
men, to salesmanagers, bankers, factory 
promotional men, motion picture produc- 
ers and many other leading concerns. 
Hundreds of letters in my files praising 
the book’s value. Sent postpaid, 5 days’ 
trial, 12 books, $15; 6, $8.28. Single 
copy, $1.50. Send a postal for your re- 
quirements. Order now. Box 2612, c/o 
Automotive News, Detroit 26. 


HEATER HOSE. Black, singie ply with 
red insert. Length, 7 feet to 24 feet. 
Approximately 200 feet per bale. 
upon request. 6c per foot, f.o.b. Trenton. 
Arnold Sales Co., 108 E. Hanover Street, 
Trenton, N. J. 


ENGINE ae — Cosmet 
ee 

Moto: Inc. dane 
St. FB. — Virginia. 


GOLD MEDAL MIMEOGRAPHING. High 
quality, low prices, samples sent. Mackie, 
81 Dales, Jersey City 6, New Jersey. 








EVERY THURSDAY — 12 NOON 
WHOLESALE ONLY 


AUTO AUCTION 


(For Dealers Only) 


AT EARL A. SCHOTTS 
2300 READING ROAD CINCINNATI, OHIO 


Tel.: Woodburn 3060-6892 MISSISSIPPI PECANS—lIdeal gift. Excel- 
. lent quality. Ten pounds, $4; twenty-five 
Auctioneer: Pat Patterson pounds, $8.75. Price for larger amounts 


on request. Money order or check with 
order. Will ship prepaid. Hugh 8. Potts, 
Kosciusko, Miss. 


STOLEN 


One 1947, two-tone gray, four- 
door Buick Sedan, model No. 51, 
motor No. 49097245, serial No. 
14706047, °48 Arizona license 
plates PP636, equipped with ra- 
dio and heater, also two octa- 
gon-shaped fog lights on front 











University 2-8457-8 University 1-9773 


DETROIT AUTO AUCTION 


“The Hub of the Industry” 
EVERY FRIDAY — 12 NOON — RAIN OR SHINE 


COL. CARL E. MARKER 








America’s Ace Auctioneer bumper. Maroon seat covers. 
Bring your cars or send them Thursday, Thursday night ee hitch less ball. $150 
reward. 





or Friday AM. OUR Guarantee: You must be satisfied! 
CALL US for reservations and accommodations. 


C&M MOTOR SALES 
14550 LIVERNOIS 







Smiling Irishman 


1634 E. Van Buren 
PHOENIX, ARIZONA 












DETROIT DETROIT 
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BUY YOUR STOCK OF USED CARS 


AT OR 


Horseheads Auto 
AUCTION 
Phone 274 

Horseheads, N. Y. 

Every Friday 
At Noon 


Danville Auto 
AUCTION 
Phone 3881 

Danville, Pa. 

Every Wednesday 
At Noon 


TWO OF THE LEADING AUTO 
AUCTIONS IN THE EAST 


DEALERS ONLY 


Both of these auctions are conducted by the same management. So 
you know you will receive the best of service and accommodation. 


Horseheads, N. Y., and Danville, Pa., Auto Auctions 
Ronald D. West — Owner 


Jos. E. Johnson — Auctioneers — Tex Rickard 
* 
ASK FOR OUR WEEKLY MARKET REPORT 


DID YOU KNOW that each Friday, rain or shine, 
one of the largest and best automobile auctions in 
the world today is held at Joplin, Missouri, the Cross 
Roads of America, where the East meets the West? 
We also keep six buyers on the road at all times. If 
you have any new automobiles or new trucks for 
sale, contact Hi-Dollar Joe at Joplin, Missouri. He 
will have one of his men call upon you at an early 
date. We need new automobiles and trucks, lots of 
them. We are not interested in anything except new 
merchandise. 


JOPLIN AUTOMOBILE 
AUCTION COMPANY 


1610 E. 7th STREET JOPLIN, MISSOURI 
Phone 4600 





'! REMEMBER 


EVERY WEDNESDAY 


at 12 O'Clock ; 
Detroit’s Big Indoor Auto Auction 


(Right in the Heart of Downtown Detroit) 
Col. Bill Nagy, Auctioneer - - - Sam Goodman, Mgr. 


Aptco Auto Auction 


DETROIT, MICH. 
TE. 3-2044 — TE. 3-3129 


124 SPROAT ST. 





NEW SUBSCRIPTION ORDER’ 


Send Automotive News to Address Below 

for One Year $8 [_] or Two Years $14 [_] 
for which check is attached [[] or send bill (_] 
AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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---and that goes for Used Pontiacs too! 


One of the greatest tributes to an automobile’s quality is its performance and dependability as well as unused mileage. 


unqualified acceptance by used car buyers. This public trust in Pontiac—new as well as used—means a 

We believe no other car matches Pontiac in its desirability sounder future for Pontiac dealers. They can be confident of 

as a used car. Certainly no other car has earned such over- quality, salable merchandise a/ways, year in and year out 
. s . . . . 

whelming preference among those who are buying comfort, —as much in demand used as it is new. 


if 


MOTOR: DIVISION GENERAL MOTORS CORPORATION 











